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You'll save money and please customers 





They furnish the sales*drive 


Here's how a salesman found the answers 


Match your figures against the average 





Yow Better than Ever...The BEAVER Model-A! 


Two new improvements—patents pending—have been added to further increase the safety, 
convenience and performance of the Beaver Model-A % to 2” Pipe & Bolt Machine—popular 
the world over for the past 19 years 


1. The new Automatic Switch Lock and Chuck Wrench Holder makes it impossible to start 
the machine without removing the chuck wrench. This highly important safety device 
protects the workmen from personal injury and the machine against damage. 


The new Eccentric Spool Pipe Centering Device is detached from the rotating spindle. It 
prevents the “whip” of long revolving lengths of pipe from rocking the spindle and causing 
flat-sided leaky threads. 


And don't forget—there are 192 different kinds and sizes of dies available, in stock, for your 
every requirement when you own a Beaver Model-A. This die inventory, representing an 
investment of more than $150,000, is the user's guarantee of maximum service. Sold by leading 
jobbers—everywhere! 


Today—write for the new Beaver Catalog No. 50. Address Beaver Pipe Tools, Inc., 
216-300 Dana Avenue, Warren, Ohio, U.S.A. 


50 YEARS OF FRIENDLY SERVICE 


NEW FEATURES 


(PATENT PENDING) 


ECCENTRIC 
SPOOL PIPE 
REST 


AUTOMATIC 
SAFETY 
SWITCH 
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COMING IN INDUSTRIAL DISTRIBUTION NEXT MONTH 

Southern Hospitality The Old Order Changeth 
hat’s what was extended this month when the ... Yes, this is an industry in which there are changes. 
Southern Association held its annual mid-year meet- And, as they say at the ball games, “you can’t tell 
ing in Biloxi. Don’t miss the complete report on the players without a program”. You'll want to know 
what went on. And, of course, there'll be scads of what the last year has brought in the way of changes 
pictures—pictures of people you know. and there'll be a full report, our annual “Survey of 

Changes”. 


Sales Volume Slipping? ; 
; ee : What’s The Trend? 
. . Even if it isn’t, you'll want to read this case 


‘ ‘ .. . Starting on p 90 in this isst "re introduc- 
history on how a distributor puts zip into sales per- arting page in this issue, we re intr duc 
, ing a new and more readable system of presenting 


Sales Trends figures. Look ’em up now and next 
it’s a workable system. month too. 


formance. There’s nothing “ivory tower” about it 








socket screw keys in handy sets 


METAL BOXES — No. 44 and 66 


Broad range of sizes for all uses 


PLASTIC PAKS 


No. 6 — Small diameter screws — for 
servicemen on radios, motors. 


Ne. 7 - Popular sizes for most used 
applications. 


No. 113 and 107 — tong arm. 


Selected sizes for variety of uses 


No. 103 — Extra long arm. Refrigera- 


tion and oil burner servicemen 


Complete descriptive Catalog gladly sent. 


The H-K Key Set line is expanded! There’s a Holo-Krome Key 
Set containing the right sizes of keys to meet any assembly condi- 
tion. Now, in addition to the ever popular Holo-Krome Nos. 44 
and 66 Sets in the sturdy metal boxes there are a carefully selected 
group of keys, both short and long arm, furnished in smart look- 
ing, durable plastic cases. Snap fasteners hold the covers and 
some of the sets have individual key pockets. These new H-K 
Key Sets are a practical addition to the tool box of shop mechanics, 
maintenance and servicemen. ... : Strong proper fitting keys are as 
necessary as uniformly accurate sockets in socket screws. The value and 
efficiency of one is determined by the other, Holo-Krome Keys are daily 
demonstrating their quality on the assembly lines of industry... . 
Ask the men who sell Holo-Krome. 


HOLO-KROME 


Completely Cold. Poiged 5, Socket Screw Product 


, news 
4, 
4 - 
% pea? 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 
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Compare the 


LINK-BELT “100” 


Conveyor Idler Construction Features 





Complete Line of Idlers 
Troughing Idlers — illustrated above 





Rubber-Tread Impact Troughing Idlers 
— recommended for use at loading 

points of the conveyor, especially 

when large lumps and heavy or 

coarse materials are being han- 

dled; to provide a cushion to ab- 

sorb the impact of the material and 

protect the belt against bruising or tearing. 





Positive Action Self-Aligning Idlers 
— for non-reversible belts. Should 
be spaced intermittently in both the 
carrying and return runs to auto- 
matically position the belt on the 
conveyor idler roadbed correcting 
misalignments due to off center load- 
ing, strong side winds, or unequal 
belt stretch. Counterweighted - Disc 
Self-Aligning Idlers for reversible 
belts are also available. 





Return Idlers—have same smooth 
rounded-edge outer shell and in 
terior construction as the trough 
ing rolls, your assurance of an 
efficient return run with minimum 
belt wear. 





Rubber Tread Return Idlers — for 

Cesene use when handling a wet or sticky 

“= material that clings to the belt, as 

" these idlers induce a bending or 

kneading action to the belt which breaks the material loose. Also 

ideal for use when handling a material that has a corrosive action 

on iron or steel. 

Link-Belt builds many types and designs of idlers for special serv- 

ices in addition to those illustrated. 











For more than half a century, the name LINK-BELT 
has stood for pre-eminence in belt conveyor idlers and 
accessories. The original design has been steadily 
improved and now the Series ‘‘100"' Idler offers top 
quality in this type of equipment. Installations have 
been made throughout the world and include some of 
the widest, the longest and the highest belt conveyors. 


Link-Belt idlers offer such outstanding features as: 
grease-in-dirt-out seal . . . rolls with smooth rounded- 
edge outer shell to minimize belt wear . . . high-grade 
roller bearings . . . interlocking nut and yokes to pre- 
vent brackets from spreading under unusual impact 

..end brackets of tough malleable iron are riveted 
to and extend well beyond the rigid T section cross 
member to provide stability and transmit load directly 
to steel bar feet which are welded to each end of 
the cross member . . . grease fittings for rolls are pro- 
tected within the deep outer ribs of the end bracket 
and provide a convenient and safe means for lubri- 
cation. 


Distributors are profiting by stocking these popular 
idlers. Booklet 1915 gives complete information. 


LINK- tail COMPANY Chicago 9, Indianapolis 
Jelphia 40, At Dalias 1, Houston 1 nneapolis 5 
Los Angeles 33, Seatt 


LINK: 


CONVEYING MACHINERY 
“THE COMPLETE LINE” 








Profit Lines for 1950 
HACK SAWS 


KUTALL — Molybdenum High 
Speed Steel in both Hand and 
Power Styles. 

HIGH SPEED—Hand and Power 
Styles. 

FLEXARD—For General mainte- 
nance and service cutting. 

ALL HARD and FLEXIBLE—for 
general cutting jobs. 


BAND SAWS 


made in Contour cutting, Flexible Back-Skip Tooth, Flexible Back 
and Spring Temper’Metal and Wood Cutting types. 


Also Plastics, Linotype, Dry Ice and Butcher Saw types. 
YI ; J 


Another Profit Product 


AN ADJUSTABLE 
HACK SAW FRAME 








Scientifically designed to hold its shape for years—to keep 
the blade rigid at all times, to stand up under wear and tear 
of constant use. Electricians, machinists, plumbers, mill- 
wrights and others have found this frame highly satisfactory 
and perfectly balanced for greatest efficiency. 


These lines have Built Repeat Sales for 


many Distributors. A few territories are open. 


SPARTAN SAW WORKS SPRINGFIELD, MASS. 
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The Cover 


Landmarks and guideposts — that’s 
our cover theme. Concrete (no 
pun intended) evidence of the 
former is shown by the structures 
commemorating two of our most 
famous men born during February. 
And the features contained in this 
issue are guideposts pointing out 
the paved way to success in your 


future. 
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Does planing jobs, makes decorative cuts, 
which formerly could be worked only on 
costly stationary machinery. One of the 
biggest time-and-effort savers in the portable 
electric tool field. 


JOINTER 


With Bench Stand attachment the Guild 
Power Plane can easily be converted into a 
Jointer. Spiral cutter used for all jointer work. 
Shaper cutters for putting decorative edges 
on straight work. 





€) MOULDING PLANE 





Equipped with shaper cutters, the Guild Plane 
serves as a portable moulding plane. High 
speed cutters produce clean, contoured edges 
on table tops, large furniture and other work 
too unwieldy to handle at a machine. Grooves 
and channels for weatherstripping, inlay, etc. 
accurately and quickly. 


PORTER-CABLE MACHINE CO 
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Incl. motor 
Market Includes: rot acne 
Furniture Makers... 
Novelty Shops... ae me 
Carpenters... ‘rere. 
Home Owners... Motor Unit .... 40.00 


Bench Stand and Other Accessories, 


Hobbyists eee extra 














Once again Guild comes forth with a winner. The new Guild Power Plane, at a 
popular price! It’s sure to attract a wide range of purchasers. Its accessories will be good 
sellers, too—accessories that convert the Power Plane into a Jointer and a Moulding 
Plane. Look at the features that make the Guild Power Plane unmatched in its field: 


SPEEDIEST PLANE OF ITS TYPE— With Power-Plus motor, zips over surface at 22,000 rpm 
with perfect accuracy—absolutely smooth, waveless. 


HARDENED STEEL SPIRAL CUTTER— 1'3/,” cutting width. Cutting depth adjustable from 0” 
to \,”" while in operation. Bevel adjustment to 25°. 


EASY TO HANDLE—Light weight (only 8 lbs.) makes it especially maneuverable. 


MANY-PURPOSE APPLICATIONS—Does a professional job at planing and fitting doors— 
drawers—screens—storm windows—trim of all types. Valuable for numerous home-shop 
projects such as bookcases—shelves—kitchen and other cabinets—mantels—built-in 
furniture. 


SAME MOTOR SERVES ROUTER, TOO—The Guild Power Plane motor is interchangeable 
with the famous Guild Router. Just a twist of the wrist is all that is necessary to change 
this motor from one Guild tool to the other. Power Plane sold as a unit or 
parts sold separately for those who already have the Guild Router. 


ACCESSORIES— Bench Stand, Sharpening Attachment, Hinge Butt Templet, 
Chip Deflector, wide selection of bits and cutters—all add to the skillful 
use of this versatile tool. 


PLANE CUTTER SHARPENING ATTACHMENT—So sim- 
ple to operate that the user can sharpen the 
plane cutter and be back on the job in 3 
minutes. Pays for itself in money saved. No 
skill required to get perfectly ground edges. 





@ Here’s a new source of dealer profit—opened up by the 
new Guild Power Plane and its easily adaptable accessories. 
So don’t delay. Order your stock today. 


e 


In Canada (Except B. C.): Write Strongridge, Ltd., St. Catherines, Ont 


2642 N. Salina St., Syracuse, N.Y. 
@ Manufacturers of SPEEDMATIC and GUILD Electric Tools 


eC ALE LOE AE 


emarennite tet 











WO Sle! 
The Seal Wont Glow! 


DODGE TYPE “SC” 
BALL BEARING 
PILLOW BLOCK 


n built bearing fors ll shafts 
s. Pill cks 


METALLIC-BACKED neoprene 
seals are used in this famous bearing — and they 
are engineered to stay put. They can’t blow. 


Your lubricant stays in; dust and dirt stay out; 
the result is years and years of trouble-free per- 
formance. 


The “SC” Bearing is a new member of the 
Dodge 30,000 hour line. Modern styling. Rugged 
one-piece cast iron housing. Long inner race. 
Radial and thrust load capacity. Fully self align- 
ing. WRITE for special “SC” bulletin, giving 
complete specifications. 


_ DODGE MANUFACTURING CORPORATION, 500 Union St., Mishawaka, ind. 


of Mishawaka, Ind. 
FIRST IN POWER TRANSMISSION MACHINERY 


IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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“,..Finest Educational 
Magazine” 


“We have been using your fine 
magazine in the education and 
training of our personnel. It has 
been the policy of our company to 
start our men in the Shipping 
Department and Receiving De- 
partment and bring them through 
the other departments—the office, 
inside selling —and after they are 
properly trained, whenever an 
opening presents itself, we advance 
them. 

“We feel that your magazine is 
one of the finest educational mag- 
azines along this line, and being 
truly one of our own industry we 
have been very anxious to place 
it in the hands of all our men.” 

Sincerely, 
Paul J. Stine, Manager 


Harry P. Leu, Inc. 
Orlando, Florida 


Interested readers at 

Harry P. Leu, Inc. 

have subscribed to 
INDUSTRIAL DISTRIBUTION 
for more than twenty years — 
from the key men of today 
to the key men 

of tomorrow. 


From cover to cover INDUSTRIAL DiS- 
TRIBUTION is your magazine. Do you 
cash in on the many values it offers 
you in your daily work? 


Industrial Distribution 


WASHINGTON BRIEFS 
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McGraw-Hill Washington News Bureau 


reports on events, trends and outlook 


Distribution executives may take with a grain of salt the wide 
spread prediction that ‘‘Congress won’t do much of anything this 
session except talk and make politics for the fall elections.’’ Reason: 
There are a half dozen bills coming up for sure that are big news for 
distributors, retailers, or marketing men. The decision of Congress 
—— voting them through, or voting them down —— will have to be 
taken into account. 

There is important legislation coming up in the field of taxa- 
tion, regulation of business by government agencies, and postal rates, 
for instance, that can make this session of Congress an important 
one for distribution and merchandising men. 


THINGS TO WATCH FOR 

O’Mahoney Delivered Pricing Bill —— the showdown on the 
bill legalizing delivered individual use of freight absorption and de- 
livered pricing, was scheduled to begin January 20. That’s when the 
Senate was to take up the conference bill, already approved by the 
House. 

The bill would change the rules in two areas important to mar 
keting and distribution. 

One, it would legalize use of freight absorption and delivered 
pricing; 

Two, it would amend the Robinson-Patman Anti-Price Discrim- 
ination Act by making a seller’s price discrimination legal if he 
could prove that he gave a lower price to some of his customers in 
order to meet the lower price of a competing seller. 

A Senate filibuster —- sparked by Senators Long, Douglas, and 
Kefauver —— is a sure thing. Their contention: the bill would actual- 
ly do far more than its proponents say. 

The delivered pricing and freight absorption provisions, they 
say, would actually permit the steel and cement industries to go 
back to basing point pricing. 

The Robinson-Patman amendments, they say, would loosen the 
act’s ban against price discriminations that lessen competition. They 
fear that big distributors and big manufacturers could legally rig up 
price deals that would run smaller companies out of business. 

One thing to look for: if the bill does go to the White House, 
Truman may veto it for the small business vote involved. Independent 
retail druggists and grocers, especially, are against any changes in 
Robinson-Patman. 


EXCISE TAXES 

In the few weeks prior to the opening of Congress, sentiment 
for wiping out wartime excise taxes kept rolling up fast. Republican 
Leader Joe Martin kept hammering away at the issue —— but signs of 
softening also appeared within the administration. Secretary of Com- 
merce Sawyer reported ‘that repeal of these taxes was one of the 
things businessmen all around the country said would help them 
most, of all the things Congress could do. Truman himself let it be 


(Continued on page 10) 

















Sow-Jointer Multiplex 
12” Tilting-Arbor Saw 10” Tilting-Arbor Sow 8” Tilting-Arbor Sow Combination Rodial-Arm Saw 
6 varieties 2 vorieties 3 varieties 2 models 4 models 


Jointer 
4 models 
5 varieties 





20” Band Sow 36” Band Saw 14” Band Saw 
3 v@fieties 3 varieties 4 varieties 


| 17” Multiple-Spindle 


97” Drill Press 14” Drill Press Super-Hi®) Drill Press Drill Press 
4 m@dels — 24 varieties 3 models — 44 varieties 2 models — 20 varieties 28 varieties Mortiser 


Belt Sander 


Tool Grinder with Carbide Grinder Toolmaker® Disk Sander 2 varieties 
Twin-Lite®) Safety Shields 14 vorieties Surface 
18 varieties Grinder 





DOUBLE SEAL 
Quality features —— 


like these mean 
“extra value” 


to buyers | \ 
FELT SEAL SHIELD 














Lubricated-for-life Ball Bearings 
Never mind oiling—they're lubricated for 
life before they leave the factory. Dou 


Deburring Spot and ble-sealing kee dirt t, lubricant in 
Cut-Off Machine Machine Are Welder ing ps dirt out, lubri in. 


5 varieties 4 vorieties 6 varieties 


Tom! 
yeh s 4 





@ Delta-Milwaukee® Machine Tools 
@ Delta ° Multiplex Machines 
@ Crescent Woodworking Machinery 


24” Scroll Sow 
2 vorieties 


omplete line available! 


That's WAY Delta tools are easy 0 sell everywhere 
at $ 


Easy to sell — because you offer tools 
that do so much, last so long, cost so little 


Everywhere — because ever op isa 
prospect for this wide line 


Are you passing up any of the manufacturing plants or commer- 
cial shops in your territory? If you are — you're missing orders. 
The fact is, the Delta line is so broad, and the individual tools 
can do so many different jobs —it really pays you to call on 
every plant, school, and shop in your territory. 


2 models — 4 vorieties 


Ree 


Forget about the size of your customers. Big plants, small 
plants, and back-alley or loft shops are all interested in getting 
the most for their money. That's exactly what you give them in 
Delta quality at Delta price. And, as you know, any Delta tool is 
a mighty profitable sale. Besides, once it’s on the job, it uses up 
supplies, and builds up volume on the other side of your business. 


You can’t beat the advantage of a line so broad it can be sold 
Cabinet Shaper anywhere. Buyers just naturally think of Delta first for wood- 
working and metalworking jobs — and you get the order. The 
Power Tool Division of Rockwell Manufacturing Company in- 
tends to keep it that way—with whatever it takes in men, money, 
and facilities to keep on giving you the finest machines there are 
— at the lowest cost. 





Your part? Call on every prospect, and talk Delta, Multiplex, 
and Crescent on every call. 
Fa ‘ 
oS : Sold only through authorized dealers 


Wood Lathe 
2 varieties 





BEARING BEARING 
AT REST PRELOADED 


—— paar 
s » » +> 
tollan ala a) 


FORCE FORCE 
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Precision-bored Bearing Seats Preloaded Bearings Precision-ground Shafts 


Perfectly round, true to size, correctly An extra monufacturing operation removes All spindles, arbors, and collors are All pulleys which rotote at high speed 
positioned, properly aligned. Beorings end-play. This provides maximum rigidity ground for accuracy, to provide full, even are dynamically balanced to help elim 
fit closely, are tightly held, cannot be- and accuracy under load and increases contact between shaft and beoring—and inate damaging vibration. 

come loose. bearing life. assure accuracy 


Dynamically-balanced Pulleys 





POWER TOOL DIVISION 


Rockwell 


Menvfecturing Compeny 


MULTIPLEX CRESCENT MILWAUKEE 1, WISCONSIN HOMECRAFT 








If You Can Really Sell 
Taps and Twist Drills... 


Here’s How You Can Gain 


Bigger Volume and 
Ketter Profits 


BESL) 


wants Distributors 


Besly wants distributors who—backed by full manu- 
facturer cooperation and a complete, top-quality line— 
can sell the big drill and tap users in their territories. 


Besly wants distributors who — backed by an intelli- 
gently-applied selective policy that eliminates wasteful 
duplication of sales activities and assures a better-than- 
average return on distributor selling effort—will devote 
a substantial amount of time and enthusiasm to selling 
Besly Taps and Drills. 


Besly wants distributors who know how to cap- 
italize fully on the able help of factory-trained 
service men who can — and will — put the right 
tools to work on every job... to convert trial orders 
into BIG VOLUME repeat business because the tools 


and the delivery are consistently satisfactory. 


Besly wants distributors who — aided by a proven, 
“tailored-to-the-territory” inventory control plan — will 
take 


a maximum profit trom their investment through a 


stock that keeps turning ... with “slow numbers” ex- 
changed for fast movers as a regular part of the Besly 


sales pr licy. 


Besly wants distributors who—through the use 
of an effective localized promotional program — 
will capitalize on the extensive national advertising 
already under way for 1950. 
If you this 


or call us. 


with 


We’ r with 


\ 


~ 


BESLY) 


ee ) 


CHARLES H. BESLY & CO. 


126 No. Clinton Street * Chicago 6, Illinois 
FRanklin 2-1222 


TAPS e TWIST DRILLS e REAMERS 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1950 


| WASHINGTON BRIEFS 


(Continued from page 7) 

known that he wasn’t against re- 

| Peal —— if Congress would make 
up the revenue elsewhere. As Con- 
gress got down to business, there 
was a good chance that the excise. 
would be cut back to their pre-war 
levels —— but that Truman would 
still veto if thelost revenue (about 
$1 Billion) isn’t made up. 

Here’s how the rates would 
change if cut back to the prewar 
status: refrigerators, radios, phon- 
Ographs, and parts, from 10% to 
5%; cosmetics, furs, jewelry, and 
luggage from 20% to no tax; tele- 
grams and long-distance phone 
calls from 25% to 10%; admissions 
and dues from 20% to 10%; sport- 
ing goods from 10% to no tax; pas- 
senger fares from 15% to 5%; and 
transport of freight from 3% to no 
tax; 





Postal rates —— Post office 
department deficits keep rousing 
economy Congressmen to demand 
that the service be self-sustain- 
ing. There won’t be any changes 
in first class postage rates, but in 
order to increase revenue some- 
what, there’s a good chance that 
parcel post rates may go up some 
(hits mail order houses), and the 
penny post card may go to two 
cents (which would double a cost- 
of selling item for many a direct- 
mail sales operation). 

Anti-Merger Bill Con- 
gress may pass the amendment to 
the Clayton Act which would give 
the Federal Trade Commission 
authority to stop any business mer- 
ger which lessens competition. 
Truman called for approval of this 
in his message to Congress —— 
and all it takes is a Senate vote, 
since the bill has already been 
okayed by the House. Mergers of 
manufacturers are the main target. 
But FTC would also scrutinize a 
merger of two distributors, for in- 
stance, which would leave one 
concern with a monopoly of any 
significant product or line of prod- 
ucts in any one area of the coun- 
try. 


Other Bills, Too —— Besides 
(Continued on page 14) 
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Oil and Grease Resistant Cover 
High Tensile Steel Wire Braid 
Heat and Steam Resistant 
Compound 

New Wire Braid Tube 


NEW CONCORD #20 STEAM HOSE 


(with Wire Braid Tube!) 


BREAKS ALL PERFORMANCE RECORDS! 





], During grueling test, Concord #20 3, Absolutely no evidence of harden- 6, Flexible and DURABLE .. . Your 
Steam Hose “took it” for 1980 ing or swelling of the tube! nearest BWH distridutor will be 
continuous hours of service at 200 glad to demonstrate the whip-like 


4, Amazing new construction locks 
Ibs. steam pressure! ; flexibility of Concord #20. 


tube between two braids of wire 


2? No interruption. . . full flow of . ses recoupling quick and HAVE YOU A JOB WHERE STAMINA COUNTS? 
. easy: 


steam was maintained during the Bring us your toughest problems. We're 
entire test period. Pressure re- 5 Cover is oil, grease, heat, sun and specialists in solving them. Consult your 
mained constant at all times! abrasion resistant! BWH distributor or write us direct. 


Another Quality Product of 


Boston Woven Hose & RUBBER COMPANY 


Distributors in all Principal Cities 
PLANT; CAMBRIDGE, MASS., U.S.A. * P.O. BOX 1071, BOSTON 3, MASS. 
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SHOW YOUR CUSTOMERS THIS 


tr Coot 


| CLEANING » 


[FINISHING > 
POLISHING S in METALWORKING, WOODWORKING, PLASTIC PRODUCTS 





























TUBIN Four operations in one, with Brightboy Wheel: 

* “blending in" welded seams, removing heat marks, GROOVES Three operations in one with narrow Brightboy 
finishing and polishing. In tubular work the Brightboy finish + Wheel: Simultaneous burring, smoothing and polish- 
often constitutes the “final.” ing inner sides and bottom of grooved surface. Any edges and 

serew or punched holes are burred and finished, removing tool 
marks, in same operation 


What You Should Know 
About Rubber-Cushioned Brightboy 


Used following the rough grind, Brightboy 
BURRS, FINISHES, CLEANS, POLISHES in 
one operation. 
Bridges the gap following rough grind, through 
buff. 
Works to precision tolerances; can be shaped to 
contour, 
Produces a wide variety of conventional finishes 
and patterns; frequently the final polish. 
Requires no before-use preparation or dressing; 
DAMASKEENING Just one of many special surfacing effects no skilled labor to handle it. 
* achieved by Brightbey Red chucked in drill Made in wheels, rods, sticks and blocks, for 
press, for spotting designs on flat surfaces such as cigarette and 


lighter cases, compacts, machine and radio parts, clock and machine and manual use. 
gauge faces, ete 


/ 
7 a 


— your customers if they know smoothness and quality, adaptable not only for 


about the simultaneous action of everyday finishing but also for special patterns. 
abrasive and rubber in finishing .... if they are 
aware that in many instances BURRING, FIN- Because of its versatility, Brightboy is a “natural 
ISHING, CLEANING and POLISHING can be for you to sell in combination 
done in one time-saving operation by Brightboy. with rough grinding wheels, 

coarse abrasives and cutting tools; 
Some of your customers may not realize that it logically follows their uses on 
Brightboy is really something different, wider in the production line. You need 
scope, than conventional finishes. Brightboy’s 


; highly popular, consistently ad- 
original formula combines and_per- 


vertised Brightboy because of its 
fectly balances a specially developed extra sales opportunities. Dealer 
rubber compound with the abrasive. franchises are available in choice 
Rubber and abrasive together pro- industrial localities. Write now 


duce a surfacing action unique in for details. 


America's @ 
Pioneer Manufacturers 
of Rubber-Bonded 
Abrasives 


BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co., Newark 7, N. J. 
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PROTO TOOLS 
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WRENCHES © PLIERS e PUNCHES © CHISELS @ SCREWDRIVERS « SOCKETS & HANDLES © PULLERS © TOOL BOXES e SPECIAL TOOLS 
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PP PuBtisned BY THE COOPER ALLOY FOUNDRY CO., HILLSIDE, W. J. 


VALVE COMPARISON CHART 
HELPS CLINCH SALES 


STUDY OF COMPETITIVE 2” GATE VALVES 
PROVES COOPER ALLOY TOPS THEM ALL 


More than 50,000 of these 
detailed engineering charts 
comparing the Cooper Alloy 
2” stainless steel gate valve 
with leading competitors have 
been distributed to engineers, 
purchasing agents and other 
key buying influences, to assist 
them in the selection of stain- 
less valves. 


Distributors and jobbers throughout the country have 
reported that the Cooper Alloy Valve Comparison Chart is 
doing a whale of a job supplementing the efforts of their 
own sales force by highlighting the major design and 
service advantages of Cooper Alloy ‘‘certified’’ corrosion 
resistant valves. 


1. Ball and socket rotating type discs mean 
less tendency to gall, self cleaning and 
positive seating. 

. Stem of centerless ground stock elimi- 
nates tearing action-on packing. 

. Six (6) turns of square packing assure 
positive seal. 

. Packing gland delivers square rather than 
angular compression. 

. Two piece gland construction prevents 
gouging of stem. 

. Swinging eye bolts simplify — and provide 
additional safety. 

. Bolted yoke nut construction permits disassembly and 
replacement without breaking bonnet joint or suspend- 
ing service. 

. Grease fitting permits lubrication of yoke nut. 

. Keyed handwheel construction facilitates assembly and 
disassembly. 


. Six (6) bolt bonnet-to-body joint assures positive seal 
of gasket. 


~ AVAILABLE ON REQUEST: Write for your supply of 

Cooper Alloy Comparison Charts imprinted with your 

own name and advertising message. 

The COOPER ALLOY Foundry Co leading producer 
of Stainless Steel VALVES + FITTINGS + CASTINGS 
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(Continued from page 10) 
these bills close to the top of the 
Congressional heap, there are 
others that marketing and merchan- 
dising men are keeping an eye on 
-—— bills that are stalled at the 
moment, but which pack a wallop 
if they ever come to life. 

For instance, there are bills, 
similar to the Wool Products La- 
beling Act, which would require 
labeling of fur, cotton and synthe- 
tic fibers. The fur labeling bill 
has gone farther than the other 
two, having already passed the 
house. However, it’s a toss-up 
whether the Senate will get around 
to passing it. 

Pigeon-Holed —— Among the 
bills which are pigeon-holed for 
sure this session are those which 
would: 

Stop tire manufacturers from 
retailing tires; 

Stop any manufacturer or 
wholesaler from going into the re- 
tail business; 

Increase the taxes on coop- 
eratives; 

Repeal the Miller-Tydings 
Act, which gives federal sanction 
to state fair-trade or retail price 
maintenance laws; 

Re-instate the Federal Re- 
serve Board’s authority to regulate 
consumer installment credit. 

Retailers and wholesalers 
are showing a sharp interest in the 
pension issue. They fall on the 
side of more federal pensions; 
for two reasons: 

Any increase in federal old- 
age and survivors insurance turns 
away just that much demand from 
the retailers and distributors them- 
selves to set up their own pension 
schemes; 

Secondly, they like benefit 
from any increase in pensions —— 
a good substantial slice of what’s 
paid out makes its first stop at 
some retail store. 


CASTING GAS TURBINE ROTORS 
—— The possibility of casting gas 
turbine rotors is reported as the 


(Continued on page 18) 





The House of Atkins has been proving and 
improving the quality of its products for 92 years. 
Atkins “Silver Steel” Saws are the result of this long, 
scientific development. They are crafted of the 
world’s finest steel for sawing purposes. 

You don't have to be a metallurgist to discover 
that Atkins “Silver Steel” Saws cut faster, easier, truer 
—that “Silver Steel’ Saws ask no favors, fear no 
jobs!... When you find the words “Silver Steel” etched 
on a saw, you can be immediately assured that 
you've found the best saw for its purpose! 








Only AT 





fine saws=<—the finest are “Silver Steel’’ Saws 


—E. Cc. ATKINS AND COMPANY 
Home Office and Factory: 
402 S. Ilineis Street, indi lis 9, indi 
Branch Factory: Pertiand, Oregen 
Machine Knife Factory: Lencaster, Pennsylvania 1 
Branch Offices: Atlanta + Chicage * New Orleans + New York A T K | 4 S 


MAKERS OF BETTER SAWS FOR EVERY CUTTING J08 





aterms atwart antes 
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_SHINYLAND | 


MILLED STUDS 


Distributors find it pays to stock Shinyland studs 
because of the large and increasing demand for 
this quality product. 


Shinylands of the usual Ferry Cap high quality are Simply Specify 
furnished to regular milled stud standards with this 
additional feature — the land between threads a SHINYLAN DS 


é bri 5 finish. 
shiny, bright, mirror-finish with land between threads, 


Shinylands are sold in standard catalog sizes in shiny, bright, mirror-finish 
attractively labeled packages and in bulk: sizes, 
%4”’ dia. and under. 


How's your stock of Shinylands? 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD ° * CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS * VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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Here’s a money-maker— 
the most revolutionary 


masonry drill ever designed! 
CARBOLOY 


WWE OTUAE, 


Masonry Drill 


for continuous drilling — 
faster, easier, cleaner, deeper 


ES, it’s a real money-maker—Carboloy Company’s new “‘Live- 
Spiral’”’ Masonry Drill—the most sensational development 
in masonry drill history! 


It’s a drill that will practically sell itself to anyone who works 
with masonry. It will drill any type of masonry without stalling 
drilling action—faster, easier, cleaner, deeper. And here’s why: A 
unique, spiral wire—permanently attached at both ends of the 
drill—cleans the hole as it is drilled, at any depth. 

The low-angle “‘Live-Spiral”’ lifts out the dust; there’s no packing 
of dust, no need to remove the drill for a fresh start. The cutting 
tip of Carboloy Cemented Carbide—the hardest metal made by 
man—bites into the toughest masonry. 

And here’s the biggest news! You sell this revolutionary, new 
drill, neatly packaged in a transparent plastic tube, at no increase 
in price. For example, the !4” “Live-Spiral”’ Drill lists at $1.40. 





Find out about this new money-maker. Mail the coupon for 
complete details on Carboloy’s attractive resale proposition and 


special free drill offer. Ordinary carbide masonry 
drills will drill to depth about 
3 diameters of tip before 
loading up with tightly packed 


SPECIAL 60-DAY OFFER TO JOBBERS dust that. stalls. drilling 


action. 
orm yul-littis hicliM:isiima 444 


No Packing or Jam- 
ming—Cleans Hole as 
it Drills. 


New Carboloy “Live-Spiral’”’ 
Drill with Carboloy tip goes 
all the way without packing; 
cleans dust from hole as it 
drills continuously . . . faster, 
easier, cleaner, deeper. 


f 
‘with every $50 order! NO PRICE INCREASE —ATTRACTIVE DISCOUNTS! 


Here’s an offer you won’t want to miss. With each $50.00 MAIL THIS COUPON TODAY! cilia 


worth (factory list) of ‘‘Live-Spiral’’ Masonry Drills you 
order, you get your choice of one *4%”- or one '"-size drill 
FREE. You can use it to introduce a good customer to these 
new drills, for demonstrations, etc. Place your order today 
and start profiting from this revolutionary, new drill! 


Carboloy Company, Inc. 


on “Live-Spiral” Masonry Drills 


11131 East 8 Mile Ave., Detroit 32, Michigan 


Please send me full information about your sensational, new resale proposition 


Please give me the complete facts about your offer of one FREE “Live-Spiral” 
Masonry Drill with each $50.00 worth (factory list, we order 


CARBOLOY. = 


“Live-Spiral” Masonry Drills 


Title 
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these Carey Asbestos products 
go together on job after job... 
sell them as a package...and 
reduce costs, increase profits! 


Pipe Coverings —Asbestos Air Cell, 85% Magnesia, Wool Felt and other 
insulating materials for low and high temperature. 


Asbestos Paper -—Astandby for many furnace pipe and insulation uses; 
for lining ovens, making gaskets, wrapping furnace pipes. 


Asbestos Millboard_—for fire screens, partitions, range lining, radiator re- 
cesses—wherever heat-resistant, fire-resistant material 
is required. 


MW-50 Insulation Cement—The leading monolithic cement. Maximum 
insulation value; toughness, hardness and excellent 
sticking properties. Manufactured with slag wool pellets 
and asbestos fiber. Easily and quickly applied. 





Asbestos Insulation Cements —For all types of heat insulation jobs... 
from pointing up fittings to final surfacing insulation. 
Special types for specific requirements. 


Asbestos Furnace Cement —Developed especially for mounting fur- 
naces, stoves, boilers and flue pipes—for setting or 
patching refractories, cementing joints and cracks ex- 
posed to heat. For temperatures up to 2000° F. 


Asphalt Products —Felts, paints, coatings and cements for all types of 
roofing construction, repair and maintenance. 


these CAREY offices are as nea “ok your telephone 





7 
-LAmar 5451 DETROIT . ceceeess TRimity 5-4680 /rteswnan GRant 1-7490 
CHarlestown 1725 INDIANAPOLIS... Riley 7332 ST. Louls NEwstead 1930 
DEarborn 4775 LOS ANGELES MAdison 6-1358 SEneca 2351 


CINCINNATE........ ....POplar 1323. MONTREAL... Plateaw 8499 WASHINGTON, D.C..,...FRanklin 1365 
CLEVELAND .........HEnderson 6500 NEWYORK... VAnderbilt 6-1530 


CEntral 6609 PHILADELPHIA. BAtdwin 9-6430 


THE PHILIP CAREY MFG. COMPANY 
CINCINNATI 15, OHIO 


rr IN CANADA: THE PHILIP CAREY CO.,LTD. 
1557 MacKay St., MONTREAL 25, P. Q. 
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(Continued from page 14) 
result of a study done by Massa- 
chusetts Institute of Technology 
for the Navy. While casting isn’t 
recommended as a production pro- 
cess, the M.I.T. experts concluded 
that cast rotors can be satisfacto- 
rily produced at reasonable cost 
—— and with an important saving 
as compared with forging, now em- 
ployed for this process. 

One advantage claimed for 
cast rotors, besides the simplici- 
ty of the process, is that the high 
temperature strength of the alloys 
used is generally greater when 
rotors are cast instead of forged. 
Thus castings hold out the prom- 
ise of either higher strength rotors, 
or the possibility of using lower 
alloys for the purpose. 


TRACERS TELL — No doubt 
about it —— by using radioactive 
tracers, scientific researchers are 
unlocking secrets of commonly 
used industrial processes. 

For instance: the process of 
electroplating with a chromic acid 
is about a hundred years old. The 
chromic acid bathis still the solu- 
tion used to plate toaster shells, 
automobile bumpers, bathroom fix- 
tures, and hundreds of other metal- 
lic parts. 

But, down through the years, 
no one has really known what hap- 
pens, exactly, when the chromium 
is deposited with the applicatioh 
of an electric current through the 
acid bath. The experts know that 
when the chromium compound is 
dissolved in the bath, chromium is 
hexavalent. But, when the current 
is applied, some trivalent chromi- 
um is formed at the cathode. Re- 
searchers have long differed as to 
which chromium —— trivalent or 
hexavalent —— is deposited. 

By testing baths in which 
both the tri- and hexavalent chro- 
mium were radioactive, Bureau of 
Standards officials pegged the an- 
swer down for sure: 

Chromium is in the hexa- 
valent state when it is deposited 
on the metal. 





GOT ANY 
HOSE OR BELT 
PROBLEMS? 


8 REASONS WHY 


Goodyear Industrial Rubber Products 
Are Top Profit-Makers 


1. Reputation of “the greatest name G. T. M.—Goodyear Technical 
in rubber.” J Man. { 


4 { 
6. Hard-hitting, business-getting 
direct mail campaign 


2. Proved quality that brings repeat 
sales. 


- 4 Aggressive national odvertising 


Mn 7. Leadership in new-product devel- 
that boosts distributors too. 


opments, pioneered by Goodyeor 
4. Liberal franchise that creates Research Laboratory. 
rofit o tunities. 
é Seat aspen nf 8. Substantial profit margin on each 
5. Technical sales assistance of the sale. 


We think you'll like "THE GREATEST STORY EVER TOLD”— Every Sunday— ABC Network 


NE of the hardest-working assortments 
QO of direct mail material ever put 
together helps you build sales and profits 
when you handle Goodyear Industrial 
Rubber Products. And that’s just one of 
the many reasons why the Goodyear 
franchise is one of the biggest money- 
makers in the industrial supply business. 


Add the matchless reputation of “the 
greatest name in rubber”—earned by the 
outstanding quality of Goodyear products. 
Back them with all the promotional help a 
great sales organization can give you. Then 
you'll see some of the reasons why the 
Goodyear franchise means more profit. 


The other reasons why the Goodyear 
franchise is an investment in security that 
works for you are listed in the panel. The 
Goodyear Tire and Rubber Company, Inc., 
Akron 16, Ohio. 


GOODFYEAR 


THE GREATEST NAME IN RUBBER 
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’ SALES AND PROFIT FOR 
YOU BECAUSE OF THEIR 
babteteratind SERVICE 











To improve your power driven wire brush sales— 
make MILWAUKEE your headquarters—here is a 
complete brush tool supply source keyed to give you 
a dependable service—a service that will work for 


you in building sales and profit. 


We are fully 


equipped to produce special brushes designed from 
blue-prints or specifications. Use this cost-free en- 
gineering service when you need assistance on spe- 


cial brush problems. 


BRUSH TOOLS for 
Today's Production 


Power Driven Wire Wheel 
Brushes 

“Mono-Bilt” 

“Steel-Clad” 

“Dura-Bilt” 

“Di-Bilt” 

“Peerless” 

“Twis-Tuft” 

Fibre Wheel Brushes 


Fine Wire Polishing Wheel 
Brushes 

“Sturdibilt” Wire Cup 
Brushes 

Wire Scratch Brushes 

Boiler and Furnace Brushes 

Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 

Push Brooms—wire and fibre 

Miscellaneous Maintenance 
Brushes 


MONO-BILT wire WHEEL BRUSHES 


FOR NUMEROUS POWER BRUSHING OPERATIONS 


DURA-BILT wire WHEEL BRUSHES 


INSURE SMOOTH OPERATION ON HIGH 
SPEED POWER EQUIPMENT 













CONSTRUCTION THAT CREATES SALES FOR YOU 


© It is generally recognized that MILWAUKEE keeps to the 
high side of wire points per square inch of working surface. 
© It's the number of points per square inch that counts in 
production—more working points in these two wire wheel 
brushes help production departments produce more pieces 
per hour. 

® Here is density of wire—solid wheels of wire wiles giving 
users the most in cutting and working points. 

@ This compact construction with solid face—this greatest 
possible number of producing points is uniform regardless 
of the number of brushes you order. MILWAUKEE facilities 
assure this. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN 


WIRE WHEEL BRUSHES - WIRE CUP BRUSHES + WIRE SCRATCH BRUSHES 


The Key to Industrial Brush Problems 





FLUE BRUSHES 


*- FLOOR BRUSHES - 





PUSH BROOMS + BENCH BRUSHES - 


FOUNDRY BRUSHES 
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TUBING SIZE MARKED ON NUT 


for quick size identification 


On Compression and Flare Types 


one of the many extras 


Here are two sther important extras: 
FORGED * 


% For Greater Strength 





% For Extra Toughness 
% For Closer Grain Structure 
% For Greater Uniformity 


a. 
. « « We're Telling Your Customers Extra Length Pipe Threads 
“LOOK FOR THE DIAMOND ‘I’ ° 

ON EVERY FITTING YOU BUY!” Full length S.A.E. pipe threads on all 
When you sell Imperial Fittings you're pipe ends. They give extra assurance of 
way out in front in quality ... you pro- tight joints and provide for additional 
vide the EXTRAS that your customers k h P . 
will appreciate. In addition to the advan- take-ups when reconnection is necessary. 
tages illustrated, Imperial Tube Fittings 
also feature accurately machined threads 
and seats, adequate wall thicknesses, flats 
for wrench hold and rigid inspection. 


IMPERIAL TOOLS... the complete quality line that leads the field 


Hi-DUTY TUBE CUTTER FLARING TOOL WITH HAND TUBE BENDERS 
Free-wheeling ball bearing action makes SLIP-ON YOKE Calibrated open-side bend- 


cutting easier, faster. Cuts hard or soft tub- Has Imperial's ers. Make smooth, well- 
ing. Roller type exclusive quic k formed bends to a short 
with flare cut-off slip-on yoke of forged radius... any angle 
groove. Makes steel. Makes proper 45 up to 180°. No. 
clean, right angle flares on copper, brass 364-F ... in- 
cuts. Retractable or aluminum tub- dividual 
reamer. No. 274-F iil coo No. 193-F benders 
os f0e 46" to 1” ve * ? — { flares ‘%io", | for each 
O.D. tubing — hd —. 4”, Ye", %”, size of 

2” O.D. tubing from ie" to 4” O.D. 


Ask for Catalog No. 350 





*Elbow and Tee Bodies 











THE IMPERIAL BRASS MFG. CO., 511 S. Racine Ave., Chicago 7, Ill. S. abe, 


TUBE FITTINGS over 2000 stock ITEMS 
Catalog 350 shows a wide range of 
sizes, types ond styles. Write for copy 
“Look for the Diamond () on every fitting you buy” 
A 
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HERE’S EV ERYTHING b ae) 


U NEED 


THIS PRODUCT “SEED” 
IS THE “SEED” THAT GROWS SATISFIED CUSTOMERS 


Rust-Ol , 
=... —— rust preventive that stops and 
Unequalled 4 wt a that you can sell with confidence. 
ire fmm sae , Rust-Oleum produces a tough, pliable 

protects, beautifies and gives extra years 


of protection and service 


p Pp 
. . . 
j ] j } R Ol . . } 
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This ‘“Down-to-Earth”’ 
, ‘ Promoti 
Profits for RUST-OLEUM a Reaps Sales and 


Here's a : 
promot : 

IN YOUR een that can really help you make 

your rich RUST-OLEUM ag pied wee ee nae a 

of national advertisi arkets. Everything f ou cultivate 

t g from th Msere 

teasers rtising through local direct mail “ hard digging power 

ion method is put to work for you il to a simple and effective 


And, best of j 

1 all, this pro mi 

: 7 ' gram is -pl 

in your territ E ‘ pre-planned to m : 

done by meg very step is timed and eta it easy for your use 

n Rust-O a : a0 MM , 

had nema me essca Rite oo is largely direct jetlons vst work is 

: -up sales work 


Put the power! ol this Rust-Oleum Promotion Program 
to work for you. Wire ol write us today for full details. 
° 


RUST- 
RUST-OLEUM CORPORATION 


24 2 t on, I 
12 Oakton Street, Evanston, Illinois 











NOW’S the time to push 


cost-reducing improvements 


it 


Single Pillow Blocks, light, standard and heavy series self-aligning and floa 
self-aligning. Cartridges, cylinder, flange and motor. Take-Up Units, with self-c 
incorporate the famous Fafnir Wide Inner Ring Ball Bearing with exclusive Self-Locking 


standard and heovy series, 
ake-up frames available. All 
st of all to install and remove. 


There’s no better time t. io reduce maintenance 
costs, save power and speet es. Replace oil-dripping, 
labor-taking. power-wasting Vv earings with Fafnir Ball 
Bearing Transmission Units. e after time, these modern 
anti-friction bearings have paia or themselves within a single 
year. Today, call your Fafnir distributor .. . for recommenda- 
tions, for complete service. for fast delivery. The Fafnir 


Bearing Company. New Britain, Conn. 


EXAMPLE... 


rhi- Heavy Duty Fafnir Ball Bearing 

Pillow Block has chalked up an excellent 

service record on this 140 h p. diesel engine 

drive. Let your Fafnir distributor suggest BALL BEARINGS 
time- and money-saving installations for your 

~ ” 

sore spots. 4 


? 


ee. 
MOST COMPLETE ™ =) LINE IN AMERICA 


Nes 
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~ in this picture! 


This Har, i 
= pan Pa be sg appears c 
oem s vend by your custom ig 
je a on it by stocking and ave 
pr arper non-ferrous and 

inless steel fastenings 


You're looking at a group of production workers who have been \aid off 


temporarily — because a certain 


corroded to failure 


bolt in an 


all-important drive 


One of the most regrettable aspects of this situation tS that it could 


have been av oidec 


cao specity ing non-ferrous or stainless steel fastenings 


at the ume the equipment was purchased; or by replacing common steel 
fastenings °” delivery with bolts, 1, screws, rivets and accessories 


that resist corrosion. 


Harper specializes in these Everlasting Fastenings; makes them in overt 
7000 different Sizes, types and alloy s—Brass, Bronzes, Copper: Monel 
and Stainless Steels. Large quanttes are maintained in stock for 
immediate delivery © manufacturers everywhere who know by experience 


the extra qualities you get in Harper fastenings— better appearance, 


longer life, ease 


of cleaning and resistance tO high temperatures 


They're most economical in the long run. 


— 


Write today for! 34-page catalog and current stock list. 


The H. M. Harper Company, $21 


Morton Grove, Illinois 


9 Lehigh Avenue, 


New York Office and Warehouse: 200 Hudson St 

Los Angeles Office ond Warehouse: 35 E. 31s St 

Branch Offices atlanta, Cambridge, Cincinnatl, Clevelond, Dallas, 
Denver, Detroit, Grond Ropids, Milwaukee, Ooklend, 
Philadelphia, Pittsburgh, St. Lovis, Seattle, Toronto (Canedo) 


AMERICA'S LEADING SPECIALIST IN 
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NORTON 
MANUAL 


CLINCH THE CURRENT SALE --- 
GET THE NEXT INQUIRY 


HEN you can specify just the right grinding wheel to solve your customers’ 


current problem you multiply many times your chances of getting the 
next inquiry—and the next—and the next. 


——— pie Sal tS ETL TOE LL LILLE ALE DALAL A NMI 
eri OG LAD ALONE 


In the Norton Distributofs’ Manual you'll find a wealth of information to 
help you select the right wheel for just about every grinding operation that 
you'll find in your customers’ plants. And this information is so arranged that 
it’s mighty easy for you fo use. 





Take advantage of this Norton sales help—it can be a real sales booster. 


WNORTONY 


ddlaking better products to make other products better 
















Main Offices and Plant: Worcester, Mass., Warehouses in Five Cities: Branch Plants in Six Countries 
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the ABCs of Powe 
Valve PERFORMANC 


lways the right valve. And, because Powell can 
always furnish the right valve, you can avoid 
failures that result from trying to make a valve 
“do” in a service to which it is not specifically 
adapted, as well as those caused by misapplication. 


uilt to last. Powell Valves are designed for 

long life at a minimum cost of maintenance. 

The cost of construction and materials of any 
Powell Valve is determined solely by the requirements 
of the service for which the valve is designed. 


omplete Line. Powell Valves are made in all 
types such as Globe, Angle, ‘““Y’’, Gate, Check, 
Fig. 559—125-pound Iron Body Bronze ' Non-return and Flush Bottom Tank. Materials 


Mounted Swing Cheek Valve. Flanged include not only Bronze, Iron and Steel but also a 
ends, bolted flanged cap and regrind- 2 i a 

able, renewable bronze seat and disc. wide range of Corrosion-Resistant metals and alloys. 
Disc, when wide open, permits full, 
unobstructed flow through valve body. 


Fig. - . . 
Se eae a cee Powell Engineers are always at your service 


ends, union bonnet and re- 
newable composition disc. 


Fig. 241—Large 125-pound Iron Body 
Bronze Mounted Globe Valve. Sizes 2” 
to 16”, incl. Has outside screw rising 
stem, bolted flanged yoke and regrind- 
able, renewable bronze seat and disc. 


+ 


Fig. 500 — 125-pound Bronze 
Gate Valve with screwed ends, 
Screwed-in bonnet, inside screw 
rising stem and tapered wedge; 
solid in sizes 4” to 4%”; double 
in sizes 1” to 3”. 


The Wm. Powell Company 
Cincinnati 22, Ohio 
DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES Globe Valve with flanged ends, bolted 


flanged yoke, outside screw rising stem. 


Fig. 1531—Class 150-pound Cast Steel 
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ANOTHER REASON WHY 


THERE'S Real Money FOR YOU 
in a BOICE-CRANE FRANCHISE .. . 


Boice-Crane again leads the field in adapting a compact moderate priced, intermediate 
capacity machine to new production techniques. 


This time it’s the new Boice-Crane 








ALL-PURPOSE, COMBINATION 


CONTOUR SAW and BAND FILER 


Ups production as much as 1000%. Parts, tools, templates, 
wrenches, cams and dies produced in minutes instead of 
the hours required by old methods involving milling, shap- 
ing and hand filing. 


Precision filing, file broaching and flash removal in one- 
ninth the time required by hand and one-fourth the time 
required by reciprocating filing machine. Eliminates 
guesswork in angle filing. 


The only combination machine with eight speeds, from 
92 to 4100 blade f.p.m. Chart, mounted on machine, shows 
correct speed for accurate inside, outside and contour 
sawing of wood; sponge rubber; hard rubber; plastics; 
bakelite; masonite; asbestos; synthetic glass; transite; 
bronze; cast iron; bar and sheet steel; tool steel; brass, 
steel and aluminum tubing; and for filing metals and other 
industrial materials. 




















The Boice-Crane line of intermediate capacity power tools is com- 
plete, includes many items not available in others. As the world's 
largest manufacturer of certain equipment, Boice-Crane offers the 
lowest prices on a quality line. The terrific number of leads, result- 
ing from our national advertising, are turned over to our dealers. 
Cash in on the steady demand for this line. 


BOICE-CRANE COMPANY 939 Central Avenue 


C) Please send details on Boice-Crane Power Tool Franchise. 
O) New 44-page Catalog No. 50 on entire line. 


NAME .. 

FIRM 

STREET 

CITY & STATE... 
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LDISSTC, 


INDUSTRIAL 
TOOLS... 


Complete Line plus Recognized Quality 
plus Strong Sales Support 


FOR YOU ... More volume—more customers . . . 
greater, steadier profits. Whoever your customers 
are—whatever they produce—they are prospects 
for Disston Tools. 


YOU PROFIT ... (1st) Because users correctly 
meet their needs for better wood and metal 


cutting tools from a single handy source—you... 
(2nd) Because users recognize that Disston Steel 
and Disston Skill mean longer-lasting edges — 
added tool life—lower costs. Disston Service— 
the co-operation of qualified Disstoneers — helps 
your customers lick the jobs that lick the average 
tools! In addition . . . 


The Disston Industrial Distribution Policy ...7 basic points in plain print 


... assures you of full sales support. 


Disston Factory Sales Representation serves you and your customers 
promptly and thoroughly. 


Outstanding Sales Training Program. 


Disston Market Analysis is available to help you on your territory’s sales 
opportunities—potential volume—current demand by types of tools. 


Steady, strong Disston trade and national advertising—plus planned sales 
promotion for Distributors—helps your salesman get more orders, faster. 


DISSTON 
QUALITY 


Keystone of Disston 
growth for 110 years 
—is recognized in all 
industry. It means 
ready acceptance of 
Disston Tools—saves 
selling time—assures 
loyalty—maintains a 
volume of sales year 
after year, for Disston 
Industrial Distributors. 


DISSTON 
ADVERTISING 


Keeps calling on your 
customers and pros- 
pects— produces profit- 
able inquiries—pre- 
pares the way for your 
salesmen—helps them 
open more doors to 
more sales. The tool 
buyers you want to 
sell in your territory 
—in every branch of 
industry —are covered 
regularly by Disston 
national advertising. 


DISSTON SALES 
PROMOTION 


Includes all types of 
Direct Mail material 
for Distributors .. . 
special material as 
required .. . Mat and 
Cut Service... 
ample, effective Prod- 
uct literature . 

Special Promotions. 


One great sales builder 
for Disston Distribu- 
tors is the Disston 
Industrial Catalog. 
Complete, accurate, 
easy to use, simplified 
pricing system saves 
time. Simple to keep 
up to date. 


DISSTON 
MARKET 
ANALYSIS 


Provides the Disston 
Distributor with spe- 
cial facts as desired, 
on his own territory — 
total potential — sales 
breakdowns by indus- 
tries —all the market 
specifics for more in- 
tensive selling and 
increased profits. 

















FOR DISTRIBUTOR PROFITS 


ESTABLISHED 1840 










STEEL 
SKILL 





REG. U.S. PAT. OFF, 


DISSTON 
FACTORY SALES 
REPRESENTATIVES 


Co-operate in training the 
Distributor’s salesmen on 
product features — applica- 
tions—sales technique— 
markets—inventory. They 
are also available to analyze 


operations for customers. 
The Disstoneer is qualified 
to recommend the correct 
Disston Tools and advise on 
better applications that pay 
off in greater productivity 
— lower costs— elimination 
of many production prob- 
lems. This Disston Service 
makes satisfied customers 
for Disston Distributors. 





YISTON 


SERVICE 


THE DISSTON 
INDUSTRIAL 


DISTRIBUTION POLICY 


Gives you a printed state- 
ment of the seven funda- 
mentals of Disston Distrib- 
utor relations. This policy 
is published and maintained. 
Fair dealing and full sales 
support, combined with 
Disston Quality, builds 


bigger, sounder business 
for Disston Industrial 
Distributors. 


If you would like more 
information on this policy, 
we'll be proud to send you 
a copy. Write for it now. 








THE COMPLETE DISSTON 
INDUSTRIAL LINE 


Means more sales opportunities 
throughout your territory. Every 
plant, large and small, engaged in 
any cutting operations on wood, 
metals, plastics, paper, needs 
Disston Tools. Check this partial 
list of Disston Industrial products: 


Band Knives 
Band Saws (for wood and metal) 
Carboloy* Fitted Saws and Knives 
Chipper Knives 
Circular Knives 
Circular Saws 
For wood—Solid and Inserted tooth 
For metal—Solid and Inserted tooth 
Cross-cut Saws (one and two-man) 
Cutter Heads 
Cylinder Jackets 
Dado Heads 
Doctor and Fountain Blades 
Files (American, Swiss, Milled) 
Grooving Saws 
Hack Saw Blades (Hand and Power) 
Hog Knives 
Planer and Molding Knives 
Paper Knives 
Plastic Saws 
Saw Tools 
Shaper Steel 
Steel Specialties 
Steel Rule 
Saw Teeth and Holders 
Veneer Knives 


*® Carboloy, Inc. 





. 
. 
+ 
@ 
- 
- 
. 
. 
° 
e 
. 
— 
. 
7 
. 
7 
7 
. 
s 
7 
. 
. 
. 
. 
e 
. 
* 
s 
° 
. 
. 
_ 
7 
o 
+. 
. 
. 
. 
7 
7 
. 
7” 
* 
. 
. 
. 
* 
» 
. 
. 
. 
o 
e 
. 
a 
. 
. 
. 
7 
7 
+ 
+ 
e 
e 
. 
° 
se 


3,000,000 
Advance Salesmen 
To Help YOU 

Sell Veelos 


pai the number of hard-hitting Veelos advertising mes- 
sages planned for 1950. From the pages of these widely- 
read industrial magazines and directories comes the theme 
we stressed last year, are stressing again right now: 


@ Standard reels of Veelos provide belt replacements of any 
length for any type drive. 
© Four reels replace up to 316 sizes of endless v-belts. 
@ Proper belt lengths are always available . . . easy to locate. 
@ Veelos is easy to install... lowers machine downtime. 
@ Saves storage space... simplifies stock records. 
Veelos advertising is at work bringing this important sales 


story into the plants in your territory, reaching the people 
you want to reach, starting the sales you’re going to close. 


Write for complete details about the profitable Veelos 


distributor proposition — now ! 


MANHEIM MANUFACTURING & BELTING COMPANY 
MANHEIM, PENNSYLVANIA 


- 


dy } PRODUCT 
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Known as VEELINK outside the United States 


ADJUSTABLE TO ANY LENGTH +« ADAPTABLE TO ANY DRIVE 
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The Microscope Proves... 


N »\ 


4X 


=|) 














Run roller chains through your hands and they all look alike. Put Atlas Chain 
under a microscope and you'll see the difference. Stock Atlas Chain and your sales 
will show you the difference. 

The longer wearing qualities of Atlas Chain is proving a sales building quality 
to distributors from coast to coast. Photomicrographs show that all parts of Atlas 
Roller Chain are made of carefully selected steels and scientifically heat treated. 


Parts subject to excessive wear are treated to be tougher by the special “‘Nicarb” 


process. Nicarbing provides an outer surface strengly bound to the core of the 


steel, that proves by test to impart greater strength and wear resistance. In addition, 


all parts take on an unusual resistance to corrosion and oxidation. 





Put these strong selling points to work for you now! Get on the profit bandwagon 
and cash in on the huge potential market that awaits you in the OEM field. Write 
for your free copy of “THE ATLAS DISTRIBUTOR and THE ORIGINAL EQUIPMENT 
MARKET.” Conventional Hardening 











VALUABLE HEAT and BUSINESS CAPTURED 
by these K&M Pipe Insulations 


ONE INSULATION 
FOR HOT AND COLD PIPES 


... It handles 40° to 212°F 


K&M Duplex is the low pressure insulation that’s 
efficient through all that range! . . . Simplifies your 
inventory and selling. Single layer Duplex gives 
you a strong story of high non-conductivity. 
Double layer Duplex goes the limit and provides 
additional protection by overlapping all joints. 
The added asbestos wrapper, plus outer cover, 
makes appearance uniform with other K&M Pipe 
Insulations. Applicators can handle the Duplex 
part of any job, and all the rest of it—by sticking 
to your K&M line. Still another K&M number 
that industry likes is... 


K&M AIR CELL INSULATION....nigh strength....nigh efficiency to 300°F 


The lightweight rigidity of K&M Air Cell Insula- 
tion backs up your talk: of speedy installation. 
Alternate corrugated and ‘flat asbestos felt layers 
—specially laminated—plus arched corrugations 
the full length of each section—mean lots of 
strength and lots of dead air! Further heat protec- 
tion comes from the K&M outer wrapper, which 
also hinges the split halves for handy application 
of the 3-foot lengths. Standard thicknesses: 3 and 
4 ply—'4” per ply. Extra thicknesses available. 





Where rough treatment and other severe condi- 
tions must be met, you can sell the K&M Special 
Fine Corrugated Air Cell type. Assures high 
strength and efficiency with minimum bulk. 
Standard thicknesses: 4, 6 and 8 ply— 1%" per 
ply. The rigid 3-foot sections handle fast and 
neatly—a good sales clincher. You can push the 
K&M line of insulations with assurance of com- 
plete satisfaction . . . repeat business . . . profit! 











Nature made hsbeslos... 


Keasbey & Mattison has made it serve mankind since 1873 


KEASBEY & MATTISON 
COMPANY + AMBLER+ PENNSYLVANIA 
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ELECTRIC 
sl Le | * HOISTS 
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WRIGHT —“The Line With the Good Name” 


P a pee 


IBESLITY makes this 
the Easy-to-Sell Line... 


With the WRIGHT Speedway liné of electric hoists, 
you can, with a relatively small inventory, offer every 
customer the particular hoist that will best serve his 
purpose— whether the problem involves capacity, 
distance of lift, hoisting speed, type of current 
available, type of mounting or amount of headroom. 

st i Office That's the Wright idea of ‘‘adaptability’’—a short line 

can supply you with complete to stock, a full line to sell. 

information about the line In addition to Speedway Electrics, Wright offers 


of Speedway Electric Hoists. distributors a wide range of hand hoists, cranes 
Ask for your copy of folder DH-65. and trolleys. Remember— 

If you prefer, write to WW . : : 
the facteny af Peak, Penn. WRIGHT, The Line With 


the Good Name.” 
co York, Pa., Chicago, Denver, Los Angeles, New York, Philadelphia, Portland, San Francisco, Bridgeport, Conn. 





WRIGHT HOIST DIVISION 
AMERICAN CHAIN. & CABLE 


In Business for Your Safety 
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IT DOESN'T MATTER what branches Toile ne ees I 
of industry your customers and prospects B = 
are engaged in. Whenever they look in 
their trade papers, Roebling advertise- 
ments tell them about the extra perform- 
ance and service economy of Roebling 
wire rope. Still other advertisements in 
“Fortune” and “Business Week” are ad- 
dressed to business owners and executives 
... Every month, Roebling tells your com- 
plete market about Roebling products— 
helps sales by boosting the demand for 
Roebling quality. 








! 


ROEBLING DISTRIBUTORS get lots of 
help without increasing their payrolls. 
Roebling Engineers and your Roebling 
Field Man, for instance, are always ready 
to help you suggest the best rope for any 
particular service or equipment. They ‘ll 
find you the right answers for tough tech- 
nical problems . . . Show your customers 
how to install and maintain wire rope for 
utmost economy... Use this assistance 
freely! It brings repeat business and new 
customers. 





REGS LE AOE ERE OL Ea AO 


nin ACCA AOA 


ROEBLING DISTRIBUTORS can be 
sure of filling rush orders and quantity 
orders as fast as necessary. Their nearby 
Roebling branch ware shouse alw ays car- 
ries the full line of wire rope, and plenty 
of it. When a distributor's stock is too 
small, he can count on prompt deliveries 
from the warehouse to help him meet cus- 
tomers’ needs on time and right. Every- 
one at your branch warehouse wants to 
help you give fast, efficient service. 











JOHN A. ROEBLING’S SONS COMPANY « TRENTON 2, NEW JERSEY 


BRANCH OFFICES AND WAREHOUSES IN PRINCIPAL CITIES 


Atlanta, 934 Avon Ave. * Boston, 51 Sleeper St. * Chicago, 5525 W. Roosevelt Rd. 
® Cleveland, 701 St. Clair Ave., N. E. ® Denver, 1635 17th St. * Houston, 6216 
Navigation Blvd. * Los Angeles, 216 S. Alameda St. * New York, 19 Rector St. ® 
Philadelphia, 12 S. 12th St. * Pittsburgh, 855 W. North Ave. * Portland, Ore., 
1032 N. W. lith Ave. * San Francisco, 1740 17th St. ® Seattle, 900 First Ave. 
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When they buy bolts, customers are pretty cer- 
tain to look for these three features: (1) easy-to- 
grip heads, (2) straight, sturdy shanks, and (3) 
smooth-fitting threads. Bethlehem Bolts fill the 
bill on all three counts. They’re good, rugged, 
dependable bolts, and they come in a wide assort- 
ment of types and sizes ... a range so complete 
as to meet practically every need. They’re well 


worth handling — good bolts to sell. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 


Export Distributor: Bethlehem Steel Export Corporation 
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These new Cleveland Stub End Mills give 
exceptionally good results on heavy-duty 


production 


jobs where fast feeds are 


required. Breakage is greatly reduced, 


especially in the small sizes — because the 


shorter flutes give far greater strength 


» 


N 


An Important Addition to the Redesigned Céceland Line 


The new Stub End Mills have all the features of 
the redesigned C@veland End Mills that have en- 
abled these tools to set new records of perform- 
ance wherever they have been tested. They have 
been carefully engineered to give you More Cuts 
per Grind, Consistent Accuracy, Faster Production 
and Greater Economy. 


STRONGER No sharp corners or points where localiza- 
tion of stresses might occur. Minimum amount of 
metal has been cut away. (Stub End Mills have an extra 
factor of strength due to their shorter flutes). 


CLEAR CHIPS BETTER Redesigned flutes are machine 


polished. There are no pockets. Chips are free to move. 


GREATER ACCURACY New clearance and accurate 
machine polish of flutes result in closer control of size. 
MORE DURABLE New-style clearance supports the cut- 
ting edge; assures against “flaking” or “chipping out”. 


LONGER LIFE Radically new flute shape and chip clear- 
ing ability reduce wear on the cutting edge, thus main- 
taining consistent accuracy. 


CUT FASTER New flute shape gives maximum cutting 
qualities at increased rates of feed. 
Telephone Your 
Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street 


Cleveland 14, Ohio 


Stockrooms: New York 7 * Detroit 2 + Chicago 6 * Dallas 1 + San Francisco S + Los Angeles 58 
E. P. Barrus, Ltd., London W. 3, England 





ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER C&velaad TOOLS 


G@ EWFI!I AAI 

Lo Y CMI 

DISTRIBUTORS EVERYWHERE 
are ready to serve you! 





This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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They're winning customer confidence! 


Quality control in manufacture by 
skilled workers like these wins your 
customers’ confidence in Hewitt Hose 
and Belting. 


That confidence is the reason the 
most exacting users specify Hewitt 
year in and year out . . . in some cases, 
for generations. They do so because 
they know that quality control in every 
step of manufacture adds extra strength 
and service life to Hewitt Hose and 
Belting ... They know, too, that 
Hewitt has pioneered in the devel- 
opment of industrial rubber products 
for nearly a century! 


Hewitt also provides a trained staff 
of field technicians to aid you with the 
hose and belting problems of your 
customers. Reason enough why 
major distributors profit from their 
long association with Hewitt! 


Remember, too, that as a Hewitt 


HEWITT-ROBINS | 


INDUSTRIAL DISTRIBUTION 


distributor you capitalize on a com- 
plete line of Hewitt Hose and Belting! 
For the outstanding profit advan- 
tages which the Hewitt franchise 
offers you, check the panel at the 
right. Write for further details to the 
Hewitt Rubber Division, 240 Ken- 
sington Avenue, Buffalo5, New York. 


BELTING 
AND HOSE 


HEWITT RUBBER DIVISION 
INDUSTRIAL HOSE @ BELTING « PACKING 


‘> ©, 


©, ‘“ 
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6 reasons why you can profit 
with Hewitt Hose and Belting 


Cust confidence. Preferred by 
many of the largest and most particular 
users for generations. 





Advanced engineering. You benefit 
by nearly 100 years of Hewitt experience 
in developing improved hose and belting. 


Top quality. Quality control in every 
step of the manufacture of Hewitt 
Hose and Belting gives you a big sales 
advantage. 


Complete line. As a Hewitt distribu- 
tor you offer an outstanding product 
for almost every hose or belting need. 


Technical service. A skilled staff of 
Hewitt field technicians is as near to 
you as your telephone. 

National advertising. Hewitt sup- 
ports you with a steady flow of sales- 
stimulating messages in leading busi- 
ness papers. 


; INCORPORATED 





There’s a Cae MOTOR 


To Supply Dependable Power 
For All Popular Applications 


POLYPHASE SINGLE PHASE 


Type SC—OPEN PROTECTED 
—Form J, general purpose motor— 
meets the needs for most installa- 


Type RS—REPULSION 
START INDUCTION —single 
phase brush lifting motor suitable 


tions where operating conditions 
are relatively clean and dry. The 
top half of the motor frame is 
closed to keep out falling solids or 
dripping liquid. 


Type SC—SPLASH PROOF 

gives the necessary protection 
where plants must be washed 
down—keeps water out of the 
motor even when a hose is applied 
directly on the frame. Also provides 
protection against rain, snow, sleet 
and ice for outdoor installations 


Type SC—TOTALLY EN 
CLOSED FAN COOLED ~~ pro- 
tects against dusts, mist or fog 
detrimental to the vital parts of 
the motor. The inner frame pro- 
tecting the motor is sealed to keep 
out harmful matter. 


Type SC—EXPLOSION PROOF 

protects against atmospheres 
charged with explosive dusts or 
gases. They carry Underwriters’ 


for applications requiring high 
starting torque with low starting 
current. 


Type CSH—CAPACITOR 
START INDUCTION-—single 
phase motor suitable when high 
starting torque with normal start- 
ing current is required. 


Type SP—SPLIT PHASE, IN- 
DUCTION—-single phase motors 
—suitable for light starting duty 


DIRECT CURRENT 


lr'ype DN—DIRECT CURRENT 
MOTORS— suitable for use where 
direct current is available or its 
use desirable. 


These illustrations are typical of Century's com- 
plete line of motors. Others available include 
gear motors, generators, AC and DC motor 
generator sets. 


label for specific kinds of hazards. 


Type SR—SLIP RING- wound 
rotor motors are suitable for appli- 
cations requiring low starting cur- 
rent with high starting torque, re- 
versing, or adjustable speed. 


Specify the right Century motor for all your 
electric power requirements. 


Popular types of standard ratings are generally available 
from factory and branch office stocks. 


CENTURY ELECTRIC COMPANY 


1806 Pine Street 
St. Louis 3, Missouri 


Type SY—SYNCHRONOUS 
MOTORS. suitable for continu- 
ous operation at a uniform load 
for power factor correction 
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Only MARVEL éecides all four 


While it is true there are several builders of hack sawing * HACK SAWI N G MACHIN ES 


machines and many builders of band sawing machines, only 
MARVEL builds BOTH hack saws and band saws. The fact 
is that MARVEL manufactures 35 models of 10 basic types 
of metal sawing machines which include the world’s fastest * BAN p SAW | N G MAC | N ES 
automatic production saw, the world’s largest giant hydraulic 
hack saws, the world’s most versatile band saw and the 


most widely used small shop saws. * 
With intimate and broad field experience in all types of BAND SAW BLADES 


metal cutting-off equipment and 35 different saws avail- 
able, it is obvious that MARVEL Field Engineers occupy a 
unique and exclusive position in the industry. They are *K HACK SAW BLADES 
eminently qualified to make expert and unbiased recom- 
mendations covering the type, size and model of metal 
sawing equipment best suited to individual requirements— 
the most efficient, most accurate, fastest, broadest in 
scope and the most economical. 

MARVEL is also the only manufacturer of both metal saw- 
ing machines and metal sawing blades. Because the 
efficiencies of both the machine and the blades are inter- 
dependent, each upon the capability of the other, expert 
knowledge covering both saws and saw blades is essential 
to the proper appraisal of any specific sawing situation. 
Correct balance of cutting speed and blade life, feed 
pressure and blade tension are all potent factors in over-all 
performance. Here again it is the MARVEL Field Engineer 
who is qualified to provide the comprehensive answer to 
your customers’ question. His job is to help you sell the 
most efficient metal saws for each of your customers’ 
specific application. Keep after this profitable business . . . 
call in the MARVEL Field Engineer to help you close sales. 


Write for Catalog 49 
ARMSTRONG-BLUM MFG. CO. 


5700 Bloomingdale Ave., Chicago 39, U.S.A. 


MARVEL High-Speed-Edge > 
HACK SAW BLADE | 
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DRILL SETS 


No. 14—Wood Boring Drill Set— 
packaged in protective wood tray 


Especially Designed for Rugged Service in Electric Hand Drills 


Sturdy Drill Sets—of High Speed Steel—especially built 
to withstand the shock and strain of Electric Hand Drill 
use. Adequate length for normal portable tool use—attrac- 
tively priced. Utility packaged in protective heavy canvas 
case that may be rolled or folded and carried in the pocket. 
Set #S-13—13 High Speed Drills, 4" to 4%" by 64ths; Set 
#S-11—11 High Speed Drills, 4%” to %” by 32nds; Set 
#S-8—8 High Speed Drills, 44" to 4%" by 16ths. 

Wood Boring Drill Set, No. 14— Built to deliver maxi- 


mum efficiency in Y%-inch Electric Hand Drills. New, im- 
proved design—these drills produce unusually smooth 
holes—cooler running—faster chip disposal—diminish 
stalling on “break thru”, tempered to prevent damage on 
contact with metal. Attractively priced. Set consists of 5 
drills—%" to 4%" by 16ths—all with 44-inch round shanks. 
These sets of Shield Brand Tools are first quality, 100% 
inspected. They provide new convenience and new value 
for drill users. 


STANDARD JOOL (0. 


CLEVELAND 4, OHIO 
New York + Detroit - Chicago 
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* 


*Series 12100 


CARBON{ 800 Pounds @ 750°F. 
STEEL | 1500 Pounds Cold Non-Shock 





For 150-800 pounds service * Round 
Bolted Bonnet * Bolted Gland * Gasket 
or Ground Joint * Outside Screw and 
Yoke * Renewable Seat.Rings * Solid 
Wedge — Slotted Type * Rising Stem 
11'1/4,-13% Chrome Stainless Steel 
Trimmings * Sizes !/," to 2" inclusive. 


HENRY VOGT MACHINE CO. Louisville 10, Ky. 


BRANCH OFFICES: MEW YORK © PHILADELPHIA «© CLEVELAND © CHICAGO e ST. LOWIS © DALLAS 
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DICK’S BALATA BELTING 


DICK ROPE V-BELT DRIVES 


These TTEMS are in DEMAND 


by INDUSTRIAL 


Power transmission is a production service 
common to all industries and one constantly 
calling for new equipment as well as replace- 
ment of old. 


Belting, power transmission pulleys, conveyor 
pulleys, and belt drives constituting the Dick 
line are basic essentials used in every indus- 
try. To be in position to supply these items 
which are in constant demand from one source 
of supply is the big reason why so many re- 
sponsible industrial distributors have made 
Dick their source of supply, year after year. 
They have found by experience that the Dick 
line is a high quality line that has won the 
approval and acceptance of their customers 
by fine, economical performance. 


By satisfying the demand for the tops in per- 
formance in the important phases of power 
transmission, Dick distributors have strength- 
ened their position with their customers and 
built a substantial business. 


POWER USERS 


Barry Steel Split Pulleys 


Scientifically strong, built entirely on the tubular principle, are 
electrically welded. Light in weight, carefully balanced and pre- 
serve their exact shape under all loads. Their light weight 
facilitates installation 

Barry Pulleys are available with either straight or crown faces 
in diameters up to 72°’. 


Dick Rope V-Belt Drives 


These drives meet the need for high efficiency in industrial power 
transmission. Dickrope provides strength without loss of elasticity. 
Stretch is reduced to a minimum so that operation is assured with 
least possible attention. Sheaves are carefully machined and 
balanced and can be depended on for smooth, trouble-free per- 
formance 


Barry Conveyor Pulleys 


Of modern welded steel construction great in strength . . 
light in weight . . . easy to install . breakage eliminated 
Barry Conveyor Pulleys have many sales features in addition to 
being available in a wide range of sizes. Their field of ap- 
plication which includes all general conveyor services provides 
a market which offers volume business for alert distributors 


‘s Balata Belting 


The cotton duck or textile portion of this belt is of highest grade 
and strongest weave possible. It is impregnated with a special 
solution which renders it absolutely impervious to water or 
steam. It is high in tensile strength and durability. Properly 
installed it efficiently transmits the horsepower for which it is 
designed. 


R. & J. DICK COMPANY Inc. PASSAIC, NEW JERSEY 


Sen Francisco, Cal. 


Chicago, III. 


Seattle, Wash 
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There is one basic reason why Bunting has a Distributor in 
your community—so that Bunting Standard Stock Bearings 
and Bunting Bronze Bars will be instantly available when . 


you need them. 


The leading Distributor in your community is, almost cer- 


tainly, the Bunting Distributor. From his complete stock, 





representing his investment for serving you, order the 





Bunting Bronze Bearings or Bunting Bars of Bearing 
Bronze which you need. The Bunting Brass & Bronze 
Company, Toledo 9, Ohio—Branches in principal cities. _ 





PRECISION BRONZE BARS 


BRONZE BEARINGS 


79 
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SIOUX “RESIN BOND” 
\\ Abrasive Discs 


INDUSTRIAL REGULAR OPEN COAT 
HEAVY FIBRE STANDARD FIBRE HEAVY FIBRE 


Industrial style abrasives suit-  Builtonlighterfibrethanindus- For paint removal and cooler 
able for heavy duty work, re- trial abrasives and are intend- grinding on fenders, door pan- 
ducing welds, etc., and where ed for body work where light els, wood-working, etc. Non- 
heat generated is not a problem. gauge metal is used. Loading and Non-Clogging. 


SIOUX 


HIGH SPEED 
SANDERS 


Engineered and built for long 
trouble-free service. 3 Models: 
No. 1250—9” High 
Speed Heavy Duty; No. 
1267—7"' High Speed 
Heavy Duty and No. 
1265—7” Special. 
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“Blue Heart’’ manila rope 


Men who use rope soon learn the difference between brands. They know 

that they can proceed with speed and confidence when they have rope of the 

assured tensile strength, smooth flexibility and easy handling 

qualities which always characterize dependable, long lasting H & A “Blue Heart” 
Manila. That’s why, on many a job, you'll see someone untwist the strands 

of every new coil, to look for the famous blue thread center, recognized 

around the world as the identifying marker of “Blue Heart’ Manila Rope. 


there is no better rope than H & A “Blue Heart” 


x 
A 
a 


In addition to ‘‘Blue Heort’’, H & A produces cordage of all standard com- 
mercial grades, including Transmission Rope, Drilling Cable, Lariat Rope, 
Yacht Rope, Twisted and Braided Jute Packing, Jute and Hemp Twines, Hard 
Fibre Twines, Lath Yarn, Tarred Marlines, Plumbers and Marine Oakum. 


Ss 


a 
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THE HOOVEN & ALLISON COMPANY 


“Spinners of Fine Cordage Since 1869” 


XENIA, OHIO 


BRANCHES: KANSAS CITY, MO. © OMAHA, NEB. © MINNEAPOLIS, MINN, 


~ 


“~ 
\ 
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@ The unexcelled valve service supplied to in- 

dustry through the Lunkenheimer nation-wide 

Distributor organization is an outstanding example 
of co-operation in business. 


® Year after year, Lunkenheimer advertising has fea- 
tured this important tie-up between manufacturer and 
distributor. The ad reproduced below is typical of 
our monthly messages to more than half a million 
readers of the nation’s leading technical, trade 

and business journals, always accenting this 


ESTABLISHED 1862 


th t h * (| Distributor Service. 
a In § one | TE LUNKENHEIMER SS 


Gruelling tests.-- 
an essential part of every 


LUNKENHEIMER VALVE! 


} ual practice, 
yowe th 
) ESTUNG far at t 
GID I nkenheimer 


regular procedure 10 the production ° - ees 

Valves. From selection of raw materials to fina 

bly, nothing is left Co chance or guess Each and —_ 
gauged to meet the high quality stanc 

assure dependable performance, longer 

, upkeef 


le, a 


operauon " 
ards which assure 

life and minimum 
Lunkenheimer final 


ss and then given a care 


I » is not colerated 
ful shell rest. Spot testing ts 1 


This may be producing valves the 
r, it’s the only 


hard 


way", but for Lunkenheime 
it safeguards our proudest 
the mark of unswer 


way since 


possession 


l 
! p lity 
ing quality and dependabs 1 


THE LUNKENHEIMERS& 


CONCINNAT! 14, OFF0, USA 


CINCINNATI 14, OHIO, U.S.A. 


NEW YORK 13 - CHICAGO 6 « BOSTON 10> PHILADELPHIA 34 


EXPORT DEPT CINCINNATI 14, OM10. U.S.A 


This od is reaching 

over 500,000 readers 

through leading busi- 

ness publications. 
POWER 
SOUTHERN POWER & INDUSTRY 
MECHANICAL ENGINEERING 
NATIONAL ENGINEER 
INDUSTRY & POWER 


HEATING, PIPING & AIR 
CONDITIONING 


CHEMICAL ENGINEERING 
PAPER INDUSTRY 

FOOD INDUSTRIES 
SUGAR 

OIL & GAS JOURNAL 
CALIFORNIA OIL WORLD 
PETROLEUM ENG/NEER 
PETROLEUM EQUIPMENT 
PETROLEUM REFINER 
TEXTILE INDUSTRIES 
TEXTILE WORLD 


RAILWAY MECHANICAL 
ENGINEER 


RAILWAY PURCHASES & STORES 
MILL & FACTORY 


FACTORY MANAGEMENT & 
MAINTENANCE 


PURCHASING 
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birthday... 


BUT YOU GET THE 
CONGRATULATIONS! 


\i/ , 
Wt iy 


4 / 
a8 hbE9D?, 


irryyoy With the end of 1949, the S. W. 
Card Manufacturing Company com- 
pleted its seventy-fifth year in busi- 

ness. The last fifty of those years have been spent 
doing business through Distributors. 


You can’t work with a group of business associ- 
ates for such a long time without coming to ap- 
preciate how vital they are to your own business. 
We at Card learned long ago that Industrial Dis- 
tributors form the backbone of any modern, effi- 
cient distribution system ...and for that reason 
we adopted a liberal, progressive policy of coopera- 
tion that helps the Distributor. 


Yes, Card’s policy really backs up the Distribu- 
tor...not through fair dealing alone... but 
through a vigorous, consistent advertising cam- 
paign, strong merchandising program and en- 
gineering service that helps you to get —and 
keep — more business. 


So, in recognition of those fifty years of associa- 
tion in which America’s leading Industrial Dis- 
tributors have played such a vital part in building 
our business, we at Card congratulate our Dis- 
tributors on the service they are rendering to 
industry in general. 











The Certified * 


Culling Tools S.W. CARD 


° he Pittsburgh Testing Laboratory 
meamnaores > scoaw evates MANUFACTURING COMPANY 
so ws 

Die STOCKS * TAP WRENCHES Mansfield, Massachusetts 
DIVISION OF UNION TWIST DRILL CO. 
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chicago, 5Ufly Vu 


socket screws cost less 
in your customers’ 


products because 


R GO (AKTHER 


y 
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The weight and number of screw fastenings in a product can 
be reduced a fourth or more by using Chicago “Safety Plus” Socket 
Head Screws rather than standard hexagon or fillister cap screws. The 
greater strength of “Chicago” Socket Screws means that your 
customers can fasten their products more securely with fewer 


ir 


\\ 


\ 


screws . . . effecting a neater, sturdier construction at lower cost. 


They save money, too, due to the consistent uniformity of 
Chicago Screw products. The most modern manufacturing equip- 
ment and rigid inspection assure a perfect fit with every “Chicago” Screw. 


When you sell your customers “Chicago” products, in quan- 
tities of thousands or millions, you can be sure they will be 
consistently true to their products. You will be selling them the 
best and most economical screw products made. 


~, 
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Our merchandising policy is based on complete 
cooperation with the distributor 


Write for details 


Chicago “Safety-Plus” Products Include: 


Socket Head Cap Screws °* Socket Set Screws 
Stripper Bolts © Square Head Dog Point Set Screws 
Socket Pipe Plugs °* Keys for ‘SAFETY PLUS” 
Products * Hexagon Head Cap Screws * Square 
Head Cup Point Set Screws * Headless Set Screws 
Fillister Head Cap Screws * Taper Pins * Milled 
Studs *  Semi-Finished Hexagon Nuts * Semi- 
Finished Hexagon Castellated Nuts. 
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THE UNION TWIST DRILL COMPANY 


Qistebuter Pa “cy 


We realize the economic value of the services performed 
by Industrial Distributors and believe they provide the most 
satisfactory and economical channel of distribution for Union 
products. Our sales policy has been developed to recognize 
this, and is aimed to assure the Distributor volume sales at 
assured profits. 


I. 


Our Sales Policy: 

We will refer all inquiries and orders received direct to 
our Stocking Distributors and to advise prospects and 
customers accordingly. 


. We will appoint no more Distributors in any one area 


than the market justifies — no more than can get ade- 
quate volume with profit. 


. We will sell direct only where customers or National, 


State, or City governments insist. 


. We will provide our Distributors with catalogs, educa- 


tional helps and sales material (with the Distributor’s 
name imprinted) to best assist them to service their trade 
and aggressively promote the sale of our line. 


. We will advertise nationally to your customers and pros- 


pects with an aggressive, consistent campaign built 
around the ‘‘Buy Through Your Distributor’’ theme. 


. We will provide the services of factory-trained salesmen 


to assist our Distributors. 


. We will carry a complete stock (for immediate shipment) 


of the tools listed in our catalog. 


. We will list each Union Distributor in the Purchasing 


Agents’ bible, THOMAS’ REGISTER, on a Union insert 
under “Drills, Twist’’ 
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What's a 


Franchise 
Worth? 


This 

Distributor Policy 
Gives You a 
Quick Answer 


This 8-point distributor policy 
adds up to the kind of 
cooperation that puts extra 
money in your pocket. 
Cooperation that backs you up 
with 1,151,932 advertising 
messages in 1949... that 
provides you with every selling 
tool you and your men can 
use... that supplies you 

with cutting tools that are 
tops in performance. 


UNION TWIST DRILL COMPANY, ATHOL, MASSACHUSETTS 
MILLING CUTTERS « GEAR CUTTERS « TWIST DRILLS « HOBS e REAMERS ¢ CARBIDE TOOLS 
We own and operate S$. W. CARD MANUFACTURING CO. Division, Mansfield, Mass., Taps, Dies, Screw Plates. 
BUTTERFIELD DIVISION, Derby Line, Vt., Taps, Dies, Screw Plates, Reamers. 
BUTTERFIELD DIVISION, Rock Island, Que., Milling Cutters, Twist Drills, Hobs, Reamers, Taps, Dies, Screw Plates. 





Jacking Up Sales 


PUM MANUS 


0 


ed 


Another Boost For ‘Phil’ 


He lifted himself... not by his bootstraps but by his jack sales! 
Yes, Mr. P. H. McManus, “Phil” to most of you, has just been 
boosted to General Sales Manager and will assume his new 
duties immediately. For 31 years “Phil” has been active with 
T- K as salesman, district sales manager, assistant general sales 
manager and now general sales manager. Distributors and 
distributor salesmen from coast to coast who have worked with 
“Phil” know why he was selected for this top sales job. 
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(J, STOP Flirting With 


Ar&® » Advertising! 
50 * ee 
Ie 50 MARRY THE GAL! 


\ There's no better time than now 
~ to get “hitched” to this gal called 
advertising. The advertising dol- 
lars T-K spends will reach your best prospects 
for jacks...men who buy and use jacks of every 
description and in every field...the smokestack 
trade, mining, railways, utilities, marine, oil, water, construction, 
etc. These T-K ads help lower the cost of the T-K Jacks you take 
to market...they call regularly on the prospects you're going to 
see. Take these ads to your breast. Read ’em yourself! 
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YOUR SALES PARTNER 


The new 1950 T-K catalog, fully 
illustrated in color, with larger, 


G 
p>. 


easier-to-read type wants to be 
your partner in sales this year. 
You'll find it a real help too. It 
has everything you'll want to 
know about T-K Jacks. Capaci- 
ties, dimensions, weight, price— 
the works. If you don’t have your 
copy ask for it. It’s yours for 
bigger sales and more profits. 


ee 
j ate Top p 


MEET SAM NOW! . bea 
This timid guy is “Sam”... Samuel Jack- 
salesman. He’s hiding behind his 1949 
sales standing. Says, “Things might get 
worse”. Says, “Most of the good prospects 
are sold”. Poor Sam! He should be making 
lists of new prospects... putting all the 
T-K sales helps to work . . . getting more 
familiar with the line. 




















If YOU see “Sam” tell him lots of prospects are quick to recog- 
nize good jacks and if he will just show them T-K Jacks and 
what they'll do, those prospects will shell out the money to buy. 
They've got it too! 

MARKET READY FOR | HUNDREDS FLEE ) 
T-K TRENCH BRACES | 3p ’ 
Disaster often spurs action on ERSONS DIE IN 
projects long delayed and re- MIDWEST 

cent floods should spur gov- | Floops 
ernment action on proposed cies 
flood control projects. Once Waters Invade Towns: | 
they start, there'll be big de- Ice Grips Me ’ 
mand for T-K trench braces. (Picture mphis 
Newspapers and construction aa ‘food tarameat”? 

journals will carry such pro- And two in Missen?, OP in Mies. 

ject construction awards and omer, homeleas rr 

the efficiency and special | i vest, Invading ett the 
safety features of T-K Trench een 

Braces will make them easy 

to sell. Watch for the notices 

and go after the sales. 


Cali 
the hard vim 
ter. Details follow. 


WE'LL FIND ’EM! 


Betcha we do find 'em! There's a 
new 1950 Truck Jack Bulletin off the 
press, but so help us, we can’t lay 
our hands on a single copy. Probably 
all at work in the field. Anyhow — it 
is packed with selling information on 
T-K Truck Jacks —the kind of infor- 
mation you can use and have com- 
plete in a single piece. If you don't 
have a copy, write for one. Just ask 
for T-K Bulletin: Truck 50. 


SOME WILL GIVE A LOOK! ie 
Our last offer brought some distributors out R 

of hiding. They say, “We'll give a look at your e) te 
bag of Simplex Sales Helps at our next meet- @ 
ing”. That’s what we want. If you'd like to 
have T-K help you make a good sales meet- 
ing better just say the word. The offer still 
stands. Say when and we'll try jacking up 
sales together. 


TEMPLETON, KENLY & Cu 
1036 S. Central Ave., Chicago 44, I 
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There's no better step in the selling of industrial 
supplies than to push the items offering the fastest turnover... 
items that are “expendable” — used up—and consequently 
have to be replaced with comparative frequence. 


Few in that category present as great an opportunity 
as FILES. American industry yearly consumes many millions 
of these indispensable hand tools. The need is continuous. 
They’re a “quantity” item. They rate as a staple on turnover 
and as a specialty on profit. 
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What could be sweeter? One thing only. Make those 
files Nicholson or Black Diamond brand and there’s 
never a question of their recognition or acceptance. 
Never any doubt about their value. Never a need 
to shave your profit margin. Virtually the certainty 
of a repeat. NICHOLSON — best known, finest 
quality, biggest value file brands in the world! 
We'll back you to the hilt on the famous Nicholson 
guarantee of Twelve perfect files in every dozen. 


srolso, NICHOLSON FILE CO. © 42 ACORN STREET, PROVIDENCE 1, RHODE ISLAND 


U.S.A. 


= -_ 


(In Canada, Port Hope, Ont.) 


P.S.—to industrial supplies salesmen: Even though you 
“carry” a thousand items, never consider an order complete 
without asking your customer, “How about some files?” In 
addition to the Nicholson catalog listing A file for every 
purpose, be sure to have with you the famous Nicholson 
book, “File Filosophy’—to help you put “the voice of 
authority” into your sales talks. Ask the “Boss” to supply 
you with a copy. 


P.S.—to the “Boss”: How many free copies of “File 


Filosophy” shall we send you? 
a eos, 
"eee 


FOR EVERY PURPOSE 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1950 





DISTRIBUTOR PROBLEMS....SOLVED BY EDWARD! 


Stock 


The Edward knowledge and understanding of Distribu- 
tors’ turnover and inventory problems helps build profitable 
steel valve business for you. Years of experience building and 
selling steel valves exclusively enables Edward to advise Dis- 
tributors on what valves have the fastest turnover—what 
stock can be carried most profitably. In addition, a large 
inventory of ALL standard steel valves is maintained in the 
centrally-located Edward plant . . . your orders against these 
large stocks are given preferential rush handling, for we know 
that fast service to the customer is the cornerstone of the 
Distributor business. 

When the order calls for steel valves, you'll profit by going 
to Edward first—to the world’s largest builder of steel valves 
exclusively! 


another QE Product 


Se tennil Wii: Ne 


Subsidiory of ROCKWELL MANUFACTURING COMPANY 


EAST CHICAGO, INDIANA 
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Use SIMONDS oe SIMONDS 


SAW AND STEEL CO 


FITCHBURG, MASS. 


Metal-Cutting Band Saws 
Other Divisions of SIMONDS SAW AND STEEL CO. 


These tough blades start life with a steel of special analysis. The Skip-Tooth : making Quality Products for industry 
Saw shown gives outstanding performance in cutting non-ferrous metals and com- ; 

position materials at high speeds and feeds. But whether your requirements are r — 
Simonds Predect 


: . Wheel 
for skip-tooth or regular-tooth saws on horizontal or vertical machines, you are Special Electric " 
. for Conde 


furnace Steels ond Groies 


& CCS ae 


assured of evenly milled, perfectly shaped teeth, with heat-treatment controlled for 
maximum efficiency. Have your Industrial Supply Distributor recommend the right 
' im f ‘ r , . . 

j Simonds Band Saw for YOUR job. Call him today! 


i 
: o 2 Sei ane ie a 
WNSERTED-TOOTH, SEGMENTAL, AND SOLID SAWS LES METAL BANDS FLAT GROUND STOCK MACE SAW BLADES 
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EVER MAKE A 


TIME-MOTION STUDY 


OF GILMER V-BELTS ? 


T Is “‘first-reader” to say that producing me- 
I chanical motion costs money. It is post-graduate 
knowledge to know that Gilmer V-Belts, even 
after veteran service, won’t waste motion in need- 
less slippage, nor make your equipment suffer 
from unexpected downtime. One big specific reason 
for this is found in Gilmer Rayon Pulling Cords— 
specially “normalized” to capitalize on the inher- 
ent low friction, easy flex and bulkless strength of 
the right rayon. 


Stretch-resistant load capacity is achieved so 
compactly that even in Gilmer V-Belts of limited 
cross-section, the rayon cords are positively locked 
parallel and fully cushioned all-around. This con- 
tributes to cool running; helps to maintain original 
grip and dimensions. You get matched lengths 
that stay matched. 


Now size up all the other Gilmer V-Belt features— 
at the right. They’re a good plain sign that you 
can put yourself dollars ahead, using any belts and 
belting made by Gilmer . . . Multiple and FHP 
V-Belts ... Flat Belts... Round Belts . . . Special 
Purpose Belts . . . Endless Belts . . . Non-Endless 
Belts—in all standard and many special sizes. 


L.H. GILMER COMPANY, Tacony, Phila. 35, Pa. 


Division of United States Rubber Company 


GILMER SHOCK PADS STAY PUT 


Easy to install—sure to do the job. Shielded Neoprene 
protects building from machine vibration; protects 
machine from building vibration. Resistant to oil, heat, 
cleaning compounds. Made in suitable widths, lengths, 
thicknesses. In rolls, too. 


Straight Sidewalls: contact with groove walls the full height of the 
side assures maximum grip. 


Locked Rayon Ply Pulling Cords: brute strength without fric- 
tion effects. 


Top and Bottom Rubber Sections: expertly balanced to make a 
cool flexing belt. 


Sturdy Jackets: resist wear and slip; guard the belt's interior. 


Controlled Stretch: special cord processing preserves matched 
lengths. 


s 


Straight Sidewalls: contact with groove walls the full height of the 
side assures maximum grip. 


Strong Rayon Single Strand Pulling Cords: “normalized” against 
stretch and fatigue. 


Deep Cushion Rubber Section: preserves grip, cross-section 
and coolness. 


Double Jackets: for lasting anti-slip grip and internal safety. 


GILMER SUPER-SERVICE V-BELTS 


Nylon Pulling Cords! Neoprene body! Most revs per dollar! 


GILMER FLAT BELTS are covered in the New 
Gilmer Belt Catalog. Ask for your copy. 


] 
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GILMER TELLS THEM— 
BUY THROUGH YOUR GILMER DISTRIBUTOR 


And Gilmer advertising in leading 
industrial publications helps you sell. 


A good example is the Gilmer page opposite. It’s a 
booster for you in the February issue of Mill & Factory. 
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GILMER SALES POLICY 


This is what the Gilmer Sales Policy offers 








1. A "'buy-through-Distributor’’ 


sales in competition 


policy; no factory 


2. A widely-experienced District Manager affords 
frequent direct sales help 

3. Engineering assistance when needed from fac- 
tory power transmission specialists. 

4. Distributor protection 

5. Uniform discount schedules. 

6. A profit on every. sale 

7. Full jobber profit on non-stocking Special Pur 
pose Belts. 


8. Catalogs, direct mail, and national 
in a balanced program. 


9. Monthly bulletins from the factory 


advertising 


10. Stockroom and merchandising aids. 








~~ 











McKAY CHAIN CHATS 


“Know-How” Sells Sling Chains! 


Yes—knowing the standard sling chain types helps 
you make more sales because then you can recom- 
mend the one standard sling chain, complete with 
fittings, which is best for the specific job. 


Wide selection of standard iron, steel and alloy DO YOU WANT TO SELL MORE SLING CHAIN? 
chains . . . designed for any job for which chains Then You'll Want the New McKay Sling Chain Kit 


are used . . . is only one of the many advantages of 
it th fications for various f allo 
handling the McKay “Engineered” line. Call McKay Cccdedmenaionmtinns teegouapber Present ler ; 


today; we’ll show you all the profit advantages of ata a 
selling al] types of McKay “Engineered” Chain for 


I 
industrial, commercial and agricultural uses. cur Y — a ae 


incu! 


Send me the McKay Sling Chain Kit 


[ 





DING, PITTSBURGH 22, PA, 


fo COM PANY 
EKA’ PITTSBURGH 22. PA 


COMMERCIAL CHains Tree CHarns 


Company _ 
Street tient a 


City _Zene__ State 


Send to THE McKAY COMPANY 
441 McKAY BUILDING, PITTSBURGH 22, PA. 
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Talk of the Trade 


JOYS OF TRAVELING: Timing, they say, is important 
in most every activity and C. McD. England (Logan 
Hardware & Supply Co., Logan, W. Va.) is ready to 
take the stand to testify that timing is mighty important 
when it comes to traveling. . . Mac recently made a trip 
to New York. . . The going was fine—he had a spacious 
drawing room. . . The return trip, though, was different 
—he had to take an upper berth, thanks to a flood of 
students going home for the holidays. 


FACING THE FACTS: The arrangements committee 
for the regional forum and Southern meeting in Biloxi 
certainly knew what they were doing when they arranged 
for a “recreation” period. . . How can visitors be sold on 
the beauties of the south if they’re in meetings all the 
time? .. . There must be a few members of the Chamber 
of Commerce on the committee. 


MORE CIGARS: Last month we reported on the fact 
that our Chicago colleague, Walter Dawson, became a 
father. . . We've got another report now: Our business 
manager, Art West, became a father of a son, Richard, 
just too late for reporting on the event last month. . . 
Congratulations Beulah and Art. 


GENEALOGY: While attending the Keystoners’ party 
in Philadelphia recently, we bumped into O. W. Cadle 
who told us an interesting family fact about his partner’s 
wife, Mrs. Charles E. Fenner. . . Mrs. Fenner is a mem 
ber of a five generation family. . . It goes this way 
George E. Burke is 99 years old; his daughter Catherine 
Smith is 72; her daughter, Ethel C. Fenner is 41; her 
daughter, Mildred E. Hinds is 19; and her son, James 
Charles Michael Hinds is—well, he was born Dec. 9, 1949. 


MR. PRESIDENT: Speaking of students reminds me 

that Carl O. Hedner (Yale & Towne Mfg. Co.) has been 

elected president of Abington Township School Board. . . 

And there’s 5,000 students in that Pennsylvania township. 
. Gee, maybe we can arrange a scholarship. 


CIVIC MINDED: A record of some kind is being estab- 
lished by ‘T. Walker Lewis (Lewis Supply, Memphis). 
. .  He’s just been reelected for the 16th consecutive year 
as president of the Metropolitan YMCA. . . Ed Orgill 
(Orgill Bros.) was elected a vice-president of the same 
organization. 


AN ARTIST: We've always known that Jim ae 


(L. L. Ensworth, Hartford) was a good photographer but 
now we find out that he’s an artist too. . . Flip back to 
page 104 and you'll see a pencil sketch he did of Carl 
Lyon (C. S. Mersick & Co., New Haven). . . I'll bet Carl 
will be surprised when he sees it—he didn’t know it was 
being done. 





as me 


RESEARCH: We've often wondered, as we waited im- 
patiently for a freight train to pass, who the gal was who 
got top billing ofi so many freight cars. . . You’ve seen 
that slogan: “Route of Phoebe Snow’. . . Well, we 
know the answer now. . . Phoebe was the brain child of 
an advertising man around about the turn of the cen- 
tury. . . He wrote a jingle about how Phoebe Snow’s 
snow-white gown remained snow-white while traveling on 
the railroad. . . Speaking of snow-white reminds me that 
you can baffle that doting father the next time he starts 
telling you about his children by asking him to name the 
seven dwarfs in Snow White and the Seven Dwarfs. . . 
You might even win a bet—try to name them yourself. 


R. W. B. 
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A fair Offer 


[fyou will put a Jenkins Valve, recom- 
mended for your particular service, | 
on the worst place you can find... ‘| 
where you cannot keep other valves | 
tight — and if it is not Perfectly tight / 
or it does not hold steam, oil, acids, 
water or other fluids longer than 
any other valve, you ma y return it 
and your money wij] be refunded. 


Jet Lr 





LOOK FOR THE 


-~ JENKINS 


TYPES, SIZES, PRESSURES, METALS FOR EVERY NEED 


DIAMOND MARK 





and proved a million times over... 


this famous Fair Offer builds sales for 


JENKINS DISTRIBUTORS 


Since 1869. . . eighty-one years ago...this 
unusual offer has been continually published 
by Jenkins Bros. 


as often as it has been published, it serves as 


Because it has been proved 


an invaluable sales aid to Jenkins Distributors. 

It makes a straight-from-the-shoulder offer 
to the customer. And, because Jenkins Bros. 
stands solidly behind the offer, it provides an 
invaluable asset to the Jenkins Distributor . . . 
helping him build business ... a warranty for 
every valve he sells. 

The entire Jenkins organization has ac- 
this 


warranty. To meet the challenge of proof, 


cepted the responsibility imposed by 


they must continue to design and manufacture 
the finest valves that money can buy ... extra 
value valves that last longer, serve better. 

And to make a good franchise even better 
. . . Jenkins Bros. support their distributors 
with continuous, national advertising, sales 
promotion, sales assistance, prize-winning 
trade show exhibits, and expert engineering 
service. So it’s easy to see why Jenkins con- 
tinues to be the preferred valve franchise . . . 
why year in and year out, it pays, and pays 
well, to sell Jenkins Valves. 
Bros., 80 White Street, New York 13; 


Bridgeport, Conn.; Atlanta; Boston; Philadelphia; 
Chicago; San Francisco. Jenkins Bros., Ltd., Montreal. 


Jenkins 


a PAIR OFFER 


evant” 
aya hes 


dyn atone 


Jenkins’ “ Fair Offer” appears in the Jenkins Catalog, in sales 
literature, and again and again in industry-wide advertising. 





VALVES 


SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS EVERYWHERE 





Here’s Another Republic Selling Story! 


@ That’s a mile of Republic Record Maker Conveyor Your catalog lists hundreds of top performers 
Belting cutting across the wooded landscape above. It's like Record Maker Conveyor Belting, and new 
one of the world’s longest continuous decline conveyor items are constantly being added. Keep yourself 
belt installations and a substantial money saver when it posted. It pays dividends. 
comes to reducing handling costs! 


Republic Rubber, working closely with their Dis- 
tributor in Jellico, Tennessee, the McComb Supply Com- 
pany, built this Record Maker Belt for the Pruden Coal & Mr. J. W. Bealle, President 
Coke Company at Pruden, Tennessee. The belt moves McComb Supply Company 
coal from the hillside mine portal, down a 300-foot decline yomten, Teasanie 
and across the valley to the washing plant. 


Choice of Record Maker was a natural here, because 
it is made especially for carrying materials like coal, ore, 
gravel and aggregates. 
REPUBLIC’S 5-POINT POLICY 
Step-ply construction was used to give the heavy @ A LINE of rubber items sufficiently complete to permit effectively 
42-ounce carcass greater lateral flexibility and better nn noe eae reenen ese eae See 


"i @ A QUALITY of product uniformly good and capable of delivering 
troughing. service results that should reasonably be expected. 


@ A PRICE basis inducing and making possible aggressive compe- 


: : . : . tition with reasonable profit return. 
You can sell installations like this with complete @ FREEDOM from competition from his source of supply, either 


confidence, knowing that Republic engineers match each ee ees See ae See See ay ee ey oe ee 
solicitations. 


product to the specific job. And you get perfect cooperation  ¢ SELLING helps of reasonable amounts so that his sales force 
| may be given the advantage of specialized training and a 
all along the way! knowledge of the product sold. 


Pioneers in the use of COLD RUBBER 
MECHANICAL RUBBER GOODS BY 


REPUBLIC RUBBER DIVISION REPUBLIC RUBBER 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN, OHIO 


Lee Deluxe Tires & Tubes . . Conshohocken, Pa. DIVISION 
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Industrial Distribution 





The Second Half 


fh er it was generally determined that January 
1, 1950 marked the beginning of the second 
half of the 20th century (there are still some hold- 
outs for January 1, 1951), we were all subjected in 
the early days of the year to special reviews of the 
first half of the century and appraisals of the out- 
look for the second half. Now that all the historians 
looking backward and prophets looking forward have 
had their say, certain broad trends seem worthy of 
restatement for our industry. 


Industrial Growth 


No matter what your vantage point, one over 
whelming thing stands out as you look back over 
the past 50 years—the tremendous industrial growth 
of the United States. 

The population has practically doubled from 76 
million to~150 million. During this period when 
population was doubling, the gross national product 
adjusted for price changes was up five fold. That 
means that per capita production has more than 
doubled and so has output per worker or produc 
tivity 

In 1900 there were 22.4 million men at work and 
4.8 million women. At the half century mark, 41.8 
million men and 17.7 million women were on busi 
ness payrolls, 

In 1900, federal expenditures were a bare 3 pet 
cent of national income. The national debt was $1.3 
billion. In 1949 federal spending was 19 percent of 
the national income. The national debt was over 
$250 billion. There are some who might argue that 
these statistics on the growth of spending are no 
measure of progress. But all will surely agree that 
they represent growth. 


This Industry 


While the American industrial economy was 
making its staggering growth during the past 50 years, 
what of the industrial supply industry? Although I 
wasn’t around in 1900, from what I can learn; there 
just wasn’t an industrial supply industry at the turn 
of the century. Certainly not in the sense that we 
know it now. In fact, there wasn’t even an INpus 
TRIAL DistRipsuTION—formerly Mitt Supp.ies. That 
didn’t happen until 1911. By and large this industry 
is a product of the first half of this century. 

As a part of my “homework” in preparing this edi 
torial, I made a tabulation of the dates of establish 
ment of more than 1800 industrial supply distributors 
(branches excluded) now in operation in the U.S 


Here are the results: 


Established before 1850 4.4 percent 
Established 1851-1900 26.6 _ 





Established before 1901-1910 12.4 percent 
0 “1911-1920 13.4 mn 
1921-1930 14.5 . 
1931-1940 16.4 ¥ 
1941- 12.3 


From this, 69 percent of the supply distributors 
are of 20th century vintage and only 31 percent pre- 
dated 1900. But even so, how many of the 31 per- 
cent were really industrial supply distributors in 
1900? What would they have been called—iron 
mongers, ship chandlers, blacksmith suppliers or per- 
haps wholesale hardware firms? 


“ “ 


The Outlook 


We've come a long way up to 1950 and may well 
ask, where do we go from here? Brace yourselves for 
a look at the next fifty years. Without straining for 
originality, let’s take a look at President Truman’s 
estimate. Briefly here it is. Our national production 
in 1900 was $50 billion at today’s prices. Currently, 
it is running at an annual rate of $255 billion. If we 
do as well in the next fifty years as we did in the past, 
it should total $1 trillion by 2000 A.D. If I figure 
it correctly, that’s “1” with twelve goose eggs after 
it—and I haven't vet become accustomed to billions. 

That growth in national product can only be 
attained by a continued, overall expansion of our 
industrial capacity and productivity. To industrial 
distributors this represents opportunities unlimited. 
But if we are not to go the way of the blacksmith 
shop, we've got to think big, plan big, adapt to chang 
ing requirements and develop an ability to roll with 
the punches. 

This is not a peanut business anymore. Certain 
trends that represent progress are already in evi 
dence—better merchandising and better display, bet 
ter sales control and more emphasis on training, 
moves to new quarters specifically designed for dis- 
tributor operations and away from tke old congested 
wholesaling areas where operations were shoe-horned 
into buildings never designed for the purpose, and 
above all a growing tendency to think ig terms of 
what industrial customers want and will get from 
industrial distributors in the way of complete service 
(specialist vs. general line), technical sales aids, 
locally available stocks and prompt delivery. Looked 
at with some perspective and from the long view, 
all these trends are going to require a lot of doing 
on the part of a lot of distributors if we are to keep 
up. And many firms in the industry will keep up to 
welcome in the year 2000. 


Ratt A beuist 
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WITH 1.600 CALLS BEING HANDLED DAILY, DUCOMMUN,KNOWS IT PAYS TO... 


_-“Write the Order Right” 


Los Angeles firm stages campaign for accuracy; inside salesmen offer suggestions 


to improve service, build good will and reduce unnecessary order handling costs 





DUCOMMUN METALS & SUPPLY CO.’s 
COURSE STRESSES: 


I'he importance of being good telephone salesmen. 
What customers expect. 

Ihe need for accuracy. 

Responsibility of inside salesmen. 


How to make a good impression on the telephone 
customer. 


How to arrive at an understanding with the customer 
on what he wants and what you can do for him. 


lechniques for using telephones. 
How to hold and transfer customer calls. 


What information is needed for the top of the order, 
and why. 


How to get the information courteously and tactfully. 
How to handle inquiries, cod’s and will calls. 

How to handle customers who have complaints. 
What can be done in emergencies 

What abbreviations to use 











ALTHOUGH THE PERCENTAGE OF ERRORS in order writing 
at Ducommun Metals & Supply Co., has always been low, 
the management of the Los Angeles distributing com- 
pany is conducting a full-fledged campaign to “write the 
order right”. The drive is based on the established fact 
that every error in order writing: 


1. Costs the company money—dollars and cents sub- 
tracted from profit. 

2. Imposes extra work on employees. 

3. Creates ill will among customers. 

Before undertaking the campaign, Ducommun’s man- 
agement, determined to get facts asked two questions: 

“How much do order writing errors cost us? 

“What can we do to eliminate or, at least, cut down on 
errors?” 

Finding the answer to the first question posed no 
problem. Figures were checked. Under the heading of 
“claims”, they had available the number of orders that 
resulted in credits being issued, goods exchanged, and 
supplementary charges being issued. 

Even though this check revealed that only a small per- 
cent of the more than 1,600 calls handled daily resulted 
in “claims”, Ducommun officials were satisfied that the 
campaign was worth while. They knew that it cost the 
company X dollars to handle the average order. They 
also knew that every time a claim was issued, those X 
dollars in order handling costs were doubled and, in 
some cases, trebled. 

For an answer to the second question—What can we 
do to eliminate or cut down on the number of errors?— 
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INSIDE SALESMEN not only listened at the training session—they discussed each 


point and contributed both suggestions and problems 


the Ducommun officials again approached the problem 
in a simple, commonsense manner. ‘They appointed a 
committee to lay the facts before the inside salesmen. 
By doing this they gained ideas on how to reach the 
“no-error goal” and at the same time, won the inside 
salesmen’s cooperation in the campaign. 

Serving on the Training Committee were: Russell 
Garetson, assistant sales manager; Miles Alexander, assist- 
ant manager of purchases; Richard Taylor, supervisor of 
inside sales; Joseph Rabb, market research director, and 
David Martin, training director. 

Under the overall goal, the training committee set up 
three sub-goals: 


1. To impress inside salesmen with the importance of 
care and completeness in writing orders, with particular 
emphasis on the “top of the order’, units and abbrevia 
tions. 

2. To show each man how he benefits by developing 
his own courteous manner of dealing with the customer. 
3. To assure that each man knows and can use the 
right methods in writing orders, dealing with inquiries, 
will-calls, COD’s, and other common problems. 


To reach these goals, the committee set up a two 
ession course with each session scheduled to last two 
The meetings were conducted by Richard Taylor, 
supervisor of inside sales, and David Martin, the train 
ing director. For the committee, it meant conducting 
four meetings—the inside salesmen were divided into 
two groups and each group, numbering about 20, attended 
two meetings. 

Salesmen’s participation in the discussions was an 
integral part of the course—and, the discussions led to 
adoption of uniform and practical procedures and prac 
Here are the conclusions reached as a result of 
the committee’s program: 


hours. 


tices. 


Importance of Being A Good Salesman 


“The telephone is a symbol of the one thing that 
has changed our world. That thing is rapid communica- 
tions. Pick up your phone and you can reach any cor- 
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ERRORS AFFECT ALL, Training Di- 
rector Martin tells telephone men. 


ner of our plant, any business firm in the city. 

“But, just having this phone on your desk doesn’t 
solve all your problems. We must know how to use it. 

“The telephone is, after all, just a tool. The people 
who use it best, profit most. 

“There's no need to point out how important the 
telephone is in our business. About 90 percent of our 
orders come in to you men. And we aren't alone. All 
over the country, business firms are finding that cus- 
tomers prefer to ‘shop’ by phone so they have built large 
telephone sales departments.” 


What Customers Expect 


“In our company we feel that there are three things 
we must offer if we are to keep customers calling us. 
These three things are: 

“1. Friendly courteous treatment. 

“2. Product knowledge. 

“3, Fast, accurate service. 

“It is the telephone salesman’s responsibility to see 
that the customer gets these things.” 


The Need for Accuracy 


“What can the telephone salesman do to help assure 
fast, accurate service? It’s pretty obvious that, if the 
order doesn’t get started right, it’s going to cause trouble 
all along the line. Mistakes can cost thousands of 
dollars a month. The confusion they cause slows down 
our whole organization. But worst of all, every error 
costs us the customer-confidence that we need so much. 

“Our Claims Department analyzes reasons for issuing 
credits. Here are the three largest headings: 

“Customer claims not as wanted. 

“Customer claims not as ordered. 

“Customer ordered in error. 

“These three items account for almost half of all the 
credits and supplementary charges issued. 

“Like a pebble in a pond, the effects of an error arise 
wave on wave—virtually every department is affected.” 

(Next page, please) 
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“WRITE THE ORDER RIGHT” (CONTINUED) 


MANAGEMENT MEN attended every training session 
Here are Miles Alexander, assistant manager of purchases, 


ind Russell Rising, manager of sales and purchasing 


Responsibility of Inside Salesmen 


“We can control or reduce all of the causes of credits 
by being more careful, and asking more questions.” 


How to Make a Good Impression 


In telephone selling it is important to make a good 

impression because 
Che customer won't deal with you, if you don’t. 
‘You can’t get to first base without the customer’s 
confidence 

And, you have to make that good impression just by 
what you say—or by what your customer hears or doesn’t 
hear. 

‘Besides telephone selling, there is another job where 
it’s important to make a good impression—by ear. That's 
in radio announcing. Here are some of the things we can 
notice about a good commercial radio announcer: 


“He’s prompt 

“He’s cheerful and alert 
“He’s friendly 

“He has a positive attitude 
“He-uses ‘vou’ and ‘we’ 


“THe choc ) 


s his words carefully 


“Radio announcers are careful about all these things 
because advertising men recognize that, to the audience, 
the announcer is the company. 

When a customer calls in and you answer to take 
his order, at the moment, YOU are Ducommun. He 
judges our whole company, our attitude—all these things 

—by what you do. And you have to do it all with your 
voice—with the way you speak—the words you choose. 

“That's a big order but it pays off. When a person 
gets so that he can choose his words and control his 
voice to make a desired impression, he’s got a power over 
a situation that not many people possess. So you benefit.” 


Arriving at an Understanding 


“Here are some of the things that can help you to 
arrive at an understanding with the customer: 


| FRIENDLY Cd J a 
ee eee Sn 


MAJOR POINTS made during the session and agreed upon 
by the inside salesmen are reviewed by Richard Taylor, 
Supervisor of Inside Sales 


“Speak directly into the transmitter. 

“Have the transmitter about one inch from your lips. 
‘Identify yourself. For example: ‘Sales—Johnson.’ 
“Make definite statements—avoid being vague.” 


Techniques for Using The Telephone 


“The ‘turndown’ is where your ability to make a good 
impression counts. The group recommends that you 
should avoid saying: 

“No 

“We don’t carry that line. 

“T don’t have it. 

‘Instead, make positive statements: 

“Our So-and-So—is the equivalent in our line. 

“I’m sorry but we do not carry water heaters. Thanks 
for thinking of us; you might try for them. 

“It’s the helpful attitude—that we approach that im- 
presses our customers.” 


Holding and Transferring Calls 


“Sometimes the impression we make depends on how 
we handie the call—when we have a customer ‘hang 
on’ when we mus? transfer him. As you know, when 
you're hanging on a phone, a minute seems like a long 
time. Without looking at your watches, try to guess 
when a minute is up. (Guesses ranged from 35 to 56 
seconds. ) 

“What can you do about it? The group recommends 
two things: First, let the customer know that it will 
take a minute—sixty seconds—or a minute and a half 
to make a check. Be definite; don’t say ‘Just a moment’. 
Secondly, if the time is really going by, cut back in and 
explain the delay. 

“When you return to the line, use some phrase to get 

your caller’s attention. 
' “Transfers can get a person riled, too. We've all had 
the experience of calling an office and explaining our 
business first to the operator, then to the receptionist, 
then to the secretary, then to the man in charge, and 
finally to the clerk who does the work. 

“It’s our policy to transfer as few calls as possible. 
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Information at Top of Order 


“The ‘top of the order’ includes all that information 
that we need to complete a transaction. With a few 
exceptions, every space should be filled in properly. Here 
are the things needed to fill in the top of the order: Your 
name; the name of the person placing the order; whether 
the customer uses purchase orders; whether charge or 
C.O.D.; time of writing orders—it’s needed for determin 
ing priority; firm name—be sure it’s spelled right; be 
sure if the order is ‘special’ or ‘back order’; phone num- 
ber on C. O. D.’s and call backs; full address with street 
or avenue; city—it’s needed for fastest delivery; carrier— 
if customer specifies it, indicate it; billing address—it 
may be different than delivery address; full description 
of items ordered—use correct units and abbreviations; 
whether tax (city tax) is to be added—we pay if customer 
should and doesn’t.” 


How to Get the Information 


“When we use a ‘tool’ as often as we use our phones, 
we develop habits. We hold the phone a certain way, 
we answer in a certain way, we use particular words over 
and over. 

“We can’t avoid the habits, but in order to make the 
best impression—in order to arrive at an understanding 

our job is to develop habits that work for us and not 
against us 

“How can you judge what will be the best thing to 
say; Here are some general rules: 

“Use YOU 

“Be helpful; show your interest 

“Assume the best 

“Let's go down your order sheet and see how we 
might apply these general rules to getting information. 
Listed below are some suggested phrasings—they are 
good examples of the application of an idea but you don’t 
have to use these exact words: 

“My name is . — (spell), and yours, sir? 

“Do you use order or requisition numbers? 

“May I have your phone number? 

“Let’s see if I have your company name spelled right 
(Spell) 

“IT want to be sure we have your name right. (Spell) 

“Your company’s name is? (Spell) 

“Your street number is .... (Repeat) 

“Your zone number? (To get city) 

“Are you in Glendale? 

“How shall we ship your order? Our Traffic Dept. 
will handle your shipment. 

“Tax or resale? 

“Have you an account with us? 

‘Is this a charge? 

“Shall we charge this to your account? 

“If you use confirming orders, will you please send it 
to my attention? 

These phrases are good examples of the application of 
an idea. Perhaps you won't use these exact words. That’s 
natural, your own personality should show through. 

“Of course everyone realizes you can’t go right down 
the form like this. It’s rarely necessary to ‘cross-examine’ 
a customer. You get the information as it is given to you, 
and then you fill in the blank spaces with a few well 
chosen questions. However, it pays to get certain in 
formation as soon as possible. If you can get the name 
of your caller right away, call him by name for the rest 
of the call and make a better impression. 


How to Handle Inquiries, Ete. 


“As the more experienced men know, the test of a 


telephone salesman is in the way he handles the things 
that are out of the ordinary. In such cases you're called 
upon to ‘think on your feet.’ The more difficult a cus- 
tomer’s problem is, the prouder you can be of handling it 
right. Here are seven things to remember: 
. Know just what the customer wants. 
2. Check stock if necessary. 
. Give him the price if he asks. 
.Don’t turn down any order on things we stock 
regularly. 
5. Get name, address, name of person on phone. 
. Advise outside salesmen about inquiries so they can 
follow up. 
“7, Suggest other sources if. we don’t handle the line. 
“Will Calls’ don’t give much trouble—if the orders 
get started right. What are some of the things we need 
to keep in mind about Will Calls? 
“Show time customer will be in. 
“Allow time for shearing, cutting—if in doubt call 
operations division. 
“C.O.D. orders give you a little more to do. What 
ire some of the most important thiags to remember: 
“Be sure it is C.O.D. Get a definite statement. 
“All C.O.D. Will Calls must be priced before leaving 
desk. 
“If the C.O.D. is to be delivered, get phone number. 
“No ‘specials’ C.O.D. without deposit. 


How to Handle Customers Complaining 


“It’s up to us not to let customers’ complaints develop, 
if we can possibly help it. Sometimes, however, the cus- 
tomer does get upset. How do you handle such a 
customer? Here are some suggestions: 


1. Apologize for er‘ors, 


2. Avoid lengthy explanations. 
3. Let the customer tell you all about it. 
“4 Turn attention to what he wishes to do as soon as 
possible. 

.Get all the information including name of firm, 
person calling, material, P. O. number, our order 
number and statement of what the trouble is. 

.Check with purchasing before telling customer he 
can return for credit. 

. Try for a reorder, but if he doesn’t want to reorder, 
transfer call to Claims Department.” 


Emergency Services 


“Our policy is to give every possible assistance to cus 
tomers. Along these lines we stand ready to serve him 
in any emergency. Let’s list the things we can do in 
an emergency: 

“Will cail after 5 p.m. 

“Will call on Saturday morning. 

“Special truck. 

“Immediate service on any Will Calls if no cutting, 
etc. is involved. 

“Davy or night, in case of a real emergency, some one 
can be reached who will give the customer what he 
needs. There’s only one caution—be sure it’s real. 

“In all these cases that are a little unusual, let’s 
remember that we have two problems: 

“To make a good impression 

“To get understanding. 

“When things aren’t going smoothly, the customer 
is likely to be more critical. And, let’s face it, you might 
be touchy yourself. But, the one who keeps his temper 
and keeps thinking is the one who gets his point of 
view across.” 

For list of abbreviations, see page 166) 
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THE WINNER of a recent “Sweepstakes”, Al Nelson, salesman for Warner 
Hardware Co., Minneapolis, claims sales contests create more of a selling spirit. 





NON-WINNER, Ed Patch, salesman for Warner Hardware, who has still to finish 


“in the money”, 


says sales contests develop a sell em more attitude. 


You've Got A Sure Winner 
lf You Try A Sales Contest 


That’s what these two firms say—they use contests 


to get new accounts, balance inventories, eliminate 


complacency and, of course, build sales volume 
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THE SELLING SPIRIT OF SALES- 
MEN at Warner Hardware Co., 
Minneapolis, is important to the man- 
agement even when sales volume is 
high. That’s why this firm stages its 
‘“‘Warner’s Sweepstakes” periodically. 
It’s a sales contest designed to put 
new life in salesmanship and stimu- 
late more sales drive in salesmen. 
The J. T. Wing Co., Detroit, is 

another firm that believes in sales 
contests as a sure way to reach sales 
department objectives. According to 
both these supporters of the sales con- 
test idea, there are a number of jobs 
the sales contest can handle efficiently 
in the industrial distributor's organi- 
zation aside from increasing sales vol- 
ume in general: 

. Secure new accounts 

. Reduce high inventories 

. Introduce new products 

. Stimulate complacent sales 

forces 
. Dispose of dated or obsolete 
merchandise 
Whether they've won or not, War- 

ner salesmen like the “sweepstakes”. 
Al Nelson, Warner salesman and a 
winner in a recent “Sweepstakes”, 
says sales contests very definitely cre- 
ate more selling spirit. Ed Patch, an- 
other salesman at Warner Hardware, 
who has yet to finish “in the money”, 
says that it makes the job that much 
more interesting. “The competition 
between the salesmen in the contest 
develops a sell ’em more attitude that 
really increases volume,” according to 
Mr. Patch. 


More Selling Power 


Noble Tune, salesman at the J. T. 
Wing Co., is convinced that sales 
contests add weight to his selling 
power, while Eli Phaneuf, another 
Wing salesman, likes the idea because 
it gives him a specific objective, a goal 
to “shoot at”, something to win. 
Both Wing Co. salesmen are sport- 
ing new suits to prove their point. 
The suits were purchased by Wing. 

In short, most salesmen like sales 
contest. They disagree with sales man- 
agers who dismiss the psychological 
viewpoint, the human side of selling. 
In other words, salesmen disagree with 
those who think that adequate com- 
pensation, name brand lines, a catalog 
and an occasional sales meeting are all 
that’s required to keep a sales force 
at a selling pitch. 

Selling, Aw all, is work to these 
salesmen. While they enjoy working 
at their jobs, like everything else, a 
steady diet of plain day to day “‘ped- 
dling” is like eating turkey in some 
form, everyday for a week after 
Thanksgiving or Christmas. Espe- 





SPORTING NEW SUITS as a result of reaching a sales 
contest objective, Noble Tune, (left) and Eli Phanuef, sales- 


cially in the slow seasons, the taste for 


selling dwindles, complacency sets in 
and sales vitality drops. As one sales- 
man put it, “Some kind of diversion 
is necessary, human nature shouldn’t 
be like human nature in the selling 
game—but it is and it’s here to stay. 
A sales contest is the answer, it’s a 
good stimulant for salesmen.” 

Warner's sales contest lasts three 
months. [he entire outside sales 
force participates, trying to reach a 
projected sales goal based on indi- 
vidual sales quotas representing a per- 
centage sales increase over the same 
months in the previous year. The 
sales progress of the individual sales- 
man is recorded on a felt covered 
board decorated to represent the 
sprint section of a race track. 

Each salesman is represented in the 
race by a small plastic animal figure 


which is advanced once every fifteen 
days in relation to his contest volume. 
Every salesman has an equal oppor- 
tunity to win one of four prizes which 
might include a television set, a radio 
combination, a portable radio or a 
casting rod. A booby prize is tossed 
in for laughs, a recent one being a 
hand warmer with which the low man 
could thaw out his order writing hand. 

Dave Piggot, sales manager for the 
J. T. Wing Co., warns that salesmen 
can tire of the sales contest idea. 
“If they are staged too often,” he 
says, “the contest idea loses its power 
as a sales producing tool.” For this 
reason, sales contests at the Wing Co. 
are run-off in a more unorthodox 
manner. They take shape unexpect- 
edly and usually as a result of some 
difficult sales objective that’s revealed 
at a sales meeting—like reducing a high 


men for J. T. Wing Co., Detroit, like sales contests because 
they add power to a sales drive. 


inventory. 

Here the sales contest takes on a 
sporting flavor. Dave Piggot bets his 
salesmen a new suit or a hat that 
they can’t equal their sales volume 
average taken from the individual best 
four months in the previous year. 
They thrash out the rules of the con- 
test between themselves, always a stim- 
ulating discussion which generates a 
selling spirit. They arrive at some 
conclusion as to the duration, method 
of scoring, etc., and the contest is on. 

Mr. Piggott believes that salesmen 
wouldn’t be salesmen if they didn’t 
enjoy competition. ‘Competition in 
a sales contest is equally healthy for 
sales. It creates a ‘team feeling’ among 
salesmen. It’s a matter of incentive. 
Give salesmen a sporting proposition, 
an objective and watch them go to 
town”. 








When: 
Where: 


Hotels: 


Triple Industrial Supply Convention 


Atlantic City 


Traymore, Claridge, 


Marlborough Blenheim 


May 22, 23, 24, 1950 
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CRACKING TOWERS of Aetna Oil Co., Louisville, Ky., 


symbolize the refinery 


industry and sales opportunities for enterprising supply salesmen. 


Oil Refinery Uses Wide Range of Supply Items 


Wuen Roserr R. SHELLHAMMER, 
salesman, Louisville Mill Supply Co., 
Louisville, Ky., wanted to know what 
industrial supply items are used by oil 
refineries, he inspected the plant of the 
Aetna Oil Co., one of his customers 
He learned not only what industrial 
products are used but also how they 
are used, in oil refineries 
Seeing products used, Mr 
hammer 


Shell 
a more lasting im 
pression than reading industry prod 
uct lists. Knowledge 
is increased which, in turn, improves 
one’s capacity for serving customers 
In his tour of the Aetna refinery, 
Mr. Shellhammer was accompanied by 
Ralph C. Hentscher, field representa 


said, leave S 


of applications 
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tive of Manning, Maxwell & Moore’s 
ind gage divisions. Mr. Hent 
familiarity with the various 
valves—alloy and_ stainless 
steel, bronze, cast and forged steel, 
iron body—was helpful in pointing out 
particular applications. The same was 
true with respect to gages. Refineries, 
he learned, have considerable use for 
iutomatic control instruments 

While considerable attention was 
focused on valves and gages, Mr. Shell 
hammer observed sales possibilities for 
ther products in the industrial supply 
line. The plant inspection was made 
in detail. Each phase of operation 
pre-heating, de-salting, — stabilizing, 
pumping, transfer—was analyzed for 


\ ilve 
scher’s 


types of 
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STOCK check by R. R. Shellhammer 
and R. C. Hentscher precedes Tour. 


DE-SALTERS 


ments, valves, tubing and fittings 


need control instru- 


salable products. 

The results revealed that far more 
than valves and gages, pipe and fittings 
are necessary for efficient operation of 
a refinery. A list of items includes: 
blowers and exhaust fans, refractories, 
steam and air traps, power transmis- 
sion products, fire extinguishers, graph- 
ite, insulation, packing and _ gaskets, 
pipe tools, centrifugal pumps, copper 
ind brass tubing and fittings, hand 
and lift trucks, hand tools. 

Other items, used to a lesser extent 
but nevertheless necessary, included: 
portable electric drills, cutting tools, 
lubricating equipment, paint brushes, 
protective coatings, rotary pumps, pipe 
joint and cleaning compounds, air 





jee ; 


§. PRE-HEATING section points up use 


PUMPS WORK in oil refineries and are driven by electric motors involving use of 
wf refractories, valves, gages. 


power transmission products such as clutches, couplings, sheaves. 





STABILIZER requires recording ther- 


mometer, gages, traps and valves. tools 


I'RANSFER manifold for distributing finished products was put together with pipe 


In some cases welding fittings are used. Wrenches are handy tools here 


compressors, hoists, hose with cou- 
plings and fittings, sheaves, nuts, 
washers, wire wheel brushes. 

The plant visit was made more in 
structive and profitable by the cooper- 
ation of H. S. W. Lacefield, refinery 
engineer. Mr. Lacefield explained the 
processes and equipment, showing how 
industria! products applied 

Mr. Shellhammer takes similar in- 
terest in other industries represented 
in the Louisville area. These include 
distilling, tobacco, aluminum process- 
ing, petroleum products, farm imple- 
ments, textiles, railroad shops. 

Although the presence of a manu- 
facturer’s field representative is always 
helpful, Mr. Shellhammer does not 
hesitate to make a plant tour alone. 
The visit always gives him a clearer 
picture of how the products he sells 


p INTERVIEW with H. S. W. Lacefield, refinery engineer, gives Robert Shellhammer 
fit into an industry's operations 


and Mr. Hentscher a chance to inquire about strict maintenance needs 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1950 





This Man’s Opinions 
Will Affect 


Government Policies 


On Business 


Here’s What He Thinks Of: 


Copyright by Harris & Ewing 


Secretary of Commerce Charles Sawyer 


Distribution and Salesmanship 


PRESIDENT TRUMAN recently di- 
rected Secretary of Commerce 
Charles Sawyer to “take the lead 
in designing a program to pre- 
serve and strengthen free enter- 
prise.” In line with the directive, 
the President’s Committee on 
Business and Government Rela- 
tions was formed with Secretary 
Sawver as chairman. : 

Other members of the com- 
mittee include Attorney General 
Howard McGrath,  vice-chair- 
man; Lowell B. Mason, acting 
chairman of the Federal Trade 
Commission, and Leon D. Key 
serling, acting chairman of the 
Council of Economic Advisers. 

As a Cabinet member and 
chief adviser on Government 
policies toward business mono- 
poly and = unfair competition, 
Secretary Sawyer is in a strategic 
position to inspire or discourage 
confidence among businessmen. 
Industrial distributors, particu 
larly will be interested in his 
opinions on distribution. 

Some of Secretary Sawver’s 
ideas about distribution were re 
vealed recently in a talk before 
the Outdoor Advertising Asso 
ciation of America in Detroit. 
Excerpts from this talk are pre 
sented here as answers to ques 
tions, questions that are upper 
most in distributors’ minds 


Why is the importance of 
Distribution constantly over- 
shadowed by the emphasis on 
Production? 


In the last half century we have 
made tremendous progress in reducing 
the unit cost of the goods turned out 
by our factories. We are justly proud 
of the tremendous advances we have 
made through the use of mass produc- 
tion methods and the application of 
modern science. Our pride concerning 
our genius for production sometimes 
leads us to underestimate the impor- 
tance of distribution. 

In part, this emphasis upon produc- 
tion results from our experience dur- 
ing the war when our great effort was 
to produce the things we needed. to 
defeat the enemy. As we approach 
normal conditions of production and 
distribution in a competitive peace- 
time economy, more and more people 
ire turning their attention to the role 
of distribution in maintaining our 
prosperity and stimulating further 
growth in our economy. 


What is the role of Distribu- 
tion in maintaining prosper- 
ity and in relation to Produc- 
tion and the Consumer? 


Some have said that vigorous selling 
ind marketing of goods is the whole 
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answer to the problem of assuring 
prosperity. This, of course, is wrong. 
Prosperity is the result of many forces 
working toward the same end. The 
producer must supply goods in sufh- 
cient quantity and of a quality to 
satisfy the consumer. The consumer 
must have sufficient purchasing power 
to buy the goods offered for sale. We 
have learned from our experience dur- 
ing the first half of this century that 
when any one of these elements is out 
of balance with the others, the stabil- 
ity of our economy is threatened. We 
have learned much about the way in 
which inflation can result from inade- 
quate production. We have learned 
how hard it is*to increase consumer 
incomes ina time of depression. 

At the present time, as I have said, 
the people of the United States have 
a large amount of liquid assets which 
can be spent for the goods and services 
we produce. As this money is spent 
it will in turn generate more purchas- 
ing power, more investment, more ac- 
tivity throughout our economy. 

The various segments of our distri- 
bution system carry a heavy respon- 
sibility for maintaining and increasing 
consumer expenditures. When we talk 
of maintaining balance among the 
major groups participating in the 
building of a prosperous America, we 
are talking not about a static balance 
but about a dynamic balance. Dis- 
tribution can provide the stimulus— 





the dynamic forward movement of our 
economy. 


What accounts for the gen- 
eral failure to appreciate the 
importance of Distribution 
in maintaining our standard 
of living? 

Most of us take our distribution 
system for granted. We are accus- 


tomed to the manifold conveniences ~ 


of our highly intricate system of con- 
veying goods from the assembly line 
to the corner store, the neighborhood 
service station, the restaurant. During 
the war and the early postwar years 
we realized with some surprise that 
we could not always buy the kinds of 
goods we wanted when we wanted 
them. We realized for the first time 
the tremendous convenience provided 
by our systems of production and dis- 
tribution working as a team. 

As we sit in our homes reading our 
magazines and newspapers or listening 
to our radios, or when we drive along 
our streets and highways, we have 
spread before us by our advertisers the 
whole range of goods and services our 
economy has produced. With a mini- 
mum effort we can telephone or 
visit the nearest retailer and buy the 
things we need. We sometimes forget 
that an important part of our standard 
of living in America is the convenience 
of knowing about the goods we can 
buy and being able to buy them 
quickly. We also forget that adver- 
tising, retailing, wholesaling, and trans- 
portation have been crucially impor- 
tant in building the American mass 
market. The mass market in turn has 
enabled our manufacturers to produce 
goods more and more efficiently. 


What is the basis of the 
charge that Distribution 
Costs are too high? 


Distribution costs have always been 
a favorite target for the radical. We 
hear much about the spread between 
the production cost of goods and the 
cost to the consumer. This spread, 
according to some, is unnecessary. 
They say we are cancelling the gains 
we make through low-cost mass pro- 
duction by permitting our distribution 
system to become too elaborate and 
too costly. This serious criticism 
should not be disregarded. It should 
be answered with facts and careful 
analysis. 

It may be well to point out to, or 
perhaps remind, the critics that our 
system of distribution is providing the 
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American people with a wide range of 
service, and they cannot expect to get 
this service for nothing. Fresh fruits 
graded and packaged, rapid shipment 
across the country, refrigeration, sales 
at the handy nearby store or market, 
extensive advertising which lets the 
customer know what is available—all 
of these facts and hundreds more must 
be kept in mind when facing a com- 
plaint that distribution costs are high. 

Some months ago a friend of mine 
who owns an orange grove in Florida 
but who lives in New York, com- 
plained to me that he sold his oranges 
so cheap in Florida but paid so much 
to get them in New York. He was 
sure that someone in between was 
making an inordinate profit. 

My comment was that if this in- 
ordinate profit was available, why did 
he not make it himself? He did not 
follow my suggestion; but he did get 
the point. Many things were done 
with his oranges between Florida and 
New York City. 

It is the things that are done be- 
tween the point of origin and the 
point of purchase which makes up the 
costs complained about. These costs 
may or may not be too high. We in 
the Department of Commerce are 
undertaking to survey this whole prob- 
lem of distribution costs. If we are 
given sufficient funds our survey will 
be wide and comprehensive. It is 
fairly obvious, however, that if the 
profits are as extravagant as some 
claim, the normal processes of compe- 
tition would bring smart operators into 
the field to pick off at least a part of 
these extraordinary profits. 


What measure should be used 
in determining whether or 
not Distribution Costs are 
too high? 


In examining the costs of distribu- 
tion as compared with the costs of 
production we must remember that it 
is the gains in the total standard of 
living that count. One of the best 
examples I know to illustrate this 
point concerns the production and 
distribution of automobile tires. In 
1921 a tire was a major expense—and 
a set of tires was virtually a capital 
investment. In the next decade great 
improvements were made in all phases 
of the tire industry. Better sources 
of rubber were developed. Factory 
technology was vastly improved, and 
marketing techniques became better 
and more efficient. By 1933 the price 
of tires had declined by at least 50 
percent. And the quality had been 
vastly improved. The cost of produc- 


tion and the cost of raw materials 
dropped much faster than the cost of 
distribution. 

It was the elaborate new system for 
distributing tires, however,—including 
advertising, transportation, wholesal- 
ing and retailing at hundreds of thou- 
sands of service stations and other 
outlets that had helped to create a 
tremendous mass market for tires. The 
existence of this mass market made it 
possible to develop vastly cheaper 
methods of producing, processing and 
manufacturing rubber into the final 
product. 


What is the proper approach 
to the problem of distribu- 
tion costs and their relation 
to prices? 


Our approach to the problem of 
distribution costs and their relation to 
retail prices must be based firmly on a 
realization of the role of distribution 
in stimulating mass consumption. As 
our economy has expanded, the pro- 
portion of the consumers’ costs that 
can be traced to distribution has, in 
general, grown larger. 

This does not mean that the mar- 
keting of goods is inefficient. Neither 
does it mean that marketing is less 
efficient than production. Mass pro- 
duction is normally concentrated in 
certain fixed centers of activity. Dis- 
tribution, on the other hand, is an 
activity that becomes more and more 
widely dispersed—more and more 
ramified and complicated. Every in- 
crease in our population, every geo- 
graphical expansion of our market, 
every increase in the variety of goods 
and services offered has added more 
tasks and costs to the total job of dis- 
tribution. When millions of people 
move to new areas, as they have moved 
to the West Coast in recent years, 
many costly adjustments must be 
made in our marketing machinery. 
The criterion of the efficiency of dis- 
tribution is the steady lowering of 
prices to the consumer—in terms of 
what his wages will buy. 


How can distribution costs 
be lowered? 


In general, the lowering of distri- 
bution costs is to be achieved through 
the normal method—competition 
among distributors. The door is al- 
ways open to those who believe they 
have a way of bringing goods to the 
consumer at a lower cost than other 
businessmen. Many improvements in 
retailing methods have been made in 

(Continued on page 164) 





THE FIRST VETERAN hired under the new job training ind G. D. Lightner, personnel manager. It took less than a 
program at Mid-Island Supply Co., Long Island City was month to win VA approval for the 2-vear program outline. 
ex-Navy man Bernie Cutrera. He’s at his second interview, His pay? The VA sponsors a certain amount; Mid-Island 
ield with George Treacy, Jr., president; Joe Brosch, buyer; foots the remainder, eventually absorbs the full expense 


G. |. Joe into John Q. Salesman 





When a distributor with twelve salesmen 
on the payroll brings half of them in under 
a VA-approved on-the-job training program 
for veterans, it can be an expensive proj- 


ect—if it should fail. If it succeeds, how- 


ever, as it has at the Mid-Island Supply Co.., 


Long Island City, N. Y., it’s a different story. 
Here, briefly, is how George Treacy, Jr.. 


president of Mid-Island, got his project, a 

ON HIS WAY under full sail, Mr. Cutrera learns from 
year-and-a-half old, underway and paying off. Stockroom Manager Joe Ward what it is, where it’s stocked, 
ind how it’s used. Mid-Island will develop the ex-Navy 
man’s weak points; guide him in the strong ones—and expose 
1im to every aspect of the firm’s operations 
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BOOK LARNIN’, with a helping hand through the catalog 
Brosch, comes hard to the service vet, but he’s 
fast. “Bernie learned his way in three weeks,”’ Mr. Brosch 


from Joe 


reports. “We let him dig it out himself 


was then. He’s got what Mr. Treacy calls ‘sales sense’ 


OUT SELLING THE FIELD, Bernie Cutrera calls on the 
p. a. of a plant, vernier in hand for a working demonstra 
tion. He talks little; shows much. “If they don’t want it,” 
he learns, “all your talk will get you nowhere.” Old items, 


he finds, are still the best sellers and “repeaters.” 


CHALK TALK at a mock sales meeting with a manufac- 
turer’s man, briefs Bernie Cutrera on precision dies. E. L 
Rice Jr. of Greenfield Tap & Die is on the blackboard. In 
the ficld with the new salesman, Mr. Rice looks on and 
advises; steps in only when things get rough for the veteran. 
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He knew where it 


GOING IT ALONE, the stock-wise and catalog conscious 
veteran has moved out front and begins to know some of Mid- 
Island’s customers by sight and name. He's making friends; 
setting himself up for his first calls outside the store. At this 
stage he has a full year of intensive training behind him 


OUT BACK IN THE SHOP, Salesman Cutrera gets the 
foreman to shut down his machine as he explains precision 
measurement made possible with his gage. Again he doesn’t 
talk much; letting the product sell itself. But wherever he 
goes he carries something more than his order pad with him 


COMING ABOUT FULL CIRCLE, the ex-Navy man is 
enlisted in training the latest recruit under the program, 
Frank Hyland, ex-paratrooper. Neither serviceman had had 
previous mechanical training; no special aptitude. The other 
four trainees have only a smattering of technical know-how. 
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McJUNKIN SUPPLY OPENS ITS... 


“Office and Warehouse 


WmItH THE COMPLETION of a new two-story office and 
warehouse building, McJunkin Supply Co., Charleston, 
W. Va., now has centralized its facilities. Offices formerly 
were located in a downtown office building but now are 
adjacent to the company’s warehouses, shops and pipe 
yards, in the industrial section of the city. 

I'he new building adds 32,000 sq. ft. of warehouse 
space to McJunkin’s facilities. The first floor of the new 
building is given over to display space, a sales counter, 
and warehouse space. Offices are located on the second 
floor in the front of the building; the back half of the 
second floor is additional warehouse space. 

One of the features of the new building is the display 
area; it runs entire length of the building and is 30 feet 
deep. The entrance on the right side of the building 
leads directly into the display area and sales counter; 


INVENTORY CONTROL is handled in the center of the 
office. Clear glass partitions separate the offices. The build- 
ing is air-conditioned, has fluorescent lighting. 


of the Future” 


on the opposite end of the building there is another 
entrance which opens on a circular staircase to the offices 
but there also is an entrance to the display area from 
the first floor foyer. 

At the head of the circular staircase there is a waiting 
room equipped with modernistic furniture and illumi- 
nated by indirect fluorescent lighting. The receptionist 
has a dual job—handling company’s switchboard. 

Private offices for officers and department heads line 
the front and right side of the building. In the center of 
the office area are the various departments such as 
accounting, inventory, engineering, etc. 

Inasmuch as the building is located in an industrial 
area, a completely equipped kitchen has been installed 
for the use of employees. 

Entrance to the warehouse area can be gained from 


GUIDES for the open house tour included these three salés- 
men who are behind the new sales counter. Note the photo- 
murals above the stock shelves. 
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THE SECOND FLOOR of the new McJunkin Supply Co., 
building contains both office and warehouse space. Note the 


either side of the building on both floors. There is an 
elevator and a stairway located in the center of the ware- 
house. 

Ample parking space for both employees and custom- 
ers is provided on the right side of the building where 
there also are four receiving and shipping platforms. The 
two receiving platforms are lower than the shipping 
platforms. The difference in height takes care of the fact 
that when a truck pulls up to the receiving platform it is 
loaded and therefore is lower while a truck at the load 
ing platforms is empty and therefore rides higher. The 





MANUFACTURERS’ MEN were numerous at the open 
house. Here’s a group gathered around the desk of McJun- 
kin’s general purchasing agent, J. H. West. 


location of the outside salesmen’s desks, right near the en- 
trance and within sight of the telephone operator, 


platforms, though, can be used for either receiving or 
shipping and this takes care of trucks of different tail- 
board height. There is a fifth loading-receiving platform 
in the back of the building. 

To mark the centralization of facilities, McJunkin 
Supply conducted an open house for customers and 
manufacturers. Salesmen and office employees served as 
receptionists and guides. Several hundred attended the 
affair which started at 4 p.m. and lasted until late in 
the evening; a buffet supper was served in the second 
floor warehouse at 6:30 o'clock. 


1 


EXECUTIVES of the Charleston firm gather in the presi- 
dent's.ofice. They are H. B. Wehrle, president; G.°S. Heér-’ 
scher, ex. v.p.; R. L. Gibbs, treas.; S. A. Hawkins, v.p. 
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Stock No 


#X46 Ext. Rule 





ANSWER product and price inquiries 


G. Price 


Williams, treasurer; . . . 


#41 10" Outside Calipers 
#42 4" Inside Calipers 
#42 6" Inside Calipers 
#42 8" Inside Calipers 


#42 10" Inside Calipers 3. 


Sales Price fa Stock Wo 





3.18 2155 


1.81 2156 
2.09 2157 
2.38 2158 
18 2159 
2160 


216] 


CHECK product entries by Virginia 


Thornton, inventory clerk; and 


Page 32 


Sales Price ka 





100' Steel Tape 
Caliper Rule 
Caliper Rule 
Slide Calipers 


Slide Calipers 





Slide Calipers 


PRICE promptly and accurately by 
l'om Callahan at the counter 


Own Stock List Boosts Efficiency 


A SIMPLI and INC xpensive way of in 
suring nomenclature of stock 
items is used by American Machinery 
Supply Co., Atlanta, Ga. Description 
of any item to be entered on any sort 
of record, whether it be a requisition 
slip at the inventory control desk or a 
customer’s invoice, is secured from a 
arefully prepared company stock list. 

The benefits of uniform descriptions 
of products, said C. W. Brooks, Jr., 
president, cannot be overestimated. 
The use of standard nomenclature in 
describing all products by every em- 
ployee who has occasion to make a 
written record of products is possible 
through the use of the stock list. The 
list has minimized errors in making 
perpetual inventory records, stock pur- 
chasing, stock checking, pricing, writ- 
ing and filling orders. 

Although the preparation of the 
company stock list is a_ relatively 


prope I 


80 


simple matter, Mr. Brooks and G. 
Price Williams, treasurer, did a little 
planning which contributed to the 
list’s efficiency. The list itself is a 
simple tabulation of the proper de- 
scription or nomenclature of the prod- 
uct, an assigned stock number and 
sales price per each. The inclusion of 
the sales price expanded the use of the 
list to pricing and answering inquiries, 

Product groupings and sequences 
used in the perpetual inventory were 
followed in arranging the list. Each 
item was then arbitrarily assigned a 
company stock number. The stock 
numbers were also entered into the 
perpetual inventory record, facilitating 
the writing of requisitions. 

Wherever a manufacturer used a 
series of stock numbers, the sequence 
of these numbers was followed in as- 
signing company stock numbers. For 
example: if a manufacturer’s series ran 


from 7600 to 7700, American Machin 
ery Supply’s numbers would run from 
2100 to 2200. 

When finished, the list was multi- 
graphed on standard 84 by 11 in. 
sheets and placed in a_loose-leaf 
binder. Tabs on the sides of the sheets 
divided the pages into the same gen- 
eral product groupings as used in the 
perpetual inventory record and in the 
same order. 

Enough company stock lists were 
prepared to distribute to all personnel 
connected with making a_ product 
record in writing. This includes Mr. 
Brooks, Mr. Williams, the inventory 
clerk who checks invoices and orders 
and prepares purchase requisitions, in- 
side salesmen, order-writers, outside 
salesmen and counter salesmen. On all 
paper records of products, the stock 
number accompanies the proper de- 
scription. 
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SURVEY OF DISTRIBUTORS REVEALS 


What’s Wrong With Sales Meetings 


Distributors hit at lack of preparation, poor speech 


training on part of manufacturers’ representatives 


‘A WASTE OF TIME” or “fair” are the terms used to 
characterize more than 37 percent of manufacturers’ sales 
meetings for distributors, in a recent survey conducted 
among industrial distributors by Geare Marston, Inc., 
Philadelphia advertising agency. 

QOuestionaires, designed to find out what distributors 
think is lacking in manufacturers’ participation in dis 
tributors’ sales meetings, were mailed to more than 250 
industrial supply firms. The distributors were asked in 
the survey to note the number of sales meetings held 
for them last year by manufacturers, to rate them, to 
list the manufacturers who conducted outstanding meet 
ings, and to list the principal shortcomings of the 
meetings. 

Distributors reported on 773 sales meetings during 
the year, and a tabulation of the questionaires showed 
that the meetings were rated as follows: 

Outstanding 

Good 

Fair 

Waste of Time......... 

Seventy-four manufacturers are mentioned one or more 
times as having conducted outstanding sales meetings for 
the distributors, the great majority being mentioned 
only one time. Four manufacturers are mentioned five or 
more times by distributors. 

It is in the “distributor comments” section of the 
survey that the principal shortcomings of manufacturer 
distributor sales meetings are exposed. Some few dis 
tributors blame their own lack of facilities for poor sales 
meetings, but the majority ($1%) place the responsi 
bility for poor meetings directly on the manufacturers 
Lack of Planning Chief Drawback 

"he most frequent complaint is lack of planning on 
the part of the manufacturers representatives who speak 
to distributors’ salesmen. Representatives attempt to 
hold meetings without an elementary outline. 

Another serious problem insofar as the distributors are 
concerned is the fact that seemingly many of the men 
who are delegated by the manufacturer to hold dis 
tributor sales meetings do not have an adequate knowl 
edge of their own products. One distributor summarizes 
the situation by saying, “How can distributors’ salesmen 
be expected to sell the product to potential users if the 
manufacturer’s salesmen themselves could do no more 
than parrot a few brief phrases from the catalog?” 

Even in many of the cases when the manufacturer's 
man has prepared his talk well and has an adequate 
knowledge of the products concerned, he is unable to 
address a group of the size of a typical distributors’ sales 
meeting and express himself interestingly, coherently, 
and to the point. Most distributors feel that it is im 
portant for the manufacturers to provide their men with 
a grasp of the fundamentals of group speaking, or else 
the effect of what their representatives say is lost in a 





Individual distributors feel this way: 

“I have been in this business 42 years. I never have had 
any confidence in manufacturers holding on-the-spot meet- 
ings with our salesmen, for the reason that they cannot 
absorb all that these men talk about in so short a time. 

“My best results are derived from having the sales repre- 
sentatives go out with our salesman where they have a 
select list of prospects for this particular article. Therefore 
no time is wasted by just making regular calls where about 
809% do not have use for these articles.” 

* * & & 

“We seem to do pretty well, usually have demonstra- 
tions, movies, etc. We seldom have a poor meeting. How- 
ever, there are a lot of manufacturers who never ask to 
hold a meeting and probably wouldn’t know how.” 

* * & & 

“In my opinion the fault is with the distributor, and not 
the manufacturer. The distributor tries to crowd too many 
factory representatives in too short of time. The repre- 
sentatives cannot cover their respective subjects in one to 
two hours of allotted time.” 

* * & & 

“We have told our sources of supply that we want our 
meetings to be serious and gave them an outline of what 
we want to cover in the meetings aud the meetings have 
improved in quality. We are not looking for entertain- 
ment, we want all the information we can get.” 

* *¢ & *€ 

“Most meetings put on by manufacturers are not pre- 
pared in advance, and are put on in a ‘slipshod’ manner. A 
good meeting must be well prepared in advance. Most 
manufacturers’ men calling on us are not capable of getting 
on their feet and speaking before a group, and imparting to 
that group the knowledge and enthusiasm needed to make 
such meetings a real success.” 

* *£ & & 

“We hold many meetings conducted by manufacturer’s 
representatives and honestly say most are all we expect 
them to be.” 











bog of cliches aud poor speech mannerisms 

Another weak point, according to the survey, is the 
lack of ability of the manufacturers’ men to demonstrate 
and explain the use of the product or sales aid discussed. 
Demonstrations of the product tend to be either too 
technical or too general, and in either extreme they fail 
to equip the distributor salesman to do an effective 
selling job 

A final criticism listed by the survey is that many 
manufacturer conducted sales meetings are too long 
and try to cover too much ground. When the manufac 
turer’s representative is both negligent in the preparation 
of his material and unable to present it concisely, the 
meeting drags and attention lags. The attempt to cover 
too much ground results in the distributor's salesmen 
being presented with information so hurriedly that they 
are unable to remember or make use of it. 
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KEY TECHNIQUE is having students enact roles of cus- PRE-APPROACH is next selling step, where all data on 
tomer and salesman. Instructor Bove demonstrates “prospect- prospect is gathered and analyzed. Salesman then makes calls 
ing” to Kenneth Rinehart, Canton Drop Forging & Mfg. Co. armed with enough information to help with sales talk. 


School Bells Ring for Distributor Salesmen 


FIRST CONTACT with customer comes with approach, PRODUCT DEMONSTRATION, answers questions and 
when salesman attempts to sell himself to George Coombe, meets objections. Interview in class is picked up by wire 
acting as customer. After salesman breaks ice, he goes into. . recorder. If possible, salesman clinches deal by. . . 


CLOSING SALE on the spot, doesn’t leave customer to PLAYBACK on recorder, makes suggestions and criticisms. 
“think it over”. Mr. Bove feels only successful call is one Newark supply salesmen here are (standing, left) John Camp- 
ending in sale. After demonstration, class listens to. . . bell, Archer and Roy Ludlow of Abrasive Machine & Supply. 
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Newark, N. J., salesmen spend 
evenings at Rutgers Univer- 
sity salesmanship courses, ap- 
ply what they learn during 
day. Results: Sales are up 


SCHOOL Days may have ended a long 
time ago for most men working with 
industrial supplies, but there is a group 
of distributor salesmen in Newark, 
N. J., which still attends classes regu- 
larly. A series of night courses in sales- 
manship, designed for men already in 
the selling field and offered by Rutgers 
University, is responsible. — 

The courses are the result of work 
done jointly by the Newark chapter of 
the Sales Executive Club, Rutgers and 
P. W. Bove, a service staff supervisor 
of the New Jersey Bell Telephone Co., 
who was drafted to teach two of the 
classes. The courses were inaugurated 
last September, and since then enroll- 
ment has mounted to 200, with about 
15 percent of these in the industrial 
supply field. 

Mr. Bove, whose occupation is train- 
ing men to sell equipment and service 
for the telephone company, is a Har 
vard graduate who learned selling the 
hard way. He started out in the family 
grocery store, worked his way through 
college by selling advertising, and has 
spent eighteen of the subsequent years 
training more than 3,000 men for the 
selling profession in various industries. 
This experience made him a logical 
choice for the position of instructor. 


Practice Interviews Recorded 


Distributor salesmen and their fel- 
low students in Mr. Bove’s classes are 
coached in the basic points of selling 
by a “do it yourself” technique, in 
volving practice interviews between the 
salesman and “prospect”. These inter- 
views take place during class meetings, 
ind are preserved on a wire recorder. 

\fter completion of an interview 
and the playback, the salesman is given 
first chance to criticize his own’ per- 
formance; a general class discussion 
then picks up the mistakes the sales- 
man misses. The class then moves on 
to the next interview, with the sales- 
man from the previous interview be- 
coming the “prospect”. This process is 
repeated until everyone has been 
drilled in the application of proper 
selling techniques. 

One of these techniques which Mr. 
Bove stresses heavily is “prospecting” 
to eliminate wasted time and effort. 
He suggests that salesmen list all pos- 
sible customers in their territories, 
and then systematically drop from the 
list unlikely prospects. 


DISTRIBUTORS and salesmen talk between courses at recent meeting of North 
Jersey Industrial Supply Association in Newark, N. J. Meeting was presided over by 
President Jack Madsen, while P. W. Bove, salesmanship instructor, made main address 


This “weeding out” process leaves 
the salesman with time to arm himself 
with all available information about 
the remaining prospects, generally 
making for more efficient use of time 
and more productive calls. 


Class Movies Made 


After salesmen-students have been 
thoroughly grounded in these and 
other important selling techniques, Mr. 
Bove shifts the emphasis in selling in 
the second semester from what the 
salesman says, to how he conducts 
himself during the interview. The wire 
recorder of the previous semester is 
supplanted by moving pictures of prac- 
tice interviews, with subsequent dis 
cussions of personal habits and man 
nerisms which are shown up on the 
screen. The combination of the wire 
recorder and moving picture camera, 
Mr. Bove feels, allows each salesman 
to clearly see and hear his faults, while 
class discussions make proper methods 
of selling stick in everyone’s mind 

A number of sales managers are en 
rolled in the course, looking for new 
ideas. They, as well as salesmen in the 
classes, are asked to apply each ses 
sion’s lessons to their selling jobs dur 
ing the week and report on the results 
at the following meeting. Thus far, 
a marked increase in sales has been re 
ported by a majority of the men. 

Teaching salesmanship is only onc 
of Mr. Bove’s activities in the selling 
field. He recently extended sales helps 
to distributors beyond the scope of the 
classroom when he addressed a meet- 
ing of the North Jersey Industrial 
Supply Association in Newark. Because 
of his position with the telephone 
company, and also because a very high 
percentage of sales of industrial supply 
items is made through use of the tele- 
phone, he talked to the distributors 
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about “How to Use Your Telephone 
to Help Increase Sales.” 

In the address, he gave special atten- 
tion to the subject of answering gen- 
eral inquiries by telephone. He stressed 
that the prospect who is inquiring is, 
in general, ready and able to buy. Mr. 
Bove stated that only by handling the 
prospect's Inquiry with the attention 
that a potential sale demands, can the 
distributor convert the “buying frame 
of mind” that prompted the call into 
‘buying action.” 


Eight Common Faults 


“In analyzing thousands of actual 
inquiries in the industrial supply busi- 
ness and other similar businesses and 
the manner in which they were han- 
dled,” said Mr. Bove, “it has been 
found that there are about eight de- 
finite faults that frequently prevent a 


« sale but which could easily be over- 


come by proper attention.” 

He listed them as (1) indifference 
to customer's call, (2) putting too 
much emphasis on what the salesman 
has to sell and not enough on what 
the prospect wants or needs, (3) neg- 
lecting to get the prospect’s name and 
address, (4) improper handling of the 
prospect who expresses interest in price 
alone, (5) failing to control the con- 
versation and to direct it toward a sale, 
(6) failing to employ the voice to best 
advantage, (7) contradicting and ar- 
guing with customers, and (8) not 
keeping promises 

“What must be realized,’ con- 
cluded Mr. Bove, “is that the pros- 
pect’s impression almost entirely de- 
pends on what you say and how you 
say it over the telephone. To the party 
calling, you are the company. His de- 
cision will be based on little things. 
But, in vour business, it is the little 
things that make the big difference.” 
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How Are Your Assets Apportioned? 


Survey of balance sheets of 29 distributors reveals allocation of assets. 


Averages provide yardstick for appraising distribution of resources in your firm 








The Average 


Has this% 
of its $: 


15 





15 











49 

















U 





Supply Firm 
Invested 


in: 


Cash 


Receivables 


Inventory 


Fixed 
Assets 


Other 
Assets 








FOR A NUMBER OF YEARS INDUSTRIAL DiIsTRIBUTION, 
through the cooperation of industrial supply firms in 
various sections of the country, has been compiling and 
publishing industry wide sales figures for the use of its 
distributor readers. 

Now a new field has been tentatively explored with the 
completion of a survey designed to determine the alloca- 
tion of assets in industrial supply firms, as well as the 
average amount of assets backing up the individual dis- 
tributor salesman. 

The survey, completed in the early fall, was made 
among 29 industrial supply houses which are spread 
geographically over all sections of the country, and actual 
figures from the asset side of their balance sheets were 
used in preparing the analysis. Balance sheet items 
were related to 1948 sales to obtain some ratios. 

All of the firms cooperating in the survey are essen- 
tially straight industrial supply concerns. The annual 
volumes of these firms ranged in 1948 from $1,000,000 
to $3,500,000, with average gross sales of $1,731,000. 
On the average these distributors had 55 employees on 
their payrolls, and nine of these employees were outside 
salesmen. 


Figures Viewed in Two Ways 


In considering the amount of assets behind each sales- 
man, the figures can be viewed in two ways. First, all 
the resources of the firm could be said to back each sales- 
man individually; and second, for comparative purposes, 
the resources of the firm may be prorated on a per sales- 
man basis. 

On the average the supply firms from our sample 
reported the following asset items: 


Cash 
Receivables 
Inventory ... 
Fixed Assets 
Other Assets .. 


$ 46,000 
140,100 
292,300 
150,400 

22.600 


Total average assets per firm $651.400 


This means that any one and all of the nine salesmen 
in the average firm in this group had $651,400 in hard 
assets behind his calls. This also means that the owners 
of the firm had an investment of over $650,000 de- 
pendent on the salesmen’s efforts. 

The second way in which the figures may be viewed 


are on a prorata, per salesman and per employee basis. 


Using this second method, any distributor can multiply 
the per salesman figures below by the number of sales- 
men he employs and determine how his own company 
compares with the average of reporting firms. Thus if 
an industrial distributor has seven salesmen, these figures 
multiplied by seven will put his firm on the same basis 
as the reporting firms, for comparative purposes. 

It should be stressed that these figures are the average 
of the group sampled only, and there is no reason that 
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any particular distributor should feel that it is desirable 
to attempt to conform to this average. 


Per Employee 
Per Salesman (counting salesmen) 
S 5,100 S$ 840 
15,600 540 
32,500 320 
16,700 ,730 
2.500 410 


Cash 
Receivables 
Inventory 
Fixed Assets 
Other Assets 


- $11,840 


$74,400 


lotal average assets 


Distribution of Assets 


The table accompanying this report outlines the allo- 


cation of assets within the average reporting supply 
Listed are the range in each category of assets of 
each of the reporting firms and the average amount in 
each category 

For example, reading from the Current Asset section 
of the table, the firm with the lowest percentage of cash 
to current assets had only three tenths of one per cent of 
its current assets in cash, while the highest reporting firm 
had 35.7% of its current assets in cash. ‘The average 
firm in this group had 9.8% of its current assets in cash. 

An interesting ratio is obtained when the annual vol 
ume of sales of the individual firms is divided by the 
total assets of the firm. For each dollar of assets the 
average firm in this group sold $2.66 of merchandise 
in 1948. The range in this instance was &s broad as in 
any of the cases listed above, from $1.14 per dollar 
of assets to $4.90. Further, the concerns in the survey 
averaged $31,400 of sales per employee. 

There is an unusually large range in each of the cate 
gories of assets. The reporting firms were broken down 
into four size groups and separate averages were made 
from these groups to see if the size of the business were 
related to the allocation of assets within the business. 
The results of this sub-analysis, which can not be termed 
definitely conclusive because of the small size of the 
sample, at least indicate that there is little or no relation 
between the size of the business and the allocation of its 
assets 

If anv conclusion can be drawn from this range, it is 
that the industrial supply business is characterized by 
highly individualistic firms, and that the chief value of 
“averages” applied to the industry lies in their use for 
comparison 


house 





How Does Your Business Fit in Here? 


The assets of the distribution firms covered in the 
survey were allocated thusly: 


CURRENT ASSETS: 


Percentage Percentage 
Range Average 
.3-35.7 9.8 
17.7-52.0 29.3 
38.9-76.6 60.9 


100.0 


Cash 
Receivables . 
Inventory 


TOTAL ASSETS: 


Cash 


Receivables 


.2-26.9 
11.4-44.0 
31.0-63.0 

7.2-38.3 


Inventory 
Fixed Assets 
Other Assets 











It is likely that the extreme firms on either end of 
these ranges occupy their positions due to some special 
Che chief variable in the current asset category is 
inventory, a large inventory resulting in a proportionately 
lower percentage of cash, and vice versa. 

It is not possible, on the basis of the figures in this 
analysis, to speculate on the proper balance between 
inventory and cash. Inventories which are reasonable in 
one month may, in a very few months, become excessive 
and dangerous as a result of a sharp decline in the rate 
of sales. The size of the inventory should be determined 
by the amount of sales and desired rate of stock turn, 
and in turn the distributor learns from experience the 
amount of cash necessary to handle a given volume of 
business. 


cause. 





With this issue of INpusrriat Distrripution, the 
“Supply Sales Trends” section of the magazine has 
been revised and enlarged to present monthly sales 
data of industrial supplies in a more relevant manner, 
Ihe revisions, which should make the section more 
valuable to readers than in the past, include the fol- 
lowing 


1. Each month’s sales of industrial supplies by 
regions and U.S. total are compared with the preced- 
ing month 


2. Each month’s sales of industrial supplies by 





New Help for You from 


“Supply Sales Trends” 


regions and U.S. total are compared with the same 
month of the preceding year. 

3. Cumulative figures compare the total monthly 
sales for each year to date with the same period of the 
preceding year. 

4. Regional sales comparisons are now based on 
eight groups of states, rather than five. These smaller 
groups will enable readers to see more accurately 
what distributors in their immediate vicinities arc 
doing saleswise. 

The revised “Supply Sales Trends” section will be 
found on Pages 90 and 92. 
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UP AND AWAY is all there is to it when lift trucks and 
pallets get to work at the main receiving dock of Noland 


MATERIALS handling equipment enables you to take ad- 
vantage of space says R. L. Hill, industrial manager. 


Co.’s Atlanta, Ga. branch. Situated in the rear, the dock is 
approached from uncongested side street. 


hand can be used for receiving in emergencies. 


Good Stock Handling Means Good Service 


Speed, economy achieved in handling merchandise through use of 


five loading areas, lift trucks, pallets in Noland Co.’s Atlanta branch 


CONSTANT ATTENTION to the means of moving merchan- 
dise into and out of stockroom and warehouse has con- 
tributed greatly to the reputation of Noland Co.’s At- 
lanta, Ga. branch for prompt and reliable service. R. L. 
Hill, industrial division manager, attributes the develop 
ment of this phase of operations to the acquirement some 
three years ago of adequate and efficient quarters 

At this time, the company located and purchased a 
building which embodied all the features essential to 
efficient supply operations about a mile away from the 
congested downtown area. It was a former automobile 
sales and service headquarters situated on about an acre 


plot. The building is L-shaped, constructed of. steel, 


brick and concrete and two stories high in front and three 


in the rear 


The offices are located in the front of the building 
in the stem of the “L”. Behind the offices on the first, 
or main, floor are the counters and stockroom for fast- 
moving items. Entrance to the counter room—which 
serves industrial, electrical and plumbing and heating cus- 
tomers in three sections—is through a doorway on the 
inside of the L stem. A large ramp, on which customers’ 
cars and small trucks can be parked, leads upward to the 
door. A larger door nearby permits loading and unloading 
light merchandise from the same ramp 

Ihe warehouse is in the three stories comprising the 
base of the “L’’. Alongside the ramp leading to the 
counter and stockroom, is another ramp which pitches 
downward to a loading dock. Heavy goods are handled 
from truck directly to storage on the main floor. 
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STREET LEVEL drive-in is used for receiving and shipping 
heavy wire, conduit and copper pipe, all stored nearby. 











CITY SHIPPING dock on main floor approached by down- 


tamp through big yard and has room for two trucks 


Another loading and unloading area is located on this 
level also. Access to this area is through a large door 
opening on to a side street. Trailer trucks can back into 
this loading and unloading area which is also used for 
heavy goods. 

I'wo more loading docks, back-to-back in the rear of 
the building, complete the receiving and shipping facili 
ties. Each of these docks is reached through a driveway 
from the side street. One of the docks opens from a 
heavy freight elevator capable of lifting a truckload of 
merchandise to the third floor. A smaller, but nonethe- 
less sizeable elevator is located near the stockroom. 

As Mr. Hill pointed out, the distribution of loading 
and unloading areas on three sides of the building is 
highly advantageous. The availability of a number of 
receiving and shipping areas eliminates delays due to 
crowding. Incoming merchandise can be unloaded in the 
area nearest its assigned warehouse space. 

Mere availability of space, Mr. Hill added, is not the 
sole answer to handling goods in and out of the ware- 
house. The space had to be assigned on the basis of the 
sort of merchandise it was to hold and the convenience 
of moving the merchandise to and from it. In order to 
make full use of the space on three floors, lift trucks and 
movable cranes with hoists were introduced. 


QUICK SERVICE lift for bringing surplus stocks down to 


counter and stockroom on main floor is centrally located. 


ve bs x 


PALLETIZING incoming shipments speeds up-and lowers 


cost of handling goods and Noland Co. is doing more of it 


PIPE YARD reflects order and efficiency. Trucks can back 


up to racks for easier loading and unloading. 
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\ R. Nicolas, Kester Machinery Co., Win 


on-Salem, N. C., diagnosed production 
rouble in textile plant as inadequate boiler 
capacity. Result: Sale of two additional boil 


and accessories 


Ten vears later, increased demands 

plant in same mill indicated to Mr 

need for greater power efficien 

Sale rg replaced previous plant 
I | 

output, big savings. 


on power 
Nicolas 
Result: 
increased 


A SALES TIP: 


“Watch Customers Growth” 


manager of Kes si on 
Winst 


SALES MANAGER OFFERS YOU 


NICOLAS, sale 
ichinery Co., 
N know 


} 


the power plant. 
mn-Salem, Again, on Mr. Nicola 

M dation and the need for 
and efficient operations, 
decided to modernize. Mr. 
firm replaced the entire plant,- 
in integral furnace boiler with 
cent more capacity than th 
plant and occupying 27 percent less 
floor space. Listed savings a: 20 per- 
cent were effected. 


ommen- 
economical 
mill officials 
Nicolas’ 
selling 
-U per 


that it pays to keep 
doing 

He recenth 
and finishing 


+ 


vhat customers are 
ind how thev are doing it 
ile toa dve 
modernized _ its 
facilities and gave Kester Machinery’s 
ales volume an appreciable boost 
The — aspect of the sale is 
that Mr. Nicolas’ latest power plant 


mpleted 


lant which powel 


prey 10us 


recommendation replaced an installa 
tion he made ten years ago. In turn, 
that sale improved the orginal equip 
ment he sold when the plant began 
yperations. This consisted of two hori 
zontal return tube boilers 

[Ten years ago, the mill took on a 
considerable volume of defense orders 
ind experienced difficulties trying to 
operate on a round-the-clock schedule. 
Mr. Nicolas diagnosed the trouble as 
inadequate boiler capacity. Through an 
ingenious analysis of condensate pump 
volume, he proved his point without 
shutting down the plant. On Mr 
Nicolas’ recommendations, two ad 
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your customers’ pri 


WATCH progress and 
needs, says Mr. Nicola 


} 
inaivZe 


ditional boilers and stokers 
were installed. 

Mr. Nicolas was proud of his origi 
nal installation and subsequent im 
provements but nobody anticipated 
the postwar demand for fimished 
In the ten years that followed, 
operations at the mill changed. New 
processes were introduced and output 


increased making demands 


ram-type 


gi ods 


Was new 
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The new boiler is equipped with a 
four-feeder spreader type tubu- 
lar air heater, dust collector and 
forced and induced draft fan. The con- 
tinuous capacity is 40,000 Ibs. of 
steam per hour. The peak for two 
hours is 50,000 Ibs. per hou 

A consulting engineer drew plans 
and specifications. Mr Nicolas 
worked closely with the engineer, with 
the boiler manufacturer's expert, with 
the stoker manufacturer's man and 
with the erection contractor on valves, 
pipe and fittings. In addition, Kester 
Machinery also supplied the coal con- 
veyor system and controls 


stoke t, 





ROLL ON 
TO MORE 


Pro 


If 


with Osborn Power Driven Brushes! 


F you would roll on to greater profits in '50, 
get aboard the Osborn line of fast moving 
industrial brushes! 

For Osborn, world’s largest manufacturer of 
power driven, paint and maintenance brushes, 
keeps your customers alerted constantly to the 
need for these better built industrial “tools” 
through an aggressive, continuous campaign of 
full-page advertisements in leading national 
magazines and business publications. 

This intensive, hard hitting advertising, slanted 
to your customers, highlights the fact that there 


is hardly a product—or material —or service— 


WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY - 


which cannot be made better and for less money 
by the use of Osborn brushing tools and new 
brushing techniques. 

Every one of your customers uses brushes. 
Make the most of this Osborn advertising help 
by selling brushes wherever you call—and roll 


on to more sales and profits in "50. 


THE OSBORN MANUFACTURING COMPANY 
Dept. 249, 5401 Hamilton Avenue 





POWER DRIVEN BRUSHES + PAINT BRUSHES - MAINTENANCE BRUSHES 
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Cleveland 14, Ohio 





December 1949 
Compared with 
November 1949 


U.S. TOTALS 


= 


peacsacosoesoosso! 


December 1949 
Compared with 
December 1948 


Jan.-Dec. 1949 
Compared with 
Jan.-Dec. 1948 





—26% 





/, 


Yj; 
—19% 





Compitep By InpustriaAL DistrisuTion 








Supply Sales Trends 


Sales of reporting distributors in 1949 were a dis- 
couraging 19 per cent below 1948’s record sales 
volume, with individua) regions recording declines 
of from 13 per cent to 26 per cent 

The East North Central states of Wisconsin, 
Michigan, Illinois, Indiana and Ohio suffered the 
least decline, while the Middle Atlantic states of 
New York, New Jersey and Pennsylvania had the 
greatest drop. 

The East South Central states (Kentucky, 
Tennessee, Mississippi and Alabama) had sales in 
December only 6 per cent below the last month of 


1948, due largely to the fact that they recorded a 
20 per cent increase in sales in December over 
November 

The number of regions in the Supply Sales 
Trends section has been expanded to conform as 
nearly as possible with the gecgraphical divisions 
of the U.S. set up by the Bureau of the Census. Two 
census regions, however, have been combined to 
form the Western section. 

As the number of reporters is increased, it is 
planned that the number of regions can be expanded 
to nine. 





December 1949 
Compared with 
November 1949 


December 1949 
Compared with 


December 1948 


Jan.-Dec. 1949 
Compared with 
Jan.-Dec. 1948 





NEW ENGLAND 
Connecticut 


Maine 
Massachusetts —3% 


New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 


New Jersey 
New York 
Pennsylvania 


+1% 











—35% 


—397% 





—19% 


~21% 
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THEY SELL BECAUSE THEY 


Se al 
*RAPIDUCTION” 
VW 





“RAPIDUCTION® machines for No. 702 “WILCO” Threading Machine 
ion threading where 

rock-b i ts are deman ed. ; ; 

Nc, 6-A“RAPIDUCTION' hos & standord is evi re patton 05 

range of | to 6" pipe- Bolt range | to 4. oe ving feature’. Standard range 

No. 8 RAPIDUCTION” has 2 stondord range V4" to 2" pipe- Bolt range Vig" to 1/2". 

of 2'/2 to 8" pipe- 


This recent addition to the Oster line 


Typical speeds including chucking, un- 
chucking, threading, cutting off, 
and reaming, (total floor to 
*WILCO" To floor time): 
, 15 seconds on V4" pipe- 18 sec- 
/," pipe. 27 seconds on 
y 40 seconds on 2" pipe- 


@ The drive i 
. eison to c + . 
a" é salesmanshi M ut costs. It's a chall . 

: : . en , 
Sell Oster "WILCO” machines for high before ap easel anagement demands know-h ge to industrial 
quality, low cost maintenance threading on poeta proving equipment purchases -how and show-how 

lor le basis. ster Thr H ° 5 

rehi a witco” standard range "to 4" The ge Soe give you excellent sales o sas 
pipe. Bolt range ¥" to 3” ion meets every demand for low cro We 
st produc- 


alle el tion and mainten 
; ” e ance threadi a 
No. 706 WILCO standard range Ito 6 many special th ‘ ading of pipe bolt 
reading needs , bolts, rods, studs, and 


pipe. Bolt range I" to 4 


Oster is full 

runy prepared to h | 

eS dott : o help YOU , 

“ROTARY” as otted line. For good business in , eer ys F~ 
“ee R! 


THE OSTER MANUFACTURING CO. 


2041 EAST 61s 
t STREET @ CLE 
VELAND 3, OH 
° 10, U. S. A. 








No. 902 *RAPIDUCTION” BOLT 
THREADING MACHINE 











No. 542-A “RAPIDUCTION" 
Sell this machine for o wide variety © 
standard and special threading jobs- 
Revolving adjustable die-head and quick- 
acting ope” 
. —- type VY ise 
OTARY" machines for general P speed up ini 
\ving die-head and ge dling stock “id 
threading © wide N 
ong or short lengths 
ipe, bolts, rods, etc. ‘ uction is Un- 
" standard range "to 4" usually high in 
/s" to 2”. - threading 
Vig" to bolts, rods: 
studs, pipe and 
nipples. Designed for fast, accurate pro 
Standar d duction threading of bolts, pipe 
range '/4" to and nipples. Equipped with auto- 
11/2". Pipe or matic tripping and re-setting 
nipple range Trice for die-head and lead s¢ren. 
4," to Wa". Standard bolt range /," to 2". 
Pipe ond nipple range \/,"" to 2". 


pipe. Bolt ra 
No. 326 "ROTARY standard range | 
6" pipe. Bolt range 134" to 4% 
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SALES TRENDS (Continued ) 





December 1949 
Compared with 
November 1949 


December 1949 
Compared with 
December 1948 


Jan.-Dec. 1949 
Compared with 
Jan.-Dec. 1948 





SOUTH 


Delaware 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 

West Virginia 


Illinois 
Indiana 
Michigan 
Ohio 


Wisconsin 


Alabama 
Kentucky 
Mississippi 


Tennessee 


WEST 


Arizona 
Colorado 
Idaho 
lowa 
Kansas 
Minnesota 
Missouri 
Montana 


Arkansas 
Louisiana 
Oklahoma 


Texas 


PACIFIC 


California 
Oregon 
Washington 





EAST NORTH CENTRAL 


EAST SOUTH CENTRAL 


Nebraska 
Nevada 

New Mexico 
North Dakota 
South Dakota 
Utah 
Wyoming 


WEST SOUTH CENTRAL 





—1% 


+2% 


—4% 


+2 ()% 


—4.% 


—3% 





—23% 


—22%o 


— 9% 


_ 6% 


—3 6% 


—11% 





—26% 


—-13% 


—24% 


—16% 


—22% 


—17% 
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WHY YARWAY 
TEAM TRAPS 


ELL FASTER 


Small valve “F" is the 
only moving part in the 
Yarway Impulse Steam 


Trap. 


Ps 


A GOOD PRODUCT 


That story about the world beating a path to the 
man who makes “‘a better mouse trap” isn’t as 
true as it used to be. 

But supply house salesmen find it’s easier to sell 
a better steam trap. Over 600,000 Yarways have 
already been sold! 

Users prefer Yarway Impulse Steam Traps be- 
cause they get equipment hotter sooner, and keep 


it hot .. . also because of small size, easy instal- 
lation, minimum maintenance, adaptability (suit- 
able for wide pressure ranges without adjust- 
ment) and low cost. 


Yarway’s hard-hitting advertising tells users 
about this better trap .. . plays a big part in 
making Yarway the leader in supply house steam 
trap sales. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 
Branch Offices in Principal Cities 


YAR WAY IMPULSE STEAM TRAP 
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INDUSTRIAL 


Each vear Dexter Keezer, director 
of the Economics Department of 
\[cGraw-Hill, goes on the record with 
an estimate of the business outlook 
tor the New Year. And each year, for 
years past, Industrial Distri 
bution has published Mr. Keezer’s in- 
formed opinions, not alone because of 
the high regard in which his opinions 
are held by other competent econo 
mists, but because he is an old friend 
to many of our readers, both in these 
pages and at our Conventions. 

Like so many other well-informed 
with an eye on the year 
ahead, Mr. Keezer is cheerful and op 
timistic. But that, Mr. Keezer cau 
tions, is just the time to watch out. 
Here then is his report 


scy eral 


observers 


The vear 1950 can be a very pros- 
perous one for business. The first half- 
vear is almost certain to be prosperous 
Vhe outlook for the 
is still rather murky 

By prosperity we mean conditions 
much like those which have prevailed 
for the past several months. Business 
generally snapped back from the 
mild” recession and the strikes which 
plagued it in mid-1949 to a point only 
87 percent below the post war high of 
November 1948 

Business is still gaining momentum 
as it recovers from the effects of the 
steel strike. Automobile production, 
in particular, is scheduled to hit a near 
record clip in the first months of the 
New Year. To sustain this level of 
automobile production and to make 
up tonnage lost during the strike, the 
steel industry is expected to operate 
around 90 percent of capacity for 


second half-vear 
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INDEX OIF 


BUSINESS ACTIVITY 


Prepared by Business 


propuction- [Trends Upward 


some months to come. This alone is a 
powerful prop under business activity. 

Business also will benefit in the 
coming months from an increase in 
government expenditures. Big in- 
creases in spending will be for: 1. New 
construction, both public works and 
housing. 2. The GI insurance divi- 
dend, which is expected to add $2.8 
billions to consumer purchasing power. 
Ihe almost certain consequence of 
this latter boost to consumer income 
is continued heavy spending at retail 
stores and a healthy market for the 
output of consumer goods industries. 

Capital expenditures in 1950 will be 
lower than the total for 1949. If 1950 
plans are carried out, however, capital 
spending should hold at somewhere 
near the current rate and may rise dur- 
ing the vear. 


The Production Outlook 


In the first part of 1950, output of 
producers goods should continue at 
about the present level. Meanwhile, 
production of consumer durable goods 
can be expected to stay high to meet 
strong retail demand and to replenish 
inventories which were drawn down 
during the steel strike. And the in 
creased flow of government money 
into construction and into the hands 
of consumers will be a big help to 
business generally. All this adds up 
to a clear prospect for a 
first half. 

The outlook for the second half of 
1950 is still cloudy. Several things 
could mean substantial trouble for 
business: 1. The backlog demand for 
steel, which was created by the 1949 
strike, will be about made up. 2. The 


prosperous 


present prospect is that production of 
consumer durables will not continue 


at capacity. 3. Some decline can also be 


foreseen in production of semi-dura- 
ble goods like textiles and apparel. + 
As presently scheduled, spending by 
the federal government will decline 
after June, 1950. 5. Exports in 1950 
will be about 10 percent less than in 
1949, with the drop coming mostly 
in the second half-year. 


The Promising Factors 


However, there’s still a good chance 
that business will hold up in the 
second half-year. The declines just 
mentioned could be largely offset by: 
(a) another increase in government 
spending; (b) price cuts which 
broaden the market for consumer 
goods, or (c) a reversal of the decline 
in capital expenditures. 

Ihe prospects for higher spending 
will be improved if the Russians prove 
troublesome enough to make Congress 
change its mind about cutbacks in 
military and foreign aid programs. The 
effects of higher government expendi- 
tures could be quickly reflected in 
demand for both capital goods and 
consumer goods. 

The demand for consumer goods 
might be considerably strengthened by 
price cuts in the right places. A huge 
replacement market still exists for 
housing, automobiles, and even cloth 
ing—at lower prices. 

Spending on capital goods could, in 


all likelihood be boosted by some vigor 


ous selling—so that with some luck 
in the second half, 1950 as a whole 
can turn out to be another good year 
for business. 





“LOOK HERE!" 
.eel said to our Ad Man 


I’m getting a little tired of being stuck down in 
a corner of our ads ... wherever you happen 
to have a little white space left over. 

After all, I’m probably the best known char- 
acter in this whole fastener business. 

“You're a character, that’s for sure,”’ the Ad 
Man agreed. “But after all, we do have to tell 
our customers about National’s complete line, 
snappy packaging, color-coded labels, National 








Hardware Packing plan and all that. It doesn’t 
leave much room for you.” 
“National” Products Include: But, man, I’m a part of all those things, I 
Wess Seeatee © dhinchine Semeues 6 His insisted. I may look like a nut, but at least I’ve 
Cap Screws @ Tapping Screws got personality ... and I’ve got a lot of good 


Stove Bolts © Carriage Bolts friends in the hardware trade, too. 


Lag Bolts @ Machine Bolts 
“Okay, then,” he says, ‘“‘show me how you'd 


SR tt et re ang 





HODELL CHAINS . 
get up next month’s ad, if you had a chance.” 
CHESTER HOISTS ; 


So, pardon me while I borrow a typewriter. 


Now I’m really on the spot. 








. COMPANY 4 
THE NATIONAL SCREW & MFG co 74 Li ON a 
Cleveland 4, Ohio ee 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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“Selling Is My Business” .j . . +001 presen my proa. 


uct honestly?” 


H. C. HITCHCOCK: 


Selling Formula For 
Industrial Supplies 


Selling the full line of industrial 
supplies, tools and equipment for the 
Globe Machinery & Supply Co., Des 
Moines, H. C. Hitchcock, salesman 
for this firm, finds that a three-point 
formula for selling pays dividends in 
sales volume. (1) Working with fac 
tory representatives; 2 Making 
friends in customers’ plants; and (3 
Being thoroughly sold on the products 
you have to sell 

“I find that after working with the 
factory representative in my terri 

uid Mr. Hitchcock, “and then follow 
ing up the ground work which he has 
laid out provides me with a definite 
elling advantage 

When I know that a certain fac 
tory representative is scheduled to ap 
ir in my territory at a definite time, 
make appointments beforehand 
hat means it is possible for us to 
pend most of our time contacting and 
talking to prospective buyers in theit 


particular line 


tory 


In this wav, our time 
not wasted by someone who is not 
least bit interested in the product 
In all the accounts I call on, I 
make it a point to become acquainted 
with as many men as possible in each 
plant. Many times I’ve received tips 
regarding merchandise to be put 
chased. Quite often, I find workers in 
the plants being promoted to foreman 
or store keeper. By showing an interest 
in the man in his work before he has 
reached his capacity, he will naturally 
feel more friendly toward me and will 
come to me with his problems, a na 
tural in-road to sales 


the 


96 


“Use a selling formula?” 


' “Lastly, it’s very important for the 
industrial supply salesman to know 
all about the products he is trying to 
sell and to be thoroughly convinced 
that they are the best on the market. 
It’s the only way you can put your 
sales story across in an effective and 
interesting manner from the buyer's 
viewpoint.” 


j 


BOB HATCH: 


Represent Product 
Truthfully 


Customer confidence is vitally im- 
portant if a salesman is to make a 
success at selling, is the opinion of 
Bob Hatch of S. B. Hubbard Co., 
Jacksonville, Fla. 

Mr. Hatch specializes in power 
transmission equipment and, from his 
experience, he says that the best way 
to gain customer confidence is to 
show the customer that you know 
your product and represent it truth- 
fully. 

“One of the greatest thrills I get in 
selling,” Mr Hatch said, “is when I 
approach a plant superintendent on 
the subject of power transmission 
equipment and find that he is going to 
install some new drives or change old 
ones 

“To me this is not just another sale 
in the making, but another chance 
for me to gain his confidence by work- 
ing with him and showing him how 
my equipment is of superior quality 
and offers many advantages for his 
particular application. 

“Such a situation also affords the 
opportunity of proving that I can 
be of service to him in the proper se 
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“Make a good impression for my firm? 


9.9 


lection of power transmission equip- 
ment.” 

Mr. Hatch says that there is no sec- 
ond guessing in this type of selling. In 
presenting the equipment truthfully, 
he declares, it is important to keep in 
mind its limitations and possibilities. 

Having arrived at the correct drives 
and reductions to be used, and having 
sold the customer, Mr. Hatch says 
that it always gives him great personal 
pride and satisfaction in knowing that 
his customer got the most satisfactory 
equipment for a job that will be well 
done. 

He declares that this method of sell- 
ing is one of the best ways of gaining 
customer confidence, a must if a sales- 
man is to succeed. 


E. E. REMPFER: 


The Individual 
Forms The Impression 


Hanging on the wall in the office of 
E.. E. Rempfer, president and general 
sales manager of The Industrial Sup- 
ply Co., Minneapolis, is this gentle re- 
minder which applies to all personnel 
in industrial distributor organizations: 

“A corporation may spread _ itself 
over the whole world . . . may employ 
a hundred thousand men. Yet the av- 
erage person will form his judgment 
of the corporation through his con- 
tact with an individual. 

“If this person is rude or inefficient, 
it will require a lot of courtesy and ef- 
ficiency to overcome the bad im- 
pression. Every member of the organ- 
ization, who in any capacity comes in 
contact with the public is a salesman. 
The impression he makes is an adver- 
tisement, good or bad.” 





...new 


handy selector 


for pump packings 


If you’re using reciprocating or 
centrifugal pumps’. . . 


If your packing seals against fresh 
or salt, hot or cold water, steam, oil, 
brine, ammonia or other fluids and 
chemicals... 


If you want to know the correct 
packing for each application... 


If you're interested in using fewer 
styles of packing to do the job... 


... Then you'll want this new J-M Packing Selec- 
tor to keep on hand. 


JM 


PRODUCTS 


Johns-Manville 


This handy new packing selector gives brief, specific 
data on ten popular styles of Johns-Manville Packings 
that serve over 90% of all pump packing applications 
... Shows where to use each style for greatest efficiency 
and economy of service. 

Here’s the quick, easy way to check on your pump 
packing efficiency . . . to find out about lower packing 
costs... to ger higher efficiency and longer life from 
your packings. Use the coupon, or write for your copy 
today to Johns-Manville, Box 290, New York 16, N.Y. 





TO HELP YOU GET MORE CUSTOMERS 


This advertisement is appearing in MILL and FAC- 
TORY and INDUSTRY and POWER for February 1949 
...and in POWER, NATIONAL ENGINEER, OPERATING 
ENGINEER, POWER GENERATION and PURCHASING 
for March 1949. It is another example of the kind 
of merchandising help you get as a Johns-Manville 
distributor. If you are interested in getting more 
information on this profitable line of J-M Packings, 
write to the address above. 























IDEAS: How they ane 


... give telephone customers quicker service 


THE OFFICE LOCATION of the recep 
tion desk and telephone switchboard 
it Watkins Inc., Wichita, is so sit 
uated that Ida Mae Jones, telephone 
receptionist, could get a full view of 
fice personnel if it weren’t for the 
switchboard blocking her view. 
I'o overcome this difficulty, and to 
permit Mrs Jones to see just who is 
wailable for receiving telephone calls, 
1 periscope attachment was designed 
ind installed on the switchboard 
wo mirrors, properly adjusted and 
facing cach other, give Mrs. Jones a 
full view of the entire office staff 
Now, when a customer calls and asks 
for “Joe Doaks”, Mrs. Jones looks in 
the mirror and knows immediately if 
“Joe” is available or not. If not, she 
can quickly inform the telephone cus 
tomer and route the call to another 
telephone salesman. ‘This gadget ENS eS spied: : 
eliminates the need for ringing “Joe's” PERISCOPE ATTACHMENT helps Ida Mae Jones, telephone reception 
phone and having the customer wait ist at Watkins, Inc. to see all office personnel. Customers who ¢ a can Oe 
and find “Joe” is not at his desk informed immediately if the salesman they wish to contact is available 


... eliminate reports ... label sold equipment 


ForMAL customer call reports are no 
longer required of salesmen of Indus 
trial Suppliers, Inc., Jackson, Miss. 
A. J. Theriot, general manager, said 
that a study revealed many reports 


5 @ " 
served no useful purpose. S 0 D & S ER CED BY 
Ihe change in procedure did not S a 


close the line of communication be- 


tween salesmen and the home office. ( 

Salesmen can send important informa- ; 

tion on memos, but need not make a 

report on every call j e ® : 4 


made 


Instead of the ill report, Mr. 


Theriot uses the daily and weekly ‘Migpeswonest: ae 
ders as a guide to the activity of the 
salesmen. Each week every salesman = * _—— 


receives from the home office an item- 
ized report of customer orders de- i 
livered, showing the date of- order, he OMAHA, NEBR. 3 
invoice number, dollar amount of in- ¥ 
voice, and amount of commission 

Mr. Theriot said that this informa- 
tion is valuable to the salesman, as 
well as giving management a constant 
check on sales in every areca 

This information is easily and YOU CAN HARDLY MISS the identification tag that T. S. McShane 
quickly assembled from the punch Co., Omaha, uses to label their sold equipment. It’s a metal sign in red, 
card accounting system. Reports arc white and black. “It emphasizes the fact that we stand behind our products 
made on the automatic machines ready to give immediate service, should the need arise”, says W. J War- 
from the cards rington, sales manager for this firm. 
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miLYON 


... the High Profit line to sell 
“assee | HERE’S WHY: 


1 Large Discount—assures you of good mark-up and profit. 


2 Diversified Markets— probably every one of your present custom- 
ers is a good prospective steady buyer for many items in Lyon’s 
broad line. 


Easy to Sell—a merchandising and selling catalog—simplified pric- 
ing—unit packaging, backed by direct mail campaigns that sell. 


Direct-to-Dealer-Prices—buy direct from the factory at prices 
based on volume production. 


Factory Co-operation—a Lyon man as near as your telephone. 
Lyon District Offices and representatives in principal cities are re- 
sponsible for serving Lyon dealers in their territories. 


National Advertising—Lyon reaches buying and specifying per- 
sonnel in all markets for Steel Equipment —factories, shops, schools, 
offices, etc. Lyon is the largest user of advertising in the industry. 


MAIL THE COUPON for detailed information 


METAL PRODUCTS, INCORPORATED 
General Offices: 253 Monroe Avenue, Aurora, Illinois 
Factories: YORK, PA., AURORA, ILL., CHICAGO HEIGHTS, ILL. 
Warehouses, Branches and Dealers in Principal Cities 


LYON Metal Products, Incorporated 
253 Monroe Ave., Aurora, Illinois 


Please send me information about the Lyon dealership. 


NAME 





ADDRESS 





-C UG Ob oe a 











A PARTIAL LIST OF LYON PRODUCTS 


ets ® Filing Cabinets t se nets @ 
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D Drills in in“ eapacitics from.<” 
to 1%". Drive re rills, wood 
augers, hole saws, carbon remgv- 
ing brushes, cylinder hones,~ 

\ 


» 7” and 9” disc diam., D Polishers remove dirt and grime, B&D Bench Grinders, 6" to 10” wheel 
_ — ” grinding, rubbing. wire polish and seal surfaces, in one opera- diam., for sharpening, grinding, wire 
oe Models for intermittent tion. Line includes exclusive Auto- brushing, buffing. Models from \ to 
and heavy-duty service. matic Polisher. 1 . Modern design. 


» work for grinding, cleaning shaped wheels and burrs for high- 
wire brushing. 3” to 6 speed precision work and grinding in 
wheel diam hard-to-reach spots. 


‘ortable Grinders bring the tool 5 B&D Die Grinders drive a variety of 


in Production ¢ Repair 
Maintenance ¢ Construction 


>t s with modern, speedy 
slow handwork and obsolete te senses aed 
yer hour, per tool 
is engineered for 
e right tool for 


Replace 
B ick & Decker Electric Tools. You - 
“ You get faster, better performance, per +. I 
2m ous é é 
Black & Decker, the world’s most diversified rs = 
lack é : 

rs exacting de »mands — offers you precise 
today § 


! 
whatever job you give itt 





» on this page for the variety of opera- B&D Screw Drivers drive anything B&D Tappers thread holes in steel, 
the “quick cat alog’’ 0 Then check the design, from delicate, screws to nuts and cast iron, brass or aluminum eight 
Decker Tools bolts up to 1” diam. Positive and times faster than by hand. Autoe 

ack & De adjustable clutch. matic reversing mechanism 


Check 
tions that Black & Decker Tools will hance ie oe 
wih \ 4 ake 
performance, quality and service that ma 
jo thes ybs best. " 
eg orfect b: ce: light weight easier han 
ae “ay Ly h control am 
ry "BaD Tool gi more ac 
ts; full po’ aie mm B&D-1 i 
tre nget ho 
extra 
nwide psebo rk 
1 st automo- 
Id rh leading aie rial, 2 
s are sold through ov 
& Decker Tools a | ei genie 
, es trical, and other equ! pment dist! butors. As Lom llap 
ee yistributor today for expert help in cu g < se — ' 
vi be a to male a a for free, & ag ” Electric Impact Wrench B&D “Quick-Saws”* are 
eS: Tas Bi eo ane MFG. t. B-5, Towson 4, hammers loose most stubborn faster than hand sawing 
He'll be gle & Decker MFG. CO., Dept. B-5, fastening. Drives nuts, bolts, studs ce Sn oo 
talog to: THE BLACK idg¢.. Toronto 1, Ontario.) tight. No twisting, turning san 
M 1. 7 Canada: Terminal Warehouse Bldg., 4° t 
Electric Tool Headquarters since 1910! 


» diam. 


» 
—_—_- | 
<5 > FARM AND HOME 
FOR INDUSTRY, SHOP, = 


a 


OOLS B&D Hammers drive star drills, bull B&D No. 6 vane i Tool Grinder 
points, chisels; for drilling, channel- peer e Jiesel engine 

ECTRIC T : ng, demolition, etc. 4” to 2” hole 1 

PORTABLE EL oTrade Mark Reg. U. 5. Pat. 08 capacity in yr tess ya zx pen Somers 


Saw Arm 
bane a Electric Glue Pot 


inding Ki dustrial 
Grinding Kits In 
Drill Stané's Vacuum Cleaner 


s @ 
“whirlwind” a Brushe: 

andi Blades & Discs... 
3 B&D Valve Seat Grinders, with fam a 


i grind accesso! 
Visro-CEenrTRic * action, put amir facts wy accurate ang on 
ror finish uck, tractor valve 
seats, hard 


OUR MILLION COPIES of this full-page 


NEARLY F 


advertisement will reach for sale He 
February 25th issue of The Saturday 


s—for you-in the 


H i 
ening Post: 
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rid gatandod 
Post 4 


ssc" THE WORLD'S 
BIGGEST LINE 
BEST PROMOTED ! 


an a 


geet 


REACH MORE ae MORE \ MAKE MORE 
PROSPECTS/ TOOLS / PROFITS! 


- AND irs only one of the consistent, hard-selling series of Black & Decker ads in The Satur- 
day Evening Post and leading trade and business magazines! 








’ ' , : 
- IT’S ONLY part of the sales help that Black & Decker gives you all year ’round—magazine 
advertising, displays, booklets, mailing pieces, catalogs, newspaper mats, national trade show 
exhibits, on-the-spot assistance from B&D Sales Engineers, volume-boosting sales training 
clinics! 


» © IT’S MORE veason for handling BLACK & DECKER—the world’s biggest, most complete 
line of Portable Electric Tools—the line that gives you over 100 WAYS TO MAKE SALES! 
The Black & Decker Mfg. Co., 617 Pennsylvania Ave., Towson 4, Md. 


a5 Plus Top 


‘ LEADING DISTRIBUTORS EVERYWHERE SELL 


ad 
plus ‘on aenet stceei Yatipy 
Vie & D, Cn anny, Ove 
PORTABLE ELECTRIC TOOLS 
cuts 1 
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Walt Scott 


Cleveland Chain 
Names Walt Scott Manager 


Walt Scott has been appointed 
manager of the order service depart- 
ment of The Cleveland Chain & Mfg. 
Co., Cleveland. 

The alumnus of Baldwin-Wallace 
College, Mr. Scott also is a graduate of 
the executive training school spon- 
sored by Cleveland Chain and other 
Round associate chain companies. The 
school, which is operated at the Cleve- 
land plant, is attended by carefully 
selected college graduates who are sys- 
tematically trained to fill key execu- 
tive posts in the Round organization. 

During the war, Mr. Scott spent 
three vears in the Marine Corps in the 
south Pacific and China. 


Oliver Iron & Steel 
Honors 91 Employees 


Ninety-one members of Oliver Iron 
& Steel Corp.’s Service Club were 
awarded Theodore F. 
Smith, president, at a recent service- 
recognition ceremony 

Eight members of the firm received 
awards for 40 vears of service; 13 for 
67 for 20 vears, and 3 for 10 


SCTVICC 


emblems by 


30 vears: 
vears’ 
The Oliver Service Club now num 
bers 639 employees, with individual 
service records ranging from 10 years 
through 60 vears of active service. 
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Distributing Concern 
Founded In Buffalo 


Formation of Van Kleeck-Wilson, 
Inc., 29 Wilkeson St., Buffalo, N. Y., 
abrasive and tool distributing concern, 
was announced by Frank M. Wilson 
ind H. R. Van Kleeck. Mr. Wilson is 
president and Mr. Van Kleeck is sec- 
retary and treasurer of the new com- 
pany. 

Mr. Wilson has operated his own 
business as a manufacturers’ repre- 
sentative since 1933. He is a past 
chairman of the Buffalo Chapter of 
the American Society of Tool Engi- 
necrs. 

Mr. Van Kleeck has been in the 
abrasive and tool supply business for 
many years 


Hanes Succeeds W. W. 
French In Dodge Mfg. Post 


Ralph Hanes has been appointed 
director of advertising and sales pro 
motion of the Dodge Mfg. Corp., 
Mishawaka, Inc., manufacturers of 
power transmission machinery He 
succeeds to the position which had 
been held there for more than 20 


Ralph Hanes 


vears by the late W. W. French. 

Since 1942, Mr. Hanes has been 
sales promotion manager of the me- 
chanical goods division, United States 
Rubber Co., New York, where he was 
responsible for the advertising and 
sales promotion program of eleven 
sales departments and three sales sub- 
sidiaries. Previously he had served as 
sales promotion manager of the New 
York Belting and Packing Co., Passaic, 
N. J 





THE ANNUAL RUST-OLEUM SALES MEETING, in Evanston, IIl., was at- 
tended by representatives from all over the United States. They included: First row: 
N. Kirschner, advertising executive; Jack Selby, advertising agency executive; and L. 
MacEachern, R. MacEachern, A. R. Chambers, Sr., F. Jorgensen, S$. Serbula, R. Had 


den, I 


tives 


Heath, Jr., A. R. Chambers, Jr., P. Barnes and J. Home, distributor execu- 
Second row: R. A. Ferguson, president; T. W. Harper, W. K. Ingalls, H. 


Barth, P. Moffit and R. Baker, factory representatives; W. D. Williams, sales promo 


tion and research; and O. B. Casanova, 
Edwards, factory representatives 
Repass, M. I. McConnell, J. 


A. H. Ahlff, W 
Third row: J. O. Jones, Sr., J. H. Moran, R. D 
A. Larson, E. Randt, J. T. Winters, T. O’Mallev, B. C 


A. Bellows and H. W. 


Smith, U. S. Ackles and W, A. Risk, factory representatives 
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ae 
THE CAKE that cele 
Pratt-Gilbert’s 50th year in busi 
President Cyril S. Gilbert demon 
knows to wield the 


CUTTING 
brated 
Css 


strates he how 


knife 


Half-Century Mark 
Celebrated by Pratt-Gilbert 


More than a thousand customers 
and friends were on hand recently to 
help the Pratt-Gilbert Co. of Phoenix, 
Ariz. celebrate its 50th Anniversary of 
service to Arizona industry. ‘The Indus 
trial Show and Open House celebra 
tion which featured the ceremonies of 
commemoration attracted industrial 
users from all parts of the state and 
hundred students from the 
local schools. The event, according to 
Pratt-Gilbert executives, marked the 
first time an Arizona concern held an 
industrial show of this type on its own 
premises 


several 





MEMBERS OF THE PRATT-GILBERT ORGANIZATION all tricked out for 
their 50th Anniversary, include, front row, left: Leona Gipson, Nancy Harrington, 
Lucile Helmey, Marie Williams, Mary Frederick, Patty Gunter, A. Grace Johnston, 
Velma M. Ellie, Margret Rentfrow, Lilla May Calen. Second row: Ben Young, M. G. 
Segovia, Oliver Slater, Paul L. Estrada, Paul Carney, Malcolm Slaughter, C. E. Goll- 


witzer, C 
Walter B. Smith 


S. Gilbert, Stanley Gilbert, P. J 


Dingle, Charles Hill, Allen Cushing, 


hird row: Kelly Chilton, Elmer Joseph, Clarence Hitt, Clarence 


Prather, Herbert Loecher, Murray Johnston, Edward Lasure, Carl Gribbens, Norman 


Rosok, Eddi¢ Keller, 
Shoemaker, Richard N 


Llovd Whittaker, Frank D 
Jeffries, and Albert Demarest 


lavlor, J. Max Anderson, Rov 


THE VETERANS at Pratt-Gilbert, with more than 25 years of service, included P. 


J. Ding'e, Chartes Hill, Walter B. Smith, M. G. Segovia and Paul I 


Estrada 





West Coast Firms 


Consolidate Operations 


Ihe industrial sales division of 
Western Machinerv Co. and Edward 
R. Bacon Co., WMC subsidiary, have 
announced consolidation of their op 
erations in northern California and 
Nevada under the Bacon 
name, with headquarters in San Fran- 


cisco 


western 


Offices and warehouses of the dis- 
tributors will be maintained in San 
Francisco, Oakland and Sacramento, 
and other field headquarters in Ukiah, 
Redding and Stockton, Calif. No 
changes in personnel were made, Jack 


H. How, vice-president of WMC, re 


maining as gencral manager of Edward 
R. Bacon Co., and H. J. Mayer as 
f WMC's sales division 
Other branches of WMC's indus 
trial sales division in the West are not 
affected by the consolidation 


manage! 


Former Salesmen 
Found Own Firm 


C. D. Thackston and Jesse E. Davis, 
formerly with Tidewater Supply Co., 
Columbia, S. C., as outside salesmen, 
have formed Thackston-Davis Supply 
Co. 

I'he new firm’s headquarters will be 
at 828 Gervais Street, Columbia, and 
the area of coverage will be the state 
of South Carolina. 
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Hardware Trade Group 
Elects Ryan President 


John F. Ryan has been named pres- 
ident of the Hardware ‘Trade Associa 
tion of New York; J. C. Walker, first 
vice-president; James Bosted second 
vice-president and Arnold Martin, 
third vice-president. E. S$. Norvell was 
named secretary-treasurer of the group. 

I'he new chairman of the executive 
committee is Sydney Atkinson. Elected 
to the board of directors were Andrew 
Diehm (3-year term), Paul Roddy, 
(3-year term) O. A. Lanchantin and 
W. S. Speir, (2-year terms) and R. H. 
Burdsall and D. C. Stagg, Jr. (both for 


l-year terms.) 
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A PENCIL PORTRAIT of Carl Lyon, 
C. $. Mersick Co., New Haven was 
sketched by Jim Sprague, L. L. Ens- 
worth & Son, Hartford at a recent 
meeting of the Connecticut Industrial 
Supply Club. Mr. Lyon is president of 
the group. 


G. RIDER NEFF has been appointed 
Manufacturers Agent for Rockford 
Screw Products Co., Rockford, Ill. and 
General Hardware Co., Milwaukee. He 
was formerly vice-president in charge 
of sales at Cleveland Cap Screw Co 
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ONE HUNDRED AND NINETY-EIGHT years of service at C. W. Marwedel, 


San Francisco, is the record of the five men pictured above. Receiving copies of a 
Board of Directors’ resolution from Mr, C. W. Marwedel, 86-year-old president of 
the firm are: Emest Martens, Frederick Body, Delmar Hannah, Salvatore Bernardo 
and Harry Riddle 


SALES FORCE of L. P. Degen Belting Co., San Francisco and Oakland, relaxes at 
meeting introducing new line of the Norgren Coupling Co. Standing, fifth from 
right, is Wallace D. Degen, president, and at far left, R. F. Trissell, his assistant. 


READY TO TELEVISE a program sponsored by Chicago Wheel & Manufacturing 


Co., is Toni Gilman, star of the “Our Gal Toni” show. She’s with A. T. Dalton, 
secretary of Chicago Wheel, who reported that his firm’s experiment with television 
is an advertising medium brought some favorable responses but that, in his opinion 
television “for the next few vears is for the large national advertiser of consumers 
goods.”” Both the company’s Handee grinder and mounted wheels were advertised on 
the program. 
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HORN «3: 
ORNL LNs WNOLOR ¢y 


"VALE HOISTS ee 
PREFERRED," .. . 


says this Ford dealer 


NINE Yale Spur-Geared Hoists in the service 
department of a single automobile dealer! The 
men prefer them because of “ease of operation 


and speed of lift.” 


The facts point up two things: (1) automobile 
service shops are ideal prospects for the most 
efficient of all hand chain hoists; (2) when you 
sell Yale Spur-Geared Hand Hoists, the “pay 
off works two ways. You “cash in” on every 


sale; the new hoist owner cuts his costs. 


There's real money for you in the automobile 
dealer market. With more cars on the road than 
ever, all dealers have a mammoth service prob- 
lem. Some need Yale hand hoists; others ean 
use Yale electric hoists. But whatever they 
need, you can help them take care of customers 
easier, faster and more economically. So put 
automobile dealers on your “must see” list— 


and “bring home the bacon.” 


THE YALE & TOWNE 


MANUFACTURING COMPANY 


PHILADELPHIA DIVISION 
PHILADELPHIA 15, PA. 


TOOLS THAT KEEP INDUSTRY “ON THE MOVE” 





INDUSTRIAL DIAL SCALES . HOISTS — HAND AND ELECTRIC . TRUCKS —HAND LIFT AND POWER 
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ro set Tool Holders. 


NEED THE ANSWERS 





Cutting off your potential on 
tool-holders?—or do you get 
market? 
15 
questions, then revolve your 


164 for 


your share of the 


Thread through these 


head toward Page 
g 


the answers. 


lo y 
of the 
Ni 
milling machines 
shapers 
yunch 
ithes 
slotters 


CTCW 


on which 
machine 


holders are used 


following tools: 


] presse 
] 
' 


machines 
planers 


\ new customer imxious to 
equip his new lathe shop for 
eral shop work. He 
holders at this 
st he buy 
Straight-shank 
boring tool 
left hand turning 
straight shank 
threading tool 
right hand offset cut-off to 
right hand turning tool 
right hand offset tool 


gen 
can only us¢ 


\ ou'd 


f 
T1\ ¢ 


time 
uggs 


tool 


cut-off 


tool 


turning ] 


tool 


sic 
\ right 
holder 
is offset to the right 
is offsct to the left 
is not really offset 


hand offset turning tool 


it all 


i left hand 
“left hand” 


lat] 
1 Lathe 


illed 


In turning on 
tool holder 
because 
it has 
it 15 
ward 


re 
i left hand 
used when w 
the left iT h 
end of the lath« 

it is used by a left-handed 


opel itor 


ttsct 
irking t 


id stoch 


with holders arc 
f the following 


ring bars 
which 
to enlarge a dri 
hol iccurate 
to produce 1 flat 
1 hok 
to cut 
to enlarge 


Mo] 
ate | 


e to diam 


bott 


internal thre 


part ot 


hole by counter-bori 


cessing 


ring bar should have three 


Know where machine shops use tool holders? 


end caps, with 
+5-deg.., 

False 
The 
s used for 


outside 


nek 
ind 30-deg 


} Partly tru 


90-deg 


g. end cap boring b 
turning work 
mut cored 


roughing hol 
k 


shaper woi 


| yT 
vould 
LIS the 
bar 


At what angl 
ypenings of 
for use in holding ¢ 
utters 
twenty-hve 
] fifteen degrees 


internal cing irk, vo 
ggcst 
$5 
I 


ruc 


houl 


boring 


deg 


| broached 


holders 
tipped 


5 


deg 


zero degre 


p head tool holders 


of the 


Dr 
on which onc 
lathe type 

small lathes 


lot] 
m lat | 
m lathes havi 


14. The 


5 


Sce question |] 


hoping thereby to avoid chatter 
and climb on the tool itsclf; and 
incidentally cut down expenses on 
regrinds and “down time.” You 
would suggest he buy 

a straight shank side tool 

1 reversible type tool hold 

1 goose neck, spring cutting 


off tool. 
ol holder 


irc made 
cast iron 
malleable iron 

drop forged stcel 


Which tool holder has a cutter 
lade designed especially for 
work on a lathe? 

tool? 

turning tool? 

side tool? 


hanks or bodies 


ot 


FCll 


or b 
cing 


boring 


tool holder can b¢ 
either a right hand or left 
tool merc turning the 


False 


boring 
used {S 
hand 
] 


tool ove 


lv by 
Truc 


} 
VO 


cut 
m 


5. The purpose of thi 
knurling tool is to 


in changin 


ving head 
lost 


} tr) 
ise 


tim 


' 
g Knris f 
medium or fine, by incorporat 


ill thre tv] 
] 


} 
nead 


ng 





all together in booklet form. 





INpusTRIAL Distrinu TION has just published these Ques- 


tions and Answers features. on 32 different products. 


For details see Page 164. 
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Can you top this... 


FOR SOLID BACKING ON THE 
SELLING FRONT?” 


“Your cutting tool volume depends on your own sales efforts and the 
promotion efforts of the manufacturer. 

“It takes both to do the job right. 

‘Butterfield distributors get full promotional cooperation . . . because 
we recognize the great importance of distributors in our marketing or- 
ganization.” 





wit 





“Consistent national advertising by Butterfield 
reaches your prospects through America's best 
read metal working publications. In 1949, 199 NSPEcre 
MACHINERY, AMERICAN MACHINIST, . —s 

MILL & FACTORY and MODERN MACHINE 

SHOP carry 972,079 sales messages ; “And every one of those messages is 
_RUTRERPELD DIVISION about Butterfield 100% inspocted designed to build business and di- 
. - rect it to distributors.” 











Odividvally tiny 








tools.” 





71a = 
218 2 











E075 


ba 
he 
i: 


! 
a3 
a} a5 


= 38 
Nye 
. 





a ae 





i 








“Butterfield furnishes merchandising materials you need and use. . . 
tap size and decimal equivalent charts . . . envelope stuffers . “And Butterfield backs you up with factory experts who help your 
mailing pieces — and distinctive new packages that prevent spilling customers get top service from Butterfield tools. They're yours to com- 
and give unsurpassed protection.” mand — at any time.” 











“Don't take less than the best. Butterfield’s distributor policy is Union Twist Drill Company 
yours to read in black and white BUTTERFIELD DIVISION 
clear, simple, fair. You'll agree it can't 

be bettered. Write us ond mm gue 


see if there's an open fran 





chise in your territory 
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NEW PRODUCTS 


WITH SALES 
POSSIBILITIES 

















Crane Block 


Shorter Length 
Permits Higher Lifts 


\ new crane block, in capacities 
from 10 to 50 tons, has a shorter over 
ill length, permitting 14 to foot 
higher lifts without lengthening th« 
The forged hook operates on 
tapered roller bearings, and the cast 


} 
boom 


steel sheaves are equipped with heavy 
It is claimed that lubri 
only each 


duty bearings 
cation 1S 
2.000 


necessary once 
hours 

American Hoist & Derrick Co., St 
Paul—Industrial Distribution, Febru 


uy 1950 





Portable Saw 


Light Weight Saw 
Uses 14” Electric Drill 


A new portable power saw that use 


inv 4” electric drill for power has a 
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1” shank that fits into the drill chuck, 
climinating gears and other connecting 
mechanism. A one piece, cast alumi 
illoy frame contains the saw 
blade guard, bearing for saw arbor, 
ind full sized handle. An aluminum, 
idjustable plate shoe fastens to the 
side of the frame. Besides being in 
dexed for straight line cutting, both 
sides of the plate are machined and 
can be used against a guide for long 
rip or dado cutting 

Ihe saw is furnished with a combi 
nation rip and cross-cut blade, four 
inches in diameter, giving a maximum 
depth of cut of one inch. Other blades 
can be substituted for other cutting. 
The weight of the unit is 14 pounds. 

Portable Electric Tools, Inc., Chi 
cago—Industrial Distribution, Febru 
arv 1950. 


hum 














Handgrinder 


Tool Designed for Hobbys, 
Light Industrial Applications 


\ 1/40 HP handgrinder which runs 
on 115V, A.C. or D.C., provides a 
tool of minimum cost for light and in 
termittent bench and finishing work, 
dies and molds, 
chain saw sharpening, etc. Weighing 
12.5 it will fit the average tool 
kit 

Construction include two 
piece cast housing, mounting of all 
major parts in one half of housing for 
casy cleaning or repair, positive align 
ment of all parts, preadjusted bearing 
wound armatures 
ind two plane balancing of 


touch-up work on 
ounces, 


features 


pressure, machine 
ind fields, 
matures to zero ounce-inches 
Dumore Company, Racine, Wis. 
Industrial Distribution, February 
195 
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Chuck 
3 Jaw Chuck Features 
Speed, Grip, Versatility 


According to the manufacturer, a 
completely new and unusually versatile 
three jaw universal chuck that com 
bines the speed of a lever operated 
chuck with the grip of a pinion ope: 
ited chuck has been introduced. It 
is reported that lathe machinists can 
lock their work into place as much as 
10 times faster with the new 
than with conventional universal 
chucks. ‘The speed is made possibl 
by inserting the end of a wrench stem 
into any one of six holes in the out 
side diameter of the scroll and then 
rotating the scroll rapidly by 

tion. 

l'o secure a final tight grip of the 
jaws, the machinist slips the end oi 
the wrench stem into any one of six 
idditional holes adjacent to the scroll 
so that the pinion on the wrench en 
gages with the bevel gear teeth at the 
back of the \ slight turn of 
the wrench rotates the scroll and re 
sults in a tight grip of the jaws. 

The new chuck has solid reversibk 
jaws, instead of the usual 
plete sets of jaws. 

Company engineers 
need for the usual adapter plate is 
eliminated because the new chuck is 
threaded for direct attachment to 14” 
S thread lathe spindles. The same 
chuck can also be used on a milling 
machine dividing head 

The manufacturer is also introduc 


chuck 


lever 


scroll. 


two com 


report that 





Two new machines... one great sales advantage... 


Walker 
Turner 


designing 





You—and your prospects—are going to read a lot about 
design in Walker-Turner advertising from now on. 
Machines built with the customer's special needs in mind 
—that’s something for Walker-Turner dealers to keep in 
mind ... to emphasize in selling. It gives you a sales 
advantage. 

Now, with Walker-Turrier’s new 12” Tilting Arbor Saw, 
and revolutionary 16” Band Saw to talk about—latest 
design achievements in a complete line of metal and wood- 
working machines . . . with sales-building advertising in 
some 22 national magazines to back your sales effort—the 
Walker-Turner franchise is more valuable than ever! 

Play up Walker-Turner designing in your sales calls. It 
will pay you—in extra sales, bigger profits, and repeat 
business. Write today for complete information, 


New 16” BAND SAW 


For the first time in a band saw, all the basic parts of the 
machine are functional. Single speed models for wood and 
plastic cutting. 8 blade speeds—with standard motor 
193-5692 feet per minute; with slow speed motor 126-3700 
feet per minute. Table size 18” x 17”, 


New 12" TILTING ARBOR SAW 

Capacity 412”. Table 48” wide x 3834” deep. 5 h.p. 3 phase 
motor or 3 h.p. single phase. Dado capacity 11/2” wide. 
Saw speed 3600 r.p.m. New rip fence locks front and rear, 
micrometer adjustment ‘‘T” slots for miter gauge. New 


improved safety guard and splitter. Exclusive “Synchro 
Belt Drive”. 








SOLD ONLY THROUGH AUTHORIZED DEALERS 


eam AER 
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INATIONAL 


TWIST DRILL 








@ Drilling of deep holes 
(more than 4 drill diame- 
ters) involves special drill 
designs, special heat treat- 
ment, and special operat- 
ing techniques. These are 
available from National, 
together with the services 
of National engineers and 
metallurgists. Their experi- 
ence and know-how are 
available to help you and 
your customers on this or 
any other knotty metal cut- 
ting problem. National 
manufactures twist drills, 
reamers, milling cutters, 
end mills, counterbores, 


hobs, and special tools. 





ing a new threaded mounting plate to 
which the chuck can be attached. The 
mounting plate can then be bolted to 
the table of a drill press or milling 
machine, thus converting the chuck 
into a vise or machining fixture. 

The net weight of the chuck is 8} 
pounds. ‘The three reversible jaws 
are of heat treated steel with precision 
ground bites and steps. The body 1s 
of nicely finished semi-steel, and the 
scroll is of durable alloy 

I'he accuracy of each chuck when 
new is guaranteed by the manufacturer 
to center within .003” total indicator 
reading 

Westcott Chuck Co., Oneida, N. Y 

Industrial Distribution, February 
1950 














Polisher 


Light Tool Polishes 
Fine Finished Surfaces 


\ new light weight portable elec 


tric tool polishes and rubs metals, 
woodwork, linoleum and similar sur 
faces. The polisher is intended for 
use by automotive service stations, 
stores, buildings and institutions, 

The tool weighs +4 pounds net, and 
has a free speed of 1300 R.P.M. It 
1S equipped with a patented swivel 
side handle which can be positioned 
it any point on the tool for greatest 
case of operation, and a balanced de 
sign that is said to prevent the tool 
from tipping over. 

Specifications include a die cast 
iluminum frame, universal type motor 
for operation on 115 volts, AC or 
DC, dynamically balanced armature 
with baked on insulation, and venti 
lating fan 

Cummins Business Machines, Inc., 
Chicago Industrial Distribution, 
February 1950 


Adjustable Wrenches 


Light Weight Wrenches 
Of Forged and Carbon Steel 


The outstanding feature of two new 
wrenches is their light weight and the 
design of their construction which will 
withstand pressure without binding o 
distorting the wrench and its working 
parts, according to the manufacturer. 
One wrench is made from forged steel 
ind the other from carbon steel 

The movable jaw has a wide bearing 
surface which rests on the solid frame, 
resulting in greater support in any op 
crating position, especially when the 
wrench is open to its full capacity. 


Both wrenches are made in four, six, 
cight, ten and twelve inch sizes. 

Billings and Spencer Co., Hartford 
Conn.—Industrial Distribution, Feb 
ruary 1950. 














Die Filer 


Stroke Length Variable 
Through Double Eccentric 


A new dic filer uses cither 4” or 3” 


shank files, and has a variable stroke 
length from %&” to 3”, variation of 
stro''¢ being accomplished by a double 
eccentric 

Reciprocating mechanism is spring 
loaded, automatically compensating 
for wear \ neoprene bellows is in 
corporated to keep filings out of the 
bearing surrounding the reciprocating 
shaft 

The 84” square table tilts front and 

(Continued on page 114) 
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Manufacturer 


Page Product 


Manufacturer 





Crane Block 
Portable Saw 
Handgrinder 
Chuck 
Polisher 
Machines 
Adjustable Wrenches 
Die Filer 
Boring Tool 
Paint Sprayer 
Portable Pump 
Sump Pump 
Conveyor Belt 
Mixing Motor 


Meier Elect 


Water Softener 


Carbide Bits 
Socket Wrenches 
Marking Instrument 


American Hoist & Derrick 
Portable Electric Tools 
Dumore Company 
Westcott Chuck Co... 
Cummins Business 


Billings & Spencer Co. 
Benchmaster Mfg. Co. 
Kennametal Ine. 
Electric Sprayit Co. 


The Deming Company 
Republic Rubber Division 
Aro Equipment Corp. 
Sling Lifting Operations John A. Roebling’s Sons 
Worthington Pump and 
Machinery Corp.. 
Rock Bit Sales & Service 
Plomb Tool Company 
Carboloy Company 


108 
108 
108 
108 


Ball Bearings 
Shell End Mill 


Power Hack Saw 


Electric Hammer 
Chain Vise 
Carbide Grinder 


112 
112 
112 
114 
114 
118 
120 
120 
122 
122 


Inside Slotter 


& Machine Position Lock 


Swing Lathe 

Soldering tron 
122 | Safety Valve 
126 
128 
128 


Stud Remover 
Motor 


Nut and Bolt Locator 


Die Sinking Cutters 


Marking Instrument 


Schatz Mfg. Co. 

Wendt-Sonis Co. 

Sales Service Machine 
Co. 

Stewart Mfg. Co. 

Syntron Company 

Chain Belt Company 

Standard Electrical Tool 

Reltool Corporation 

Beverly Shear Mfg. Co. 

Lyon-Raymond Corpora- 
tion 

Cushman and Denison 
Manufacturing Co. 

South Bend Lathe Works 

Vasco Mfg. Division 

Marine and Industrial 
Products Co. 

J. i. Williams & Co. 


General Electric Corp. 


Load Grab Attachment 
Radiant Heat Fittings 
Spot and Flood Lamps 
Drum Pump 

Portable Electric Saw 
Electric Starter 





W.S. Nott Company 

Capitol Mfg. and Supply 

Champion Lamp Works 

Lincoln Engineering Co. 

Milwaukee Electric Tool 

Sylvania Electric Products, 
Inc. 


130 
130 
134 
136 
136 


138 





Clutch Coupling 
Seat Ring Wrenches 
Appliance Truck 


Brakes... 

Portable Drill Press 
Reversing Pumps 
Pliers 


Centric Clutch Co. 
Lunkenheimer Co. 
Hamilton Caster and Mfg. 


A. 
O’Neil-Irwin Mfg. Co. 
Sudenga tron' Works 
Brown & Sharpe Mfg. Co. 
Seymour Smith & Son, Inc. 
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EVERY 

SPANG 

AD \S 
Another Link 


® As a manager of an important sales 
territory, your time is valuable. You can’t afford 
to waste it. In fact, chances are that you have 
to budget your selling time carefully to do all 
the things that need doing. 


That's one of the reasons why Spang advertises 
each month to contractors, maintenance men and 
purchasing agents. By so doing, we are continu- 
ing to build the fine acceptance that Spang CW 
Pipe has long enjoyed. Acceptance that helps 
save your selling time. 


SPANG-CHALFANT 


Division of The Nati | Supply Company 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Chicago; Detroit; Houston; Los Angeles; 
New York; Philadelphia; Pittsburgh; St. Louis; San Francisco 





ant 
spanc-cHALE! att QUALITY 


This is one of a series of ads that are appear- 
ing regularly in DOMESTIC ENGINEERING; 
HEATING, PIPING AND AIR CONDITIONING; 
MILL AND FACTORY; and PURCHASING. 


QUALITY 


phat 16 
pecognieed 
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is USE 
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These latest developments in steam hose are 
typical of the results obtained through Thermoid’s 
continuing research and study of product applications. 
Thermoid’s planned program of product research 
and development assures your customers maximum 
service and lowest operating costs whenever you 
specify Thermoid Industrial Rubber Products. 


For more profits and customer good will 
it will pay you to Speetfy Thermoid! 


Thermoid Quality Products: Transmission Belting « 
F.H.P. and Multiple V-Belts * Conveyor Belting * Ele- 
vator Belting * Wrapped and Molded Hose * Molded Prod- 
ucts * Industrial Brake Linings and Friction Materials. 


Main. Offices and Factory * Trenton, N. J., U.S.A. 


a 
hermol Western Offices and Factory * Nephi, Utah, U.S.A. 


Company 


Industrial Rubber Products + Friction Materials + Oil Field Products 
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New Products 


(Continued from page 112) 





back permitting accurate filing for 
clearance on dies, etc. A graduated 
plate permits accurate table settings. 
The filer operates with either a Ys or 
+ HP motor, and is equipped with a 
Vee belt drive. 

Benchmaster Mfg. Co., Los Angeles 

- Industrial Distribution, February 
1950. 











Boring Tool 


Round-Nosed Tool 
Has Brazed On Tip 


I'he manufacturer announces a new 
type of round-nose tool for boring in 
a trough by plunging and feeding both 
ways. ‘This tool is available in two 
sizes: 1” wide x 1}” high x 12” long, 
and 3° = 12" = Tz". 

The brazed on metal tip of each 
size has a 4” radius at the extreme 
point, blending into 14 radius at each 
side. 

Kennametal Inc., 
Industrial 
1950. 


Latrobe, Pa. 
Distribution, | February 














Paint Sprayer 


Unit Designed | 


For Small Jobs 


A spraying unit which is easily port 
able is available for spraying paint, 
varnish, enamel, lacquer and chemical 
insecticides on both inside and outside 
surfaces. According to the manufac- 
turer, the diaphragm compressor de 

(Continued on page 118) 


es MD 


Comparison with similar 
couplings lies in general 
appearance, alone. Sety- 
ice-tested materials. 
precision manulacture 


and caneful inspection 


assure unrivaled —per- 
formance under all con- 
Malleable iron. 


cadmium plated. or 


ditions. 


bron Ze. 


Stocke 


dby Manuf 
bers of Mechar 


PRODUCERS OF Ji 
“BOSS” ''GJ-BOSS”’ 


PHILADELPHIA, PA 


Quality Line 
“DIXON 


of 


Recommend this universal 
coupling for indoor and out- 
door pneumatic tool service. 
Its grew@er convenience, 


A ¢) 


AIR KING’ DIX-LOCK 
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Greist Mfg. Co. improves 
lighting, speeds production 
oe with G-E slimline lamps 


) 4-lamp fixtures do the job throughout 
2 the plant, as in this parts tumbling 
room. Decision to use slimline was based 
on long life, low-cost maintenance, and 
availability of three brightness levels. 


SLIMLINE 
FLUORESCENT 
LAMPS 


— 


In the new addition to the Greist Manu- 

facturing Company of New Haven, 
General Electric slimline fluorescent 
lamps are used throughout. More than 80 
footcandles of light, plus light-colored 
surroundings, make seeing easier—boost 
worker accuracy and production. 


The continuous rows of G-E slimline 
lamps are easy to maintain; rugged push- 
pull sockets permit one man to quickly 
replace a 16-foot row of lamps without 
moving his ladder. And slimlines start in- 
stantly, need no starters, have long life 
and high efficiency. 





4 
ie 
G-E, 





’ SLIMLINE FLUORESCENT 


A High efficiency 


Low maintenance cost 
Instant start, no starter needed 
Three brightness levels 


Single-pin base, easy in and out 





All these advantages of General Elec- 
tric slimline fluorescent give you a 
big profit opportunity you can’t afford 
to miss. Stock and sell General Electric 
slimline fluorescent lamps—world’s most 





modern source of light. Slimline lamps 
are another development of General 
Electric lamp research—another reason 
why you can give your customers more 
when you sell General Electric. 


GENERAL @@ ELECTRIC 
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Leadership : 
through Craftsmanship 
for 


sixty years ell 


CARBIDE TOOLS 
—. For Your Copy Today! 








AMERICA’S NUMBER 1 BLOW TORCH 


There can only be ONE first 

. and there’s good reason 
why that one is C&L. A life- 
long policy of seeking out 
and employing only the most 
finished craftsmen, and putting 
into their skilled hands the 
finest materials money can 
buy, has found its reward. 
They have built into C&L 
Blow Torches the rugged 
dependability, the year-in-and- 
year-out service you'd expect 
from America’s finest heat 
tools . . . the wise buy for 
over 60 years. 


Choose from 12 “Job Engi- 


neered” models at your jobbers 
. or write for catalog. 


CLAYTON & LAMBERT MFG. CO. 
Louisville 10, Kentucky 


CQL, rvi0s GREAT HEAT TOOLS 
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@ It costs money to make calls. 
Some Industrial Distributors esti- 
mate that, on the average, each 
call a salesman makes costs $10.00. 
This means that every call must net 
at least $10.00 profit to break even— 


/ more to make money. 


i af 
I hm Ss 5 
ra —_ ie f/ 


Here’s a suggestion from Lamson & 
Sessions on how to get that $10.00 back 
—plus a profit: always sell products almost 
every customer needs and wants...bolts, nuts, 
screws and cotters. Sell your other products, 
too — but don’t forget to “talk fasteners.” 
Fastener sales can pay for your call. 


And remember, the advantage is yours when 

ou can offer your customers the complete 

amson & Sessions Line...all their fastener 
eeds from one reputable source. 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio * Chicago * Birmingham 


LAMSON SESSIONS 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1950 





livers oil-free air in ample capacity and 
the balanced crankshaft assembly in- 
sures vibration free operation. 

It is equipped with a 15 foot hose 
and the aluminum container holds one 
juart of spray material. The unit has 
an internal mix spray gun, with inter- 
changeable nozzles in round, fan and 
angle pattern. The unit’s total weight, 
with motor, is 39 pounds. 

There are no pistons nor rings, and 
it is claimed that oiling is never re- 
quired since the unit is self-lubricating 
and has sealed bearings. It operates on 
a + HP motor. 

Electric Sprayit Co., Sheboygan, 
W is.—Industrial Distribution, Febru- 


ary 1950. 














Portable Pump 
High Viscosity Liquids 
Delivered by Pump 


A new portable pump with the size, 
appearance and approximate weight of 


| a 8” electric drill has been developed 


which will deliver 40 gallons of water 
per minute. 

According to the manufacturer the 
pump has no bearings, no stuffing box 
and no metal to metal contact. The 
unit is equipped with trigger switch 
and 15 feet of Underwriter’s approved 
cable with ground. 

Uses around industrial plants in 
clude the pumping of water, oil and 
other fluids; pumping out after flash 
floods; mixing of liquids, even those 
of high viscosity. 

Meier Electric @& Machine Co., 
Inc., Indianapolis, Ind.— Industrial 
Distribution, February 1950. 





The MORSE CODE 


for Industrial Supply Distributors 
S ARTICLE 1) 


MORSE TOOLS shall be sold exclusively to 
or through Morse-Franchised Distributors 


GLY ANON 
ge Hg wi di NN Ut Mie A th A I 
BECAUSE HE HAS: 


@ A reasonable expectation of realizing profits on the time and effort he has 
applied to a customer’s problems. 


@ Complete assurance that the Morse representative is working for him — not 
in competition with him. 


AND DON’T FORGET MORSE € /ecKofzed TOOLS! 


Although not part of the Morse Code, this great advantage of selling Morse 
Electrolized Tools is enjoyed only by M-FD’s salesmen. 


*Morese-Franchised Distributor 


MORSE 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD, MASSACHUSETTS 
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A VINCENT DRESSER | 





MORE SALES 
FOR YOU... 


There is a style and size of Vincent Dresser 
for every job. This means that on every appli- 
cation, by using the right dresser, your cus- 
tomers will get maximum satisfaction. It also 
means that no matter what your customer's 
needs, you have just the dresser to sell him. 


There is a bonus of several extra dressings 
from every Vincent Dresser Cutter, too. Made 
of special steel and heat treated to exact 
hardness, these cutters stand up on the 
toughest applications. 


Stock the entire line of Vincent Dressers 
and Cutters for immediate delivery to your 
customers . . . and for sure repeat sales. 








Sump Pump 


Pump Available 
In ¥3 and % HP Models 


This pump is available in two com- 
plete units: Unit No. 1 with 4 HP 
motor for capacities of 60, 48, 35 and 
20 gallons per minute, and Unit No. 
2 with 4 HP motor for capacities of 
80, 72, 62, 50 and 35 gallons per 
minute against respective total heads 
of 15, 20, 25, 30 and 35 feet. 

Both units are available with lengths 
for sumps of 2, 3, 4 and 5 feet in 
depth. The complete units are ready 
to stand on the bottom of sump basin 
or in tile and are furnished with an 8 
foot extension cord for connecting to 
light socket. 

Ihe centrifugal type pump has 
bronze impeller fastened to the stain- 
less steel shaft by a key and brass acorn 
nut. A large bronze bearing supports 
the shaft. Motor is 115-230 volt A.C., 
60 cycle single phase, 1750 R.P.M. 

[he Deming Company, Salem, 
Ohio—Industrial Distribution, Febru- 
arv 1950. 


Conveyor Belt 


Belt Safely Conveys 
Hot Materials 


A new type conveyor belt for con- 
veying hot materials features a carcass 
constructed with multiple plies of 
glass fabric plus covers specially com 


pounded to resist heat. The manu 
facturer reports that the new belt has 
given over 14 months service in a 


oNAIRNEC IE NEE 


" STEEL PROCESS COMPANY foundry installation where hot shake 
Heat Treaters of Metals—300 Tons Capacity Daily out sand is carried. 

Producers of GRINDING WHEEL DRESSERS AND CUTTERS © HSS TOOL BITS Republic Rubber 

CONICAL CUTTERS AND HOLDERS * DIAMOND DRESSING TOOLS 

TUBE CLEANER CUTTERS . HIGHWAY SURFACER CUTTERS 


Division, Lee 
Rubber & Tire Corporation, Youngs 
town, Ohio—Industrial Distrbution, 
Detroit 7, Michigan | lebruary 1950. 





2424 Bellevue Avenue 
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The sinews that give V-belts 
high strength at low cost 
are ready to work for you 


Du Pont Cordura* High Tenacity Rayon is building 





greater strength and efficiency into V-belts—and doing it at 
lower cost. 

Users of V-belts reinforced with “Cordura” have found they 
have fewer take-ups . . . less maintenance . . . longer life, 
and practically no worries about “stretch.” 

The application possibilities of “Cordura” are almost 
limitless. “Cordura” yarn is engineered to give far 

greater inherent strength and uniformity than natural 

fibers commonly used. Too, each strand of “Cordura” 

is made up of continuous filaments—has no short 

pieces to slip under strain. 

Because of its superior strength, manufacturers 

can reduce the size of the strength-sections of 

their products when they reinforce with 

“Cordura.” They save raw material costs— 

make better products, too. 


*REG. U. S&S. PAT. OFF. 





Help your customers PROFIT with “Cordura” 


Send for a free copy of the new booklet—“Sinews for In- 
dustry That Offer You High Strength at Low Cost.” This 
fact-filled booklet will help you to help your customers 
profit with “Cordura.” Du Pont will also be glad to furnish 

MET TO a detailed analysis of any applications they have in mind. 
Write Rayon Division, E. I. du Pont de Nemours & Co. 
(Inc.), Wilmington 98, Delaware. 


for RAYON...for NYLON...for FIBERS to come... look tt DU PONT 
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for Wrenches and Shop Tools .. 


” BUY BILLINGS: 


During '50 Billings is again energetically 
and forcefully “Telling ‘em” so that 
Billings Distributors can more easily 
“Sell ‘em’. Each month wrench and 
shop tool users—your customers—will 
have good reason to buy Billings Prod- 
ucts. New wrenches and tools will be 
brought to their attention through the 
Billings consistent, sales building adver- 
tising. Custombilt selling aids to help 
Billings Distributors “Tell em” and to get 
the most out of their sales program. Yes, 
Billings Distributors are enthusiastic-alert 
to every sales possibility and they are 
| building plans to stay ahead with 
| Billings during '50. 

“Memory joggers” 
Genuine “Coes” Wrenches 

Rod and Yoke Ends 
Spanners — 4 styles 


Eye Nuts—Thumb Screws 
Chain Pipe Vises 


— Biluncs 


WRENCHES & SHOP TOOLS 
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Mixing Motor 


Air Powered Mixer 
Clamps on Vessel 


A mixing motor is available which 
features fully adjustable mounting 
clamp, needle valve adjustment for 
speed control, explosion proof motors 
and does not require the constant pres- 
ence of an operator. 

The motor can be clamped into 
position on the edge of a tank, drum, 
barrel or other vessel, and a swivel 
permits easy adjustment to desired 
angle. Motors are available in five 
models, with speeds of 500, 1200, 
2800, 4500 and 17,000 RPM. 

Aro Equipment Corp., Bryan, Ohio 

- Industrial Distribution, February 
1950. 


Sling Lifting Operations 


Sleeve Splice Eliminates 
Sling Loop Splicing 
A new tapered sleeve splice elimi- 
nates the necessity of sling users splic- 
ing their own sling loops. It is 
claimed that the rolled loop and single 
tapered sleeve provide greater flexi- 
bility and compactness, developing the 
full catalog strength of the steel wire 
rope sling. 
John A. Roebling’s Sons Co., Tren 
ton, N. ].—Industrial Distribution, 
February 1950. 


Water Softener 


Hydraulic Energy Mixes 
Applied Chemicals, Precipitate 


A new water softener utilizes a cold 
process slurry type precipitating proc- 
ess, with hydraulic energy mixing the 
applied chemicals with _ previously 
formed precipitate. It is claimed that 
optimum flocculation is achieved with- 
out the use of submerged mechanical 
moving parts within the softener. 

Complimentary recirculation _ of 
treated water maintains a uniform 








TACKLE 
BLOCKS 


ROPE 
FITTINGS 


Only manufacturer of the complete line — wire 
rope, wire rope fittings and tackle blocks... All 
engineered to the job by Upson-Walton for 
LONGER LIFE and BETTER SERVICE. 


THE UPSON-WALTON COMPANY: Cleveland, Ohio 


New York ¢ Chicago ¢ Pittsburgh 
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BASIC FORMULA FOR POWER 
TRANSMISSION DISTRIBUTORS... 


Mo CHAIN distributors, nearly 100 strong, will tell 
] you that the formula M = PT (Morse means Power 
Transmission) is their key to a steadily increasing power 
transmission business with plant managers, purchasing 


agents and design engineers. 
Why so? 


Because Morse Chain tells these power transmission 


equipment buyers a product-by-product sales story .. . 
and complete details of the unusual design and service 


advantages of Morse Power Transmission products. 


If you are in a position to handle one of the most complete 
lines of power transmission equipment available, write: 
General Sales Manager, Morse Chain Company, 7601 


Central Ave., Detroit 8, Michigan. 


These are typical double page Morse advertisements that tell your cus- 
tomers about the outstanding design and service applications possible 
with Morse Power Transmission products. 


Morse Silent Chain, Morse Morflex Couplings 
and Morse-Formsprag Clutches hold the atten- 
tion of design, development and product engi- 
neers in late issues of DESIGN NEWS, 
PRODUCT ENGINEERING, MECHANICAL 
ENGINEERING and MACHINE DESIGN. 


This ad featuring details of Morse Roller 
Chain is read by plant engineers, plant man- 
agers, plant executives and foremen in MILL 
& FACTORY, FACTORY MANAGEMENT 
& MAINTENANCE, STEEL and IRON AGE. 


This two-page ad tells purchasing agents and _ pur- 
chasing executives all about Morse Flexible Couplings. 
It has appeared in recent issues of PURCHASING and 
PURCHASING NEWS. 
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Morse Roller 
Chain Drives 
Morse Silent 
Chain Drives 
Morse Roller 
} Chain Couplings 


Morse Silent 
Chain Couplings 


Morse Morflex 
Couplings 


Morse Morflex 
Radial Couplings 


—————— 


Morse Morflex 
Drive Shafts 


ra 


Morse-Rockford 
Clutches 
- 


Morse-Formsprag 
Clutches 


Morse-Rockford 
Pullmore Clutches 


ransmission 


Buyers ask the Morse Man for power transmission information! 





NOW! 


100 Morse 


6p een 62 ae eS SS See ee ee eG, Branch Offices 


and Distributors 


M ORSE aamasneten 


demands. 
MECHANICAL 
POWER TRANSIM/SS/(ON PRODUCTS OF From coast to coast, more than 100 offices, representatives and 
distributors of Morse Power Transmission products give quick in- 
PRODUCTS 

Ty “Ask the Morse Man first in any case,” and to “Check classified 
— om oe owe oe ee ee ee oe oe oe oe oe } phone directories under ‘Pewer Transmission’ or ‘Chains’ for 

a the nearest Morse Man.” 


| ORC WaRNeEd 
EEE 


formation and service to thousands of customers who are urged to: 
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BEA 


SPRING WASHERS 
STEADY DEMAND ~ and continuous REPEAT business. 


Almost every one of your customers who uses Nuts, Bolts and Screws, 
now uses or can be sold BEALL KANT-LINK SPRING WASHERS — the 
nationally accepted type. 


BEALL Helical Spring Washers have Long range “live” action and 
adequate PRESSURE POWER to combat ALL causes of looseness. 


NATIONALLY ADVERTISED — and nationally accepted. IN 
STOCK in all standard sizes; made of Carbon Steel, Stainless Steel, 
Everdur, Duronze and other metals. 


130 Shamrock St. 


BEALLTOOL DIVISION, Hubbard & Co., cast ALTON, ILL. 


BEALL Spring Washers 
— prompt shipment — 
in cartons and bulk. 


ofter long service 
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depth of slurry bed independent of 
load demand. Where filters are used 
for final clarification, a washer reclama- 
tion compartment is incorporated to 
enable the filters to be economically 
backwashed with clean, chemically in- 
ert water without imposing increased 
flow rates through the softener. 
Density of the slurry bed is auto- 
matically and proportionately main 
tained, according to the manufacturer. 
Worthington Pump and Machinery 
Corporation, Dunellen, N. ].—Indus- 
trial Distribution, February 1950. 


Carbide Bits 


Bits Available In 
Chisel and Cross Bit Types 


Crowned tungsten-carbide _ inserts 
to increase drilling speeds and self 
cleaning chip channels are among the 
advanced design features claimed by 
the manufacturer. It is said that the 
bit threads are designed specially for 
cach bit size and application to over- 
come premature thread failure. Better 
blowing has been achieved by the 
placement of the air holes with a 
lowering of air consumption. 

he bits are of the detachable type 
and available in these sizes: 2 point 
chisel type in 14” to 4” diameter and 
4 point cross bit type in 13” to 4” 
diameter. 

Rock Bit Sales @ Service Co., 
Philadelphia—Industrial Distribution, 
February 1950. 











‘re to back you up 
mt rhea 8 over 3 million 
advertising messages like 
this, calling attention to 
your service and hitting 
home wherever grinding 
wheels are used — with di- 
rect mail pre-selling your 
prospects — with market 
suggestions — with distribu- 
tor sales aids. Find out how 
our manutacturer-distribuy 
tor set-up can help you se 


more grinding wheels. 
Write. 








SIMONDS 


ABRASIVE CO. 


PHILADELPHIA, PA. 


Grinding Wheels 


In grinding, the answer is frequently a matter 
of temper as well as temperature . . . demanding 
careful wheel selection for cool, non-burning 


action that will not draw temper or damage the 
work. 


Simonds Abrasive Company offers you this selec- 
tion in a complete line that includes wheels right 
in grade, size and shape to prolong the life of 


your cutting tools ... and for top results on all 
your grinding jobs. 


Our free data book lists specific wheel recom- 
mendations and includes the name of the distribu- 
tor equipped to serve you locally. Write. 


SIMONDS ABRASIVE COMPANY, PHILADELPHIA 37, PA. DISTRIBUTORS IN PRINCIPAL CITIES 
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OUT OF 1001 TEST TUBES 


FORWARD- 
LOOKING 
is the Word 


Deccommend Chica 
iyo Mounted Wheels 
Mor all finishing jobs. 
ithese were the first 
\wheels ever to be 
mounted on their 
own steel shanks 

land are today’s 


finest. 


The Chicago Mounied Wheels used in industry 
today look simple enough — abrasive wheels 
mounted on steel shanks, but 


Those little wheels are the result of more than 
50 years of know-how and more than 1001 tests 
to determine the most exactly perfect combina- 
tion of grain, grade, bond, shape, shank length 
and steel analysis to do each job. 


AND, the same expert craftsmanship that has made Chicago Mounted Wheels the most 


widely used in industry today accounts for the outstanding results obtained with Chicago 
Grinding Wheels and Cut-Off Wheels. 


FREE ENGINEERING SERVICE 


Let us help your customers with their grinding problems. We furnish special Engineering 


Data Sheets making it easy for anyone to submit information from which we can recom- 
mend the abrasives to do the job better. 


CHICAGO WHEEL & MFG. CO., 1101 W. Monroe St., Dept. MB, Chicago 7, Ill. 





Write for Free 
Literature and 
Attractive Fran- 
chise open on all 
nationally adver- 
tised Chicago 
wheel products 








Send Catalog 





Franchise Data for Supply Houses 


Name 


Address 
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Socket Wrenches 


Two New Sets 
Have 38”, 42” Drives 


I'wo high-utility socket wrench sets, 
one in 8” square drive and the other 
in 4” drive, have ten sockets in each 
set, providing a wide range of open- 
ing sizes for handling many types of 
jobs. ‘Two styles of handles are in- 
cluded in each set, and compact boxes 
were added specially for these sets. 

The 3” drive set has a 73” hinge 
handle, a 74” pin handle, three 8 point 

double square) sockets with open 
ings from 8” to 4”, and seven 12 point 
(double hexagon) sockets with open 
ings from 3” to ?”. These items are 
enclosed in a round cornered steel box. 

The 4” drive set has a 15” hinge 
handle, an 114” pin handle, and ten 
12 point sockets with openings from 
13” to r. 

Plomb Tool Company, Los An 
geles, Calif.—Industrial Distribution, 
February 1950. 














Marking Instrument 
Combination Marking Device 
Eliminates Separate Operations 


Combination bolt heading and 
marking hammers of solid carbide for 





WHICH IS 
--- GROUND? 
woeeeee CUT? 
e+ ROLLED ? 


Find it hard to decide? Don’t 
waste your time because threading 
method is purely our problem. 
Your interest is in Uniform Class 
3 fit. You get it every time when 
you specify Allen O Heads instead 
of just Allen-type screws. 


We use all the accepted threading 
methods depending on the metal, 
the size and in some cases, the 
application. We investigate every 
new development and incorporate 
the best into our manufacturing 
methods. Because we do not 
commit ourselves to any one 
method, we can give you the extra 
precision and uniformity that 
makes Allen O Heads fit smoothly 
and stay tight under the most 
gruelling service. 


AR NIN Gg 
Allen- Type screws ore 


Get ricci screws 


lle 


this block ond silvet bor. 


NEW YORK, CLEVELAND, DETR 


SOLD ONLY THROUGH LEADING DISTRIBUTORS 
Write the factory direct for technical 
information and descriptive literature. 


r) 

Ww t 
ily Allen Made. 
Ce hese PANY | 


MANUFACTURING COM 
Hartford 2, Connecticut, U. S. A. 


CHICAGO, LOS ANGELES 


FOR 40 YEARS THE BUY-WORD FOR SOCKET SCREWS 
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(a 
40 Years... 


ONE 
DISTRIBUTOR 
POLICY 


We took our stand on distribution 
policy in 1910, when we stated: 


“We adhere to distribution through 


authorized distributors, in recog- 
nition that prompt and intelligent 
needs 


attention to customers’ 


‘on-the-ground contacts 
with 


manufacturer's problems as well as 


requires 


and acquaintance individual 


on-the-ground stocks’. 


{n our fortieth anniversary year, 
this platform stands exactly as orig- 
inally written. It means: 


1 Full distributor protection—includ- 
ing all direct orders and inquiries. 


Selective distribution through care- 
fully chosen leading outlets, to 
make the Allen distributorship 
a real profit builder for those 
selected. 

Every effort is made to assure that 
Allen’s reasonable competitive 
prices are maintained. 

No non-stocking distributors’ dis- 
counts. All such orders referred 
to Allen Distributors. 


All Allen products 
guaranteed. 


absolutely 


Allen factory representatives, 
advertising, sales promotion helps 
and engineering service are all 
devoted to making Allen products 
salable in the highest degree. 


iT PAYS TO PUSH 
THE ALLENOHEAD LINE 
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Malis 
TRUE BALL 


Gives DART UNIONS 


TIGHTER FIT 
LONGER LIFE 


; : = me ‘ 
Drop-tight! The non-corroding bronze seats ofa Dart Union are precision-machined 
to a true ball joint. It’s easy to make a Dart drop-tight without excessive wrenching. 


Use Again and Again! They're less expensive, too. They uncouple easily—seats 
are uninjured—so you use them again and again. 


Practically Indestructible! What's more, body and nut are made of practically 
indestructible air-refined malleable iron. 


It pays to demonstrate these unique Dart 
advantages. 


E. M. DART MFG. CO. 
Providence 5, Rhode Isiand 


UNIONS 
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automatic bolt heading machines 
make it possible to eliminate the sep- 
arate marking operation frequently 
performed in the manufacture of bolts, 
rivets, etc. 

The heading hammers are available 
with either male or female markings 
and in a complete range of sizes. The 
new combination heading hammers 
are offered in addition to the plain 
solid carbide types offered by the 
manufacturer. 

Carboloy Company, Detroit — In- 
dustrial Distribution, February 1950 








Load Grab Attachment 


Mechanically Handles Cylinders 
Weighing Up to 3,000 Pounds 


A cylinder tilting attachment for 
lift trucks handles cylinders from 15” 
to 36” outer diameter, and up to 3,000 
pounds in weight. Round rubber 
grippers provide maximum wearing 
surfaces and depth, and also enables 
quick replacement to be made. 

The swivel grippers are removable 
from 3” x 3” square bar arms to per- 
mit use of truck for usual horizontal 
handling of pipe carried over arms. 
The cylinder tilting load grab attach- 
ment eliminates manual tipping over 
or laying down of heavy culvert sec- 
tions. 

W. S. Nott Company, Minneapolis 

Industrial Distribution, February, 
1950. 


Radiant Heat Fittings 


Pipe Fittings, Available 
In Weld, Coupled, Sleeve Types 


A new line of pipe fittings is avail- 
able for use with wrought iron and 
steel radiant heat installations. Weld 
type fittings, with “upset” ends and 
ready for welding, coupled type fit- 
tings, threaded and furnished with two 
recessed taper tapped couplings, and 
sleeve type fittings with plain ends 

(Continued on page 134) 





1. HIGH QUALITY GEARING 

Alloy steel gears and pinions 
with gear teeth generated to 
greater accuracy. Improved 
methods of heat-treating give 
increased strength—longer life. 


2. HIGH EFFICIENCY 
Antifriction bearings — im- 
proved accuracy of gears— 
maintained accurate alignment 
—effective lubrication assures 
operating efficiencies. 


3. DEPENDABLE PERFORMANCE 
Improved design, rugged con- 
struction, highest quality mate- 
rials, accurate manufacture to 
close tolerances, all assure ex- 
treme ruggedness for heavy- 
duty service over long periods. 


4. SMOOTH QUIET OPERATION 
The overlapping tooth action of 
extremely accurate gears, plus 
close back lash tolerances, pro- 
vides quiet operation. 


5. MORE POWER-—LESS SPACE 
The careful engineering, qual- 
ity manufacture and the use of 
finest materials permit the selec- 
tion of a smaller size unit than 
was previously necessary. 

6. POSITIVE LUBRICATION 

All gears and bearings are 
lubricated from a large oil 
reservoir by a simple, efficient 
system. 


7. OIL-TIGHT CONSTRUCTION 
Oil seals at all shaft extensions 
provide oil-tight construction— 
clean operation. 


8. SIZES AND RATIOS 
Single, double, and triple units 
in a range of 42 sizes. Standard 
ratios from 2.08 to 1 up to 360 
to 1 h.p. up to 1350. 


A COMPLETE LINE 


HYPOWER HYGRADE 
VERTICAL HORIZONTAL 


More Power in Less Space 
WITH THE NEW MAXI-POWER DRIVES 


High quality, rugged dependability characterize this new line of 
enclosed helical gear drives—Maxi-Power by Foote Bros. 

These drives are available in single, double, and triple reduc- 
tions in a wide range of sizes and ratios. 

Write today for a copy of the Maxi-Power Bulletin or call Foote 
Bros’. representative in your City: 
FOOTE BROS. GEAR AND MACHINE CORPORATION 
4545 S. Western Blvd. . Chicago 9, III. 


FOOTE? BROS. 





Boller Power Teamovion Thwugh Collec Lear 


OF HIGH-QUALITY ENCLOSED GEAR DRIVES 
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Some ‘‘Moral Insurance” here might have avoided a serious accident 
Workmen’s compensation is a fine thing—but it can’t replace a mangled arm. 


Safety laws prevent many accidents—but they can’t cover every hazard of 
an individual plant. 

Accident prevention which goes beyond the law is an unwritten responsi- 
bility of every employer. It is his “Moral Insurance” for his employees 
welfare. 

The premiums for “Moral Insurance” are not high. They do not have to 
be paid for in fancy safety gadgets. Their cost is simply the institution of 


common sense safety regulations covering all local hazards—enforced by 
employee committees with the full support of management. 


Yes—“plant safety” is a mutual job. 


DON’T FORGET—THE LIFE YOU SAVE MAY BE YOUR OWN 


Published in the public interest by: 


MeGRAW-HILL PUBLICATIONS 
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Adjustable eliminates need for 


ROUND Special Magnet Chain. Top plate keeps 3 attachment ROUND Adjustable Plate Sling. Handles steel plates in 4-5 or ; 
chains in proper locations ... prevents excessive wear on end 6 ft. widths. Eliminates necessity for changing slings on ware- 
links. Sling shackle has bronze bearing with lubrication fitting. house cranes for different plate widths. 


i 
} 
? 
- 
: 
: 
: 


ROUND Adjustable Cradle. Speeds handling of aluminum or ROUND Cupola Sling. Speeds moving of cupola lids. Hooks have 
stainless steel sheets in 36-42-48-54 inch widths; lengths of 4 square ends and flat sides to fit securely into lid sockets. 
to 8 ft. Gives vertical lift at all times. 


In addition to the complete line of ROUND Chain 
of all sizes and types, ROUND Associate Chain Com- 
panies design and make special chain assemblies to 
meet every individua! need. A few typical units are 
pictured above. 

Just write, wire or phone us, today. A ROUND chain 
engineer will be glad to share your chain problems — 
promptly. — 


Pog socccc) ary 


Proof Coil Liberty Machine 


Twist Link The Cleveland Chain & Mfg Co. 
4>4>5 :_- = ms Cleveland 5, Ohio 


Liberty Coll seidiatiliceaiens Round Associate Chain Companies: The Bridgeport 
Twist Link Triumph Pattern Chain & Mfg. Co., Bridgeport 1, Conn. * The Cleveland 
Chain & Mfg. Co., Cleveland 5, Ohio © Round California 
—_ ~~ _— ——— Chain Co., So. San Francisco and Los Angeles 54, Cal. 
uimerty Col Gutcne ¢ Seattle Chain & Mfg. Co., Seattle 8, Wash. * Woodhouse 
Straight Link Brown Pattern Chain Works, Trenton 7, N. J. 
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NOW ! an important and 
EXCLUSIVE NEW IMPROVEMENT 


IN FIRE EXTINGUISHERS 


BUFFALO 
ette-buul 


Long proved for its speed and effective- 
ness in fighting fires of electric origin, 
also against fires in oils, gasoline, paint, 
greases and other flammable liquids, the 
Buffalo better-built VL Fire Extinguisher 
is now more dependable than ever! Each 
VL Extinguisher now contains DRYEX, 
the exclusive new drying agent that re- 
moves all traces of moisture, prevents 
corrosion and rust, insures continuous 
accuracy of performance and adds many 
years to the dependable life of the ex- 
tinguisher. 


Sold through better Mill 
Supply Houses every 


BurFRALO 


‘ 0 K 


where. A few territories 
now open. Why not write 
us about this big new 


sales opportunity? 
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IITON TO SEAL OWNME | 
= — 
lO Fire Applica 
4 RATION 

AYTON | OHIO ; 


I-qt. VL Fire Extinguisher 

containing DRYEX 

Also available in 114-qt., 
I-gal. and 2-gal. sizes 


MiRI 


A 


\ 


PPLIANCE 


Established 1895 





and sleeves can be had in 180° arcs, 
while 90° and 45° fittings come in 
coupled and sleeve types. 

The “upset ends” of the weld type 
fittings require only two welds to con- 
nect the bend to the type. When 
welded joints have been specified by 
architect or enginecr, the fitting en- 
ables the contractor to fabricate the 
panel on the job. 

Coupled type fittings are said to 
withstand pressures of 300 Ibs. steam 
and 1200 lbs. hydrostatic. Oversized 
walls on the heavy couplings are pro- 
tection against corrosion. 

The sleeve type fitting is similar to 
the weld and coupled types, except 
that it is made with plain ends. ‘Two 
welding sleeves are furnished with 
each sleeve type fitting. 

Capitol Manufacuring @& Supply 
Co., Columbus, Ohio—Industrial Dis- 
tribution, February 1950. 














Spot and Flood Lamps 


Lamps Designed 
For Restricted Space 


A new 75 wait lamp is designed to 
fill the need for a low wattage, com- 
pact light source with self contained 
reflector. The lamp is_ particularly 
suitable for display and accent lighting 
applications where space is restricted. 

They are said to permit greatest 
flexibility of lighting design for such 
applications as small show windows, 
display cases, niche lighting, counter 
displays, signs and localized industrial 
lighting. 

Champion Lamp Works, Lynn, 
Mass.—Industrial Distribution, Feb- 
tuary 1950, 





MAKE MORE SALES 


Meet every requirement 
for efficient 
end milling... 


WITH THIS COMPLETE LINE 
OF BROWN & SHARPE 
QUALITY END MILLS 


_ oT erecumpenesruanecanm 


LATEST ADDITIONS TO THE LINE 


Long, Two-Flute Fast Spiral Single-End By meeting the widely-varying needs 


— —S~, of your customers and prospects, this broad 

SS - line of end mills will help you get a full share 
Fast Spiral Double-End with 3/16” Straight Shank of this profitable and steady business. 
There are 18 styles and a complete range 
eM SR NN of sizes in the Brown & Sharpe Quality Line. 
Shown at left are eight styles of end mills 

recently added to the Brown & Sharpe line. 
a bitte — These and all other Brown & Sharpe end mills 
have design and construction features that will help 





Extra Long, Fast Spiral Single-End 





. i le-E ith 3/16” Straight Shank . mie e . 
Long, Two-Flute Fast Spiral Double-End wi Li ba improve milling operations. For example, the 


—— fast spiral angle of teeth on many end mills 
provides extremely rapid cutting action. 


: 2 Also, styles are available for use in the 
Ball End, Two-Flute Fast Spiral Single-End ‘ s 





Brown & Sharpe Patented Cam Lock Adapter 


SS SET SSS which provides positive drive plus maximum speed 


: and convenience in changing mills. 
Long, Fast Spiral Double-End with 3/16” Straight Shank ging 





You have many sound selling points to discuss 
a ...and the backing of a widely-advertised line 


Two-Flute Fast Spiral Double-End with 3/16” Straight Shank when you offer Brown & Sharpe Quality End Mills. 
Brown & Sharpe Mfg. Co., Providence 1, R.1.,U.S. A. 


We urge buying through the Distributor 





Long, Fast Spiral Single-End 


BROWN & SHARPE CUTTERS (5 











HOW TOME HELPS INDUSTRY 
SAVE TIME, CUT COSTS... 











RETAILERS ORDERS ON SHIPPING 
PLATFORMS WITH PERMACEL. 
TAPE HOLDS CARTONS SECURELY DURING 
SHIPMENT — REDUCES 
BREAKAGE— SAVES 
MONEY IN TIME 





Drum Pump 


Time Clock Control 
Makes Pump Automatic 


An electric motor operated drum 
pump is designed for use with original 
55 gallon barrels or 400 pound drums 
in conjunction with their centralized 
single line lubrication systems. 

These full automatic time clock 


| controlled drum pumps can be used 
| with the manufacturer’s lubrication 


systems where compressed air is not 
available, or where electrically pow 


| ered and controlled equipment is pre- 


ferred. Pumps include as standard 


| equipment control panel with time 


clock adjustable for time frequency 


| settings, pressure switch and signal 


PAINTING CONTRACTORS 

STRIP PERMACEL ON ToP OF 

BASEBOARD TO FORM PROTECTIVE 

SHELF WHEN PAINTING INTERIOR 

WALLS. TAPE STRIPS OFF EASILY- 

SAVES TIME- ASSURES BETTER PAINT JOB. 














PERMACEL ADVERTISING 
| SOFTENS EM UP FOR YOU TO SELL! 


THAT’S RIGHT! Your prospects are learning plenty about 
PERMACEL TAPES from striking advertisements like this. 
They're reading about PERMACEL quality— PERMACEL efficien- 
cy—PERMACEL versatility—in the country’s leading business 
and industrial publications. 


PERMACEL advertising keeps plugging away at your prospects 
...softening them up so you can make faster, greater volume 
sales of profitable PERMACEL TAPES. 























INDUSTRIAL TAPES 
INDUSTRIAL TAPE CORPORATION e NEW BRUNSWICK, N. J. 
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alarm. 
Motive power for the pump is fur- 


| nished by a standard one HP motor. 
| Pumps are gear driven, and include a 
| built in pressure relief valve for vent- 


ing excess lubricant pressure from the 
lubricant supply line following dis- 
charge of the injectors in the system. 
Lincoln Engineering Co., St. Louis 
-Industrial Distribution, February 
1950. 














Portable Electric Saw 


Eleven Pound Saw 
Cuts Variety of Materials 


Weighing eleven pounds, a new 
portable electric saw has been intro- 
duced to provide a fast cutting, all 
purpose tool for contractors and build 





ame 
CENTRAL 


lah STYLED FOR Shelf Alppeal/ 


The finest line of precision screws, bolts, nuts and other 
popular fasteners—the Central line—is presented here 
distinctively packaged for greater shelf appeal. 


PACKAGED TO ell/ 


Everyone who views the new Central line of 
packaged fasteners instinctively judges Central 
products to be better. Handsomely designed, these 
streamlined telescope-type packages are strong, 
sturdy and colorfully labeled. The entire package 
ensemble has class—animation—REAL SALES 
APPEAL! 


CLEARLY LABELED FOR EASY IDENTIFICATION 


Central's color-coded labels quickly identify both product and 
material. Simple. Easy to remember. Stock men say it saves 
oy time, conserves energy, promotes increased fastener sales. More- 

ONE A GROSS a 
over —Central precision-made fasteners generate steady, repeat 
FLAT HEAD business. 
STEEL Packages are contained in re-usable cases, “papered” for quick 
ee inventory and easy handling. Have clean, fresh, fast-selling shelf 

stock at all times. 


3 Complete Factory Stocks Your Assurance of Availability. 
¢ aM / Without cost or any obligation—tet us send our ingenious AUTOMATIC FREIGHT ALLOWANCE GUIDE. 


Compute weights of each individual item on small quantity orders in a few moments to accumulate 
the 200 Ib. minimum required to earn the 65c per C.W.T. freight allowance. It’s yours. Write. 


LOS ANGELES, CALIF, _ CHICAGO, Itt 


<a ‘ [ : as me =_ 


an Depend on Central 


EX “You C 

CENTRA CENTRAL SCREW COMPANY 
Op Key, 3501 SHIELDS AVE., CHICAGO 9, ILLINOIS 
QUY 3028 E—. ELEVENTH ST. LOS ANGELES, 23 CALIF. © 149 EMERALD ST... KEENE, N.H 
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ers, manufacturers of wood products 
and millwork, and lumberyards. It 
can also be used for cutting metal, as- 
bestos, concrete, stone and tile. The 
tool is equipped throughout with ball 
and roller bearings. 

The six inch saw has a full one 
horsepower motor, and is balanced for 
one hand operation. A depth gauge 
adjusts from a scratch to a two inch 
straight cut, a rip guide provides con- 
trol for long cuts, and a mitering ad- 
justment, from zero to 45 degrees, 
has a bevel cut of 13”. 

Milwaukee Electric Tool Corp., 
Milwaukee — Industrial Distribution, 
February 1950. 





REG.U.S.PAT. OFF. 


COMMERCIAL 
PRECISION 
SPECIAL 


GROUND THREAD TAPS 


When tapping at high speeds, a 
ground thread tap will usually produce 
at least six times as many holes as a cut 
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thread tap. In addition, less power is 
required, less sharpening is needed, less 
breakage occurs. 

Though ground thread taps cost more 
initially than cut thread taps, the cost 
per tapped hole is much less. You can 
prove this economy and productivity in 
your tapping operations by specifying 
HY-PRO Taps. A trial order will con- 
vince you of their High Production at 
Less Cost. 


Electric Starter 


Operates Both 85 and 100 
Watt Fluorescent Lamps 


A new starter operates either 85 or 
100 watt fluorescent lamps. Available 
in both FS and COP types, it will 
start either size lamp even under the 
most extreme conditions, it is said, 
overcoming such problems as low line 
voltage with an ungrounded fixture 
and current variations caused by dif- 
ferences in quality of commercial bal- 
lasts. 

Standard packing quantities will be 
100 switches in cartons of 10 units 
each. The new switches fit all standard 
fluorescent lighting fixtures and are 


HY-PRO Taps are held to close tolerances, and because they — approved by Underwriters’ Labora- 
sharpening, their size is maintained longer! This is an important in tories, Inc. 
effecting stronger, tighter fastenings in your assemblies. Sylvania Electric Products, Inc., 


New York, N. Y.—Industrial Distribu- 
PROMPT DELIVERY. Many Special as well as Standard taps in stock. tion, February 1950. 
ORDER THROUGH YOUR DISTRIBUTOR 
Ball Bearings 
Place your name on our bi-monthly mailing list to receive the 
HY-PRO Stock List. 


HY-PRO TOOL CO. 


New Bedford, Mass., U.S.A. 


A Subsidiary of Continental Screw Co. 


Clutch Release Bearings 
Are Self Lubricating 


Both angular contact and_ thrust 
bearings are included in the new line 
of precision clutch release ball bear- 
ings produced by the manufacturer for 
industrial and automotive application. 
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To the Distributor with an 
Eye on PROFIT... 


Learn how our Simplified Distributor Pricing means 





larger Profit to you with Less Inventory 





You no longer have to worry about assortments and fill-in items 
to secure worthwhile discounts. You make more profit on small 
purchases and more profit on larger inventory purchases. Your 
costs and net profits are more easily figured. You keep inventories 
at a minimum and eliminate all red tape in making up orders 
when you handle Michigan Red Coat Brand Abrasives. 


Get the complete story about Michigan Abrasives simplified 
pricing . . . cooperative policy . . . greater profit possibilities . . . 
you'll find it easier to buy . .. MORE PROFITABLE TO SELL. 


MICHIGAN ABRASIVE COMPANY, 2360 W. Jefferson Ave., Detroit 16, Mich. 





"higan 


RED COAT BRAND 
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(Guanamifeed To save 


TIME, WORK AND CASH 





“The tougher the job, the tougher the 
tools have gotta be—for me that’s 


RiIaIDs.” 





this Housing ever 
Breaks or Distorts we 
will replace it Free 


This Guarantee 
makes RIGZAID 


Wrenches easy to sell 


@ Workers everywhere like the work- 

saver features that make ritamp the 

world’s favorite. Housing is guaranteed 
against breakage or distortion. Adjusting nut 
spins easily in all sizes 6" to 60." Handy pipe 
scale on hookjaw. Instant-action non-slip, 
non-lock jaws. Powerful comfort-grip I-beam 
handle with flared end that won’t let hand 
slip off. Ritmims are the world’s fastest 
selling pipe wrenches. It pays you to sell 
Ritair wrenches—the world’s favorite. 


tt eae X saat 
WORK-SAVER PIPE TOOLS 
THE RIDGE TOOL CO. ¢ ELYRIA, OHIO 
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Important operating features of the 
new bearing line are its superfine race 
finish which prevents overheating of 
the bearing, and a specially designed 
U-Type cage which traps and retains 
the original grease in the raceways 
and supplies efficient lubrication to 
the rotating balls without leakage. 

Sizes for every make and model 
1949 passenger car, truck, bus and off- 
the-highway equipment are included 
in the clutch release line for automo- 
tive application. The bearings are 
interchangeable with all other makes. 

Schatz Mfg. Co., Poughkeepsie, 
N. Y.—Industrial Distribution, Febru 
ary 1950. 














Shell End Mill 


More Teeth Allow 
Increased Table Feed 


his new tool is designed for facing 
or milling to a shoulder, operating at 
higher feeds and speeds. The shell 
end mill has more teeth in the cutters, 
which is said to allow increased table 
feed per minute and freedom of cut- 
ting action. The cutters are designed 
with sufficient flute capacity for proper 
chip removal, plus a contour that cre- 
ates the correct chip formation. 

It is claimed that tools wear evenly 
because of the uniform blend of car- 
bide used for the inserts. ‘The carbide 
insert overhang prevents the diamond 
wheel from touching steel body when 
cutter is sharpened. Ample carbide 
insert allows for’ maximum regrinds 
and depth of cut. 

The shell end mills are available 
in sizes from 14” to 6”. 

Wendt-Sonis Co., Hannibal, Mis- 
souri—Industrial Distribution, Febru- 


ary 1950. 


Power Hack Saw 


Light Saw Cuts 
Up to 238” x 239” 


A new power hack saw of small size 
provides fast cutting of material up 
to 23” x 28” and permits angle cutting 
of 18” stock. ‘The saw is equipped 





Super-smooth 

High speed OPERATION 
OF CHUCKS AND AIR 
CYLINDERS with... 


BALANCING 


Today, with the increasingly high speeds at which pre- 
cision machine tools are operating, it is essential that vibration and 


chatter be eliminated from work holding and control equipment. 


With Cushman Power and Wrench Operated Chucks... 
and with Rotating Air Cylinders, you are assured of a new degree 
of smoothness in operation. This is due to our accurate Balancing 
Checks throughout manufacture and after assembly of chuck bodies 
and cylinders. No product is shipped without a final static balance 
test...using the Gisholt Static Balancing Machine _ illustrated 
above. We believe this feature to be of great value to buyers 


of Cushman equipment to be used either for manual or power 
chucking. 


Bulletins covering Cushman “‘Accralock'’* Power Chucks, 
Wrench Operated Chucks, Power Wrenches and Rotating Air 
Cylinders, on request. 


THE CUSHMAN CHUCK COMPANY 


Hartford 2, Connecticut 


~) 


Nihal HSN =) 


CUSHMAN WRENCH OPERATED CHUCK 


*** Accralock’’ Registered Trademark 


t2cs4e 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1950 











Your £X 7, R A Advantages 


in stocking CLEVELAND Fasteners: 


Extra high manufacturing standards, 
Extra wide range of sizes, 
Extra fast delivery. 


-.- advantages that spring from 


CLEVELAND'S SPECIALIZATION 


in Cap Screws* Set Screws, Milled Studs 


*Cap Screws in Hex, Fillister, Flat and Socket Heads 
It pays you fo stock Cleveland Fasteners 


Write for our monthly Stock List 


THE CLEVELAND CAP SCREW COMPANY 
2917 EAST 79TH STREET » CLEVELAND 4, OHIO 
Warehouses: Chicago, New York, Philadelphia 





ORIGINATORS OF THE 


KAUFMAN NOS) as) PROCESS 


Specialists for more than 30 years in 


CAP SCREWS, SET SCREWS, MILLED STUDS 


Ask your jobber for Cleveland Fasteners 
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with a 4 HP, single phase, 1725 
R.P.M. motor, which operates the 
machine at 150 strokes per minute. 
Full cutting stroke is 34”. 

An 8” blade is furnished as stand- 
ard equipment. The machine is 
equipped with an extension bar to ac- 
commodate 10” blades, and has a 
pressure relief on the return stroke 
which eliminates drag and unnecessary 
blade wear. Standard equipment also 
includes a gauge bar that permits 
speedy cutting of uniform length 
pieces, and a special latch bar for hold- 
ing frame when hoisted. ‘The saw 
frame is provided with take-up to 
compensate for wear. 

Sales Service Machine Tool Co., St. 
Paul—Industrial Distribution, Febru- 
ary 1950. 


Nut & Bolt Locator 


Size, Number of Threads 
Determined Quickly 


Two new models of screw and nut 
locators are designed to determine 
quickly and accurately the size and 
number of threads of unassorted bolts, 
nuts and screws. The locators can be 
mounted on counter or wall, hung on 
a chain, or carried in tool box. 

According to the manufacturer, all 
thread stripping or damage is avoided. 
Model A is used for USS (NC) and 
SAE (NF) nuts and cap screws }#” to 
4” inclusive, while Model B measures 
machine screws and nuts from #0 to 
#12 (NF and NC). The locator shows 
type (flat, round, oval or fillister) and 
tap drill size. Both models have rule 
along the side for measuring lengths. 

Stewart Manufacturing Co., Wash- 
ington, D. C.—Industrial Distribu- 
tion, February 1950. 
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Both Hand and Power Sizes 
are adaptable for all 
Metal Cutting Problems 


HIGH SPEED 
HACK SAW BLADES 
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LENOX HACK SAW BLADES 
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SELL THE (ghi samven 


FOR EVERY FINISHING OPERATION 


National has a complete line of portable sanders... 
air or electric driven with either straight-line or orbital 
action. Below are illustrated various models in op- 
eration on different kinds of material and types of 
work, With the National line you are able to offer your 
customers the sanding machine best adapted to their 
needs. See how you can fit into National’s selective 
distribution system. Write for details today. 


Dealer Aids and Advertising to help you sell... 


wie 


Auad 


Wet Sanding Metal... Model 300 Sealer Sanding .. . Model 400 


Polish Sanding . . . Model 500 Padding Filler... Model 300 
NATIONAL AIR SANDER, INC. 


2810 AUBURN STREET, ROCKFORD, ILLINOIS 
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Electric Hammer 


Has Self Contained 
Rectifying Unit 


A new model electric hammer, with 
a 3” diameter drilling capacity, is en 
tirely self contained, with the rectify- 
ing unit incorporated in the handle 
casting so that the operator plugs the 
hammer cord directly to the 110 volt, 
\.C. power source. 

The new development is a result 
of the manufacturer’s development of 
a line of selenium rectifiers, enabling 
the use of a smaller and lighter weight 
rectifier unit. 

Syntron Company, Homer City, Pa. 
Industrial Distribution, | February 
1950 


Chain Vise 


- Simplifies Taking 
Roller Chain Apart 


Single or double width chain can be 
securely clamped in a new chain vise 
while an ordinary drift is used to drive 
out the pin or rivet. The jaws are 
so shaped that the pin link has a firm 
seating on the edges of the jaw. 

These vises have hardened jaws for 
greater strength and durability. 

Chain Belt Company, Milwaukee, 
W is.—Industrial Distribution, Febru- 
ary 1950. 


Carbide Grinder 


Handles Carbide, Stellite, 
High Speed Steel Tools 


I'he wet or dry tool grinder for car- 
bide, stellite and high speed steel tools 
conserves floor space as it is designed 
to be located against a wall. The de- 
gree graduated independent tilting 
tables are stationary, with table sup- 
ports integral with the splash pan and 
base. Table tops have renewable steel 
wear plates. 




















* .. here’s an air hose 


you can hook up and forget!” 


“This is compressor hose you can really trust! Here’s a case where it’s been in 
tough outdoor use for two years . . . and it’s still good for plenty of service. 
For it’s made with both cover and tube of tough, durable neoprene. 

As you can see in the photograph, the neoprene tube is covered with 

oil film and dried residue. But it’s practically as good as new . . . has no 

soft spots to cause tube disintegration and tool clogging. And the neoprene 
cover has been exposed to direct sunlight, rain, heat and cold. 


Yet it shows no cracks, cuts or chips of any consequence.” 


An impressive sales story? It’s just one of many, many cases where 

hose and other rubber goods made with neoprene set records in severe service. 
And you have plenty of selling points when you point out how neoprene’s 
outstanding properties pay off in lower maintenance costs and longer life. 

So be sure to sell products made of neoprene where conditions demand the best. 
While we do not make finished neoprene products, your rubber goods 
manufacturer uses neoprene for his quality lines and will be glad to point 

out its advantages. If you need a source of supply for finished neoprene 

goods, we'll be glad to help you find one. 


FREE! 
The Neoprene Notebook— 
Interesting stories ... new 


unusual applications and 


: products of neoprene. 
The rubber made by Du Pont since 1932 Wats & 1 ae Beh & 


Nemours & Co. (Inc.), 
Rubber Chemicals Div., 
Wilmington 98, Delaware. 


REG. U.S. PAT. OFF. 


TTER LIVING ROUGH CHEMISTRY 
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From the distributors’ viewpoint, there 
are no substitutes for ARMSTRONG Tools 


Tool makers and machinists know tool quality and have 
strong preferences in tools. That is why over 96% of 
the machine shops and tool rooms use ARMSTRONG 
TOOL HOLDERS, why many will change suppliers, 
rather than accept a substitute for ARMSTRONG drop 
forged Lathe Dogs or “C’’ Clamps. 


Profit thru this stubborn insistance on ARMSTRONG 
TOOLS. Stock, catalog and sell ARMSTRONG Tools 
“Across-the-Board”. Display and feature ARMSTRONG 
Tools to attract new customers. Let 
ARMSTRONG advertising, dealer helps ARMSTRONG 
and the universal preference for ARM- amar - 
STRONG Quality, build your sales and 


profits. 





PN Ue ce), (ca :) Co} mm pele) Rae ok 


"The Tool Holder People’’ 
5205 W. ARMSTRONG AVENUE + CHICAGO 30, ILL. 
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Core Breaker Proves Keystone Lubrication Economy 


Foundries pose some of industry's toughest lubri- 
cating problems—and here’s one from the record. 
A steel foundry was spending $20.60 per week 
for grease and application time to lubricate the 
10” face drive gears on a 15’ diameter core 
breaker. A Keystone representative was called 
in to see if he could better the situation—and 
here are the results. By using a Keystone Gun 
Applicator and #32 Open Gear Grease, in 
cartridge form, the costs dropped to only $6.36— 
with a clear saving of $14.24 per week on this 
machine. What's more, seven hours per week 
of a maintenance man’s time were “found” for 
other duties. 

With Keystone #32 Grease, there is full protec- 
tion of the contact surfaces without creepage or 
waste. This Grease is water repellent, has high 
resistance to removal, a melting point above 


SPECIALIZED 


400°F., and retains plasticity when temperatures 
go below freezing. #32W is gunnable down to 
minus 20°F. The gun applicator is a real time- 
saver. It ribbons the grease and, in most cases, 
grease can be applied while gears are moving 
so that production isn’t lost. 


You, the Distributor, know Keystone perform- 
ance. And we know that it’s your hard work 
in sales and service—backed by our tested 
products and merchandising 

—that means profits to you 

and economy to your cus- 

tomers. KEYSTONE LUBRI- 

CATING COMPANY, 2\st, 

Clearfield and Lippincott 

Streets, Philadelphia 32, Pa. 

Est. 1884. 


, ow 


LUBRICANTS ® 
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A STATEMENT OF 
<3KCF” INDUSTRIAL DISTRIBUTOR POLICY 


Throughout its long history, © has always 
considered the Bearing Specialist and the Industrial Distributor a vital 
part of the Sb selling organization. No sale is considered complete 
until the SSS product is in the hands of the user. To further this 
col belief and to help the distributor sell more © products 
faster, the S:0S{P Distributor Policy is directed towards 


Handling the sales of © products for plant maintenance and service through 
the qualified Distributor, 








Selecting authorized Distributors so that each will have a fair and substantial 





market in keeping with the potential in that area, 





Serving industry in the most efficient manner, which can only be done through 





the many facilities and services offered by the Bearing Specialist and the Indus- 
trial Distributor. 





SKF in support of this policy - - - 


Maintains strategically located factory branches, set up to serve the distributor 
with S35 products quickly, 


Manufactures a large variety of bearings, pillow blocks and related products— 
enabling the Distributor to render complete service for virtually every type 
of machine, 


Extends full sales and engineering cooperation to help its Distributors sell . . . 
from & headquarters and nineteen regional offices, 


Supports its Distributors with extensive national and industrial point-of-purchase 
advertising, together with a well-rounded, sales-building merchandising program; 
including catalogs, literature, signs, window displays and many other sales helps. 


6685 


"SVKF Products are Quality Manufactured and Backed by a Sound 
and Consistent Sales Policy . . . Ask any S3CF Distributor.” 


1K F INDUSTRIES, INC., PHILADELPHIA 32, PA. 


Atlanta Boston Buffalo Charlotte Chicago Cincinnati Cleveland 
Dallas Denver Detroit Hartford Los Angeles Milwaukee 
Minneapolis New York Pittsburgh Portland San Francisco 
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PLUMBING & H 
» SUPPLY CO 





What is a Distributor? 


“Well, son, that’s the same question your dad asked 


me a long time ago... . and I think I can answer 
you just about the same as I did him. 

“The fellow who owns that truck out there is the 
fellow who made it possible for me to build this 
business. He is a distributor. 

“Back in the days when I was getting started, he 
helped me over a lot of rough spots... not just 
credit, but in business advice, and even in some 
jobs that were a little beyond me. I was just small 
potatoes then, he knew me personally and I guess 
he knew I had my heart set on building a good 
little business of my own. 


The distributor is a local business man like me. 


He’s a sort of funnel where all the manufacturers’ 
information and products are brought together for 
companies like ours. 

“The things you see on our shelves are made by 
companies scattered all over this country. If we 
bought them direct, we would have to get catalogs 
and write orders and checks for all of them... and 
sometimes we need just two or three pieces. It 
would be a lot of extra bookkeeping work for us, 
and it would probably cost the manufacturer 
money, too. Because we buy from a distributor, all 
we do is pick up the phone and tell him what we 
want. He buys a lot at a time, and keeps a good 
stock. Seems to me it’s a lot more efficient . . . and 
it helps us keep our customers better satisfied.” 


One of a series of advertisements depicting the part played by the Distributor in the 
American Economy. The series is created and sponsored by The Kennedy Valve Mfg. Co. 


- 








THE KENNEDY VALVE MFG. CO., ELMIRA, N. Y. 
ESTABLISHED 1877 


OFFICE—WAREHOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO © SALES REPRESENTATIVES IN PRINCIPAL CITIES 


IRON-BODY AND 
BRONZE VALVES 
PIPE FITTINGS 
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Which one of these 


TRUCK CASTERS 


is BEST for Your Job? 


SEE 


1A Series —Sta- 
tionary Caster 


3G Series—Single 
Boll Race Swivel 
Caster— Angle Base 


3A Series —Single Ball 3F Series—Single Ball 34 Series—Single Ball 
Race Swivel Caster Race Swivel Caster 
—Pipe Socket Base with Threaded Stem 


14A Series —Tonguve 23A Series—Double Spring Action 
Swivel Caster Ball Race Swivel Caster Swivel Caster 


UG 


36A Series—Double 
Ball Race Swivel Caster 


V-Grooved Wheel Caster 


15D Series— 
Swive! Stem Caster 
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40A Series—Double 41A Series —Structural Dual Wheel 
Ball Race Structural Steel Stationery Caster Swivel Caster 
Steel Swivel Caster 


Structural Steel Caster Vulcanized-on Solid Rubber Wheel 
with Wheel Brake Rubber Tread Wheel 


BOND built-for-the-job Truck Casters assure 
efficient, profitable production! Write today 
for your copy of the Bond Catalog K-38— 
you'll find complete descriptions of the full 
line of Bond Casters and Wheels. 


BOND FOUNDRY & MACHINE COMPANY 
MANHEIM + PENNSYLVANIA 
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Grinding spindles and coolant pump 
are V-belt motor driven and fully en- 
closed. Each grinding spindle is 
mounted in three precision ball bear- 
ings. V-belts are instantly renewable 
without any dismantling. 

The machine has crank handles at 
the top for independent wheel adjust- 
ment; a slight turn of the crank handle 
brings the wheel forward for minimum 
table clearance. 

Equipment consists of reversing con- 
trol switch, two removable covers for 
access to all parts and equipment, pro- 
tractor tool guide with diamond 
holder, resilient tray for tools and hon- 
ing stone, and built in exhaust outlets 
for dry grinding. The manufacturer 
offers two types, one with 14 HP 
motor for two 10” plate mounted cup 
wheels, and one with three HP motor 
for two 14” plate mounted cup wheels. 

Standard Electrical Tool Co., Cin- 
cinnati, Ohio—Industrial Distribution, 
February 1950. 


Die Sinking Cutters 


Cutters Designed 
For High, Low Speeds 


One of the recent additions to the 
manufacturer's line of metal cutting 
tools is a wide range of die sinking 
cutters designed for both high and 
low spindle speeds. Spiral flutes and 
chip clearances are designed to pro- 
duce maximum cutting efficiency with- 
out vibration, and to leave a smooth, 
clean finish. 

Reltool Corporation, Milwaukee, 
Wis.—Industrial Distribution, Feb 
ruary 1950. 


Inside Slotter 


Slotter Shearing Capacity 
Is 16 Gauge Mild Steel 


A new portable, hand operated deep 
throat inside slotter is designed for 
fast inside slotting and punching at 
any point up to 8” inside. Shearing 
capacity of the slotter is 16 gauge mild 
steel. 





Universal 
Bronze 
Bars 


OHNSON UNIVERSAL BRONZE BARS can 
be cut easily and quickly to bearing size . . .“just 
what the doctor ordered” for every maintenance 
department and all machine shops. These bars are 
completely machined, inside diameters, outside diameters and 
ends, entirely usable from end to end. They save on metal and 
machining time. Have your customers order by bearing size. Cored 
bars range from 42” to 734” inside diameters, 1” to 10” outside 
diameters. Solid bars from 5” to 8” diameters. Make sure you have 


complete size range in stock ... to serve your customers’ needs. 


OHNSON BABBITT METAL is almost as 
big an “every customer” need. It is used in 
many industrial applications, and in automo- 
tive maintenance and repair shops. Johnson 
Quality Babbitt should be stocked in both Lead Base and Tin Base 
metals. Lead Base Babbitt is recommended for general industrial 
applications and gives excellent results in regard to wear and low 
coefficient of friction. Tin Base Babbitt is used extensively in the 
automotive field, and fills many industrial requirements be- 


cause of its high load carrying capacity at elevated temperatures. 


HAM St TIO 


SLEEVE BEARING HEADQUARTERS 


535 SOUTH MILL STREET «© NEW CASTLE, PA. 
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STANLEY HAMMERS 
FOR INDUSTRY 


No. 5112 Nail 

General Use. 

Bell face, claw 
hammer — ex- 
ceptional driv- 

ing and pulling 
power. Alloy 
steel head. Sea- 
soned hickory 
handle, securely 
locked to head 
Machin- 
‘ and Spe- 
cial Jobs. 
Highly polished 
‘super heat- 
treated’’ head. 
Evertite hickory 
handle. Perfect- 
ly-balanced. 


No. 594 Soft 
Face Assembly 


& 


No. 602 Mag- 

netic Hammer 
Upholstering 
Forked end 


strongly mag- 

netized. Pre- 
shrunk hickory 
handle wedged 


_ to head 


No. 780 
Sledge  Strik- 
ing and Drill 
. Polished 
Perfect 
ly-balanced 
Furnished with 
or without 
handle. 


ond Light Metal 
Forming. Re- 
placeable plas- 
tic tips, extra- 
tough, flame 
resistant. Hick 
ory handle 
locked to steel 
center body. 


Every customer you call on uses hammers. And 
Stanley hammers are the choice of workers every- 
where. For the assembly line, the shipping de- 
partment ... whatever hammers your customers 
Stanley makes them all. Designed with 
all the exclusive Stanley features for long, de- 
pendable service. Nationally-used, industrially- 
proved .. 


need 


- easiest to sell. You give the most 
hammer for the money when you sell Stanley. 
Stock the complete line—it’s profitable. Stanley 
Tools, New Britain, Connecticut. 


THE TOOL BOX OF THE WORLD 


| STANLEY |] 


Reg. U.S. Pot. Off. 








HARDWARE + HAND TOOLS «+ ELECTRIC TOOLS + STEEL STRAPPING 
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Four lower blades arranged in a 
rectangular shape to form a die pro- 
vide maximum support for the shear- 
ing action of the fifty or upper blade 
as it is brought down through the 
metal and into the cavity formed by 
the lower blades. All five blades are 
adjustable to compensate for wear and 
various thicknesses of metal being cut. 

A slot 24” long x 4” wide can be 
cut at one stroke of the unit. The 
point of the 24” long upper blade is 
8” from the throat, which enables an 
inside cut of up to 104” long to be 
made. The slotter is 18” long, 93” 
high (less handle), and weighs 174 
pounds. 

Beverly Shear Mfg. Co., Chicago 
Industrial Distribution, February 
1950. j 











Position Lock 


Elevating Tables Held 
Securely by New Lock 


\ new locking device has been d« 
signed for the manufacturer’s hy 
draulic elevating tables to secure the 
table top so that it cannot revolve, 
clevate or lower until it is released. 
I'he position lock is operated by a 
conveniently operated hand wheel. 

I'he lock allows the table to be 
locked in any position within 360° as 
well as in any desired elevated posi 
tion. 

Lyon-Raymond Corporation, 
Greene, N. Y.—Industrial Distribu 
tion, February 1950. 





Model C Water-Cooled Compressors, 
up to 50 HP. Fully Enclosed — Dust 
and Dirt Proof — Carbon-free Valves 





Curtis Air Hoists Provide 
Accurate, Low-Cost Lifting 
of Material or Machines 


Timken Bearings 


Curtis Air Cylinders For Almost Any 
Pushing, Pulling or Hoisting Operation 


Curtis Model F Air Compressors ore 
available os either electric or gasoline 
motor-driven units (electric motor-driven 
portable or stationary). Up to 10 H.P. 


You Get RELIABLE LOW-COST 
PERFORMANCE and UNUSUALLY 
LONG SERVICE LIFE from 


urtis 


Cylinders 


Compressors 


Industrial plants throughout the country are us- 
ing Curtis Compressors, Hoists, and Cylinders to 


reduce production cost through man hours saved. 


Curtis equipment is precision built by a company 
with 96 Years of Successful Manufacturing Expe- 
rience—Your assurance of proper performance 


from the moment Curtis equipment is installed. 


De en, te 


CURTIS PNEUMATIC MACHINERY DIVISION 
of Curtis Manufacturing Company 
1911 Kienlen Avenue, St. Lovis 20, Mo. 


| am interested in items checked below: 
} 


4 
Air Hoists 


Air Cylinders 
LI 
Air Compressors 
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There's More 


BLACKMER 
Rotary Pump 


BUSINESS 


than meets the eye 


. where liquids are handled in 
your customers’ plants, you can 
help cut costs. 


EXAMPLE: Sell Blackmer Rotary 
Hand Pumps for dispensing from 
drums .. . you'll stop waste and 
promote safety and “good house- 
keeping.” And there are practical. 
sales-compelling reasons why your 
customers will buy every item in 











the line. 


"The Distributors’ Line of Rotary Pumps” 


The cooperative, service-strong sales policy Blackmer has practiced 
with Distributors for 45 years has made Blackmer “The Distributors’ 
Line of Rotary Pumps.” Here are facts which sell Blackmer Products: 


Rotary HAND PUMPS 


10 and 25 g.p.m. hand pumps are 
made in models for every industrial 
use. Write for detailed sales piece 
“HPS,” available to you in quantity. 


“Ezy-Kleen" STRAINERS 


Blackmer line strainers for up to 6” 
connections have top acceptance 
based on industry's long. satisfac- 
tory experience with these ruggedly 
built, easy-to-clean strainers. Write 
for strainer literature. 


Rotary POWER PUMPS 


5 to 1500 g.p.m. for every application. One 


Marking Instrument 


Large Fountainbrush 
Of Heavy Duty Design 


\ new marker, made of lightweight 
aluminum, has a large ink capacity. 
The marker, with interchangeable felt 
nibs, makes lines varying in width 
from 4” to 1”. 

Besides corrugated cartons and wood 
erates, it will mark on metal, glass, 
cellophane, plastics and fabrics. It has 
an automatic spring valve, and a sp¢ 
cial cap design permits a dual use as 
a stand or cap. 

Cushman and Denison Mfg. Co., 
New York—lIndustrial Distribution, 
February 1950. 





of the many desirable exclusive Black 
features in the famous “self-adjusting for 
wear’ design which maintains high efficiency 
far beyond accepted expectancy. Write for 
Bulletin 307. 


TRUCK PUMPS 


Single and dual truck pumps, long proved 
the leader in the petroleum industry. Now 
Blackmer Truck Pumps are used by indus- 
trial haulers of tank truck liquids. Write for 
Bulletin TP3. 


s 


At least 80% of Blackmer installations in industry are easily specified 
for model and capacity by Distributors’ Representatives. Where 
technical assistance is desirable, Blackmer’s engineering staff is at 


your disposal. 


Write For Blackmer's Distributor-Profit Plan. 


BLACKMER PUMP COMPANY 


GRAND RAPIDS 
MICHIGAN 
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Swing Lathe 


Large Machine 
Has 16 Spindle Speeds 


\ new lathe is designed especially 
for machining large diameter work 
that is not excessively heavy. The 
lathe has sixteen spindle speeds rang- 
ing from 11 R.P.M. to 727 R.P.M. 

Maximum swing over the carriage 
is 243”, over saddle cross slide with 
chip guard is 183”, and over cross 
slide without chip guard is 193”. Dis 
tance between centers varies from 30” 
to 102”, depending on length of bed. 


(Continued on page 154) 





versi-pak...a new and 
versatile plastic packing 


After two years of testing and development, Raybestos-Manhattan, 
Inc., is now manufacturing versi-pak, a new, non-jacketed, plastic 


packing for general industrial use. 


versi-pak is recommended for an unusually large number of appli- 
cations. It can be used in either reciprocating or centrifugal equipment 
at temperatures up to 350’F. and at pressures up to 600 p.s.i. It sim- 
plifies storage and inventory problems. It gives long service while 


increasing operating efficiency. 


This packing is of unusual interest to all large industrial plants. If 
you are interested in selling versi-pak and the complete line of R/M 


packings, write us today. 


RAYBESTOS-MANHATTAN, INC. 


PACKING DIVISION 
MANHEIM, PA. 


FACTORIES: Bridgeport, Conn. Manheim, Pa. 
No. Charleston, $.C. Passaic, N.J. 


RAYBESTOS-MANHATTAN, INC. Manufacturers of Packings « Asbestos Textiles 

Mechanical Rubber Products « Abrasive and Diamond Wheels « Rubber Covered 

Equipment « Brake Linings « Brake Blocks Clutch Facings « Fan Belts 
Radiator Hose + Powdered Metal Products + Bowling Balls 
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Look what miracles 


Porto-Power 
works in industry! 


UP TO 9 OR MORE MANHOURS SAVED 


Here's how “Porto-Power” speeds up lifting, moving and re-settling a production {This is just one of many ways to 
machine! Dangerous crow-bar methods are Valuable manpower is freed for harness the ram Porto - P. 
other work. No urpose equif 1 eded. Attachments are quickly coupled creates and applies hydr 

to the ‘ Porto-Powe ‘ n oe jack to raise or lower the machine lick “1001” tough pus 


This ‘‘toe-lift press, bend, spread and cla 
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‘*‘Porto-Power’’ works miracles for the salesman, too! Once the 
‘‘Porto-Power’’ idea is sold to a customer, you'll find that it generally 
keeps on bringing you more business. Sell a 10-ton hydraulic unit and a 
few basic attachments ... and orders follow for 2, 4, 7, 20 or 50-ton 
units, plus more attachments. Or, the maintenance department demon- 


strates ‘‘Porto-Power’s’”’ value — and presto . 


. . production men order it 


in quantities to speed up assembly operations! 


It’s good planning to place at least one basic assortment in service 
in every plant. Then you’re primed for high-profit, follow-up orders. 


HERE’S HOW IT PULLS 


Pulling wheels, gears, etc., is a “Porto-Power’’ specialty. 
Frozen assemblies that balk under dangerous, damaging 


sledging — slide apart in seconds with “Porto- Power.” 


ONLY $108.80 FOR THIS KIT 


The S-31 kit equips a maintenance crew with a basic “Porto- 
Power’ assortment. It pays for itself on one or a few 
good jobs. Other “Porto-Power’’ equipment includes porta 
ble stands, presses and a variety of specialized rams and 
attachments. The rams work in all directions because they 
are separated from the pump by the safety hose 


t 


A PORTABLE PRESS, TOO! 


This ‘‘Porto-Power” hook-up is removing a king pin from an 
industrial tractor. “ Porto-Power’’ is also great for pressing out 
bushings. Time is but a fraction of what old methods require. 


HYDRAULIC JACKS “PORTO-POWER" 


WRITE for Digest of Blackhawk Industrial 

Products sold through Industrial Supply 
Distributors. Many recent new developments. 

A few franchises are available in virgin areas. 


i BLACKHAWK MFG. CO., Dept. P-1720, Milwaukee 1, Wis. 


| Without obligation, send information for distributors 


and “Digest of Blackhawk Industrial Products 
Name 

Firm 

Address. ... 


ity 
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Power longitudinal feeds range from 
.0015” to .0841”, cross feeds from 
.0006” to .0312”. Full quick change 
gear mechanism provides 48 pitches of 
screw threads ranging from 4 to 224 
per inch, right or left hand. 

_ A two speed 2-1 HP motor is 
For easier sales... mounted in the cabinet leg under- 
neath the headstock for driving the 


lathe. Direct belt drive to the spindle 
eliminates the possibility of gear vi- 
bration at high speeds. 


South Bend Lathe Works, South 
at ee Bend, Ind.—Industrial Distribution, 
February 1950. 





OFFER A MIGHTY 
FINE PROPOSITION! 
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Soldering Iron 


Radiator Fin Design 

Reduces Handle Heat 

A six inch electric soldering iron 

line incorporates larger grip handles, 

extra flexible cord and a radiator fin 

design which is said to reduce handle 

heat to 20° C above Ambient as new 
So superior is this alloy that by actual fest it has features. . 

shown results 3 to 10 times better than high lhe iron has a ¥” tip, and is es- 
speed steel and other alloy materials for pecially useful for precision work. 

: Vasco Mfg. Division, Mitchell In- 
centers. That’s important to YOU. GORHAM dustries, Inc., Mineral Wells, Texas— 
M-40-U centers are in big demand . . . an extra Industrial Distribution, | February 
profitable item ina profitable line. M-40-U alloy 1950. 
is just one more reason for handling GORHAM— 
the line that sells itself. Cash in on its nation- 
wide preference: Choose GORHAM today. 


, 


Safety Valve 


Steam Valve Services 
Pressure to 30 Pounds 


G °o & H A BA A new safety valve is designed for 


steam boiler service up to 15 psig. and 


T oO Oo L unfired pressure vessels up to 30 

psig., rendering it particularly useful 

for the low side of pressure regulators, 

si °o M & A N Y heat exchangers, cookers and similar 
| equipment. 

Furnished in 24”, 3” and 4” sizes 


14400 WOODROW WILSON with screwed inlet and outlet. Close 
nipple and companion flange are used 


DETROIT 3, MICH. for flanged inlet. Body material is 
semistee] with bronze trim and cad- 
mium plated steel springs. 

Marine and Industrial Products Co., 
Philadelphia—Industrial Distribution, 
February 1950. 
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@ NO STRIPPING... 
from heavy wrenching 

@ NO SLIPPAGE... 
strong, accurate heads 


@ NO SHANK FAILURE... 
under heavy pulling 


@ EASY SPINNING... 
precision threads 


WITH THESE 


... two of the more than 20,000 
members of the long-established 
REPUBLIC UPSON Line. 


REPUBLIC STEEL CORPORATION 
Bolt & Nut Division 

CLEVELAND, OHIO . GADSDEN, ALABAMA 

Export Department: Chrysler Bldg., New York 17, N.Y. 





UPSON 


BOLTS AND NUTS 


“96 YEARS FASHIONING THE FASTENING HABITS OF INDUSTRY 














SELLING 





SAFETY MEANS 





ANAGEMENT directs its attention 

more and more to safety for employees. 
They leave the door wide open to you to 
help them in this important step. 

You can give them everything required in 
safety apparel with the Industrial line. You 
can give them the right kind of protection 
against every hazard and make excellent 
money in doing it. 

Each Industrial article is correct in every 
detail for its particular job. Each was de- 
signed and styled by experts who knew best 
how to combine durability, comfort, and 
full protection. 

Here is a source of supply that you can 
depend upon—here are sellers that are pur- 
chased in all seasons—here is a line that will 
make customers for you and establish con- 
tinuous sales outlets. 


@ FINGER GUARDS are lead off items that 
get quick attention from management 
and open the way for introducing In- 
Made in 3 * 
sizes and in a variety of materials. 


dustrial’s complete line 


© INDUSTRIAL 


Safety Apparel |@ 


GLOVES * MITTENS 

HAND GUARDS 

ARM PROTECTORS 

LEGGINGS * SPATS * SHINGUARDS 
APRONS + COATS * PANTS 


Safeguards furnished in your 
required materials 


Industrial 


GLOVES COMPANY 
1651 Garfield Street, Danville, Illinois 
(In Canada: Safety Supply Co., Toronto) 
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Stud Remover 


Stud Remover 
Has Non-Slip Surface 


A stud remover designed for use 
with 4” square drive handles and at- 
tachments is now available. It is 
equally efficient for removing or setting 
studs, according to the manufacturer. 

An cccentrically mounted roller 
with deep milled edge provides a non- 
slipping gripping surface which is non- 
burring. Study capacity is from 6” 
to 3?” diameter. 

J]. H. Williams @& Co., Buffalo, 
N. Y.—Industrial Distribution, Febru- 
ary 1950. 














Motor 


Capucitors Mounted 
In Base of Motor 


\ new intcgral horsepower capacitor 
motor for use wherever power supply 
demands single-phase operation has 
been announced by the manufacturer. 
lo minimize over all dimensions, ca 
pacitors are mounted in the base of 
the motor, and there is no conduit box 
on the side, the box being replaced by 
1 built in terminal board inside the 
end shield. 

In ratings from 4 to 5 HP, these 
high torque motors are available in 
two types: Type KCS, capacitor start, 
and ‘Type KCR, capacitor run. Ac 
cording to the manufacturer, these 
differ only in starting current, not in 
output characteristics. ‘The Type 











An Active, Realistic Policy of 
Helping Our Distributors 


MEANS MONEY IN YOUR POCKET 


America’s most complete 
line of electrical tools of- 


fers youa 


SIX-POINT 
DISTRIBUTION PLAN 
TO YOUR ADVANTAGE 


. Full line 
. Super-quality 
. Economical prices 


A 


. Protection 
. Good profits 
. Sales aids 


cea mae : 


FULL PAGE ADVERTISE- 
MENTS LIKE THESE IN 
NUMEROUS TRADE 
JOURNALS EVERY 
MONTH 


 esemamemmmmeneame 


Write for Details 


I 


i 


and 


Available Territories 


IT’S HAND 
THOUSAND 


AND 
y...11’S A DANDY... 
S OF USERS AGREE THAT... 


MODEL 58HD 
WORLD'S 


MOST POWERFUL 


BUY fT .'. tae fs 
you'll wonder how 
you ever got along 
without Model 58HD 
Heavy Duty Drill. 
Speed up your work! 
Employ its terrific 
power and economy 
of operation all day 
and every day. It 
can sure take a beat- 
ing and like it! 


® drills 

grinders 

surfacers 

polishers 

sanders 

tappers 

hole saws 

buffers 

flexible shaft machines 
valve seat grinders 

@ valve refinishing shops 


HEAVY DUTY DRILL 


Model 58HD is of rugged design 
and has a motor of tremendous 
power which makes it an ex- 
ceptionally effective drill for all 
sorts of heavy construction. The 
same type is available also in 
%" and %" capacities. 


Your Jobber Has United States Electrical Tools in Stock 


THE UNITED STATES ELECTRICAL TOOL CO. 


CINCINNATI, OHIO 


ua R e  ™ 


CINCINNATI, OHIO , U.S.A. 
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WHIGH OF THESE STATEMENTS IS CORRECT ? 


The BRIDGES Pipe Die means bigger profits and more satisfied cus- 
tomers for you. It costs more than an ordinary die, but it gets more work 
done,more easily, in less time, and it's much cheaper to maintain thananyother * 


type. It is the ONLY die designed for economy of chaser replacements, 
one set of BRIDGES chasers lasting longer than ten sets of ordinary chasers. 
Your customers will choose the BRIDGES Pipe Die, because it saves its 
initial cost during the first few months’ use. And they'll come back to you 
for more of these labour saving, money saving tools. 


The big selling feature of the BRIDGES Pipe Die is the tangential arrange- 
ment of the chasers. These are made of a special high speed steel, and are 
easily reground by hand on any grinding wheel to about one quarter of their 
original length. The chasers can be reground a hundred times, and at every 
regrind the die is as sharp as before, cutting perfect threads in one operation 
only (not two, as with old-fashioned die stocks). 


Your customers will like these other exclusive features of the BRIDGES 
Pipe Die: a gauge for accurate and easy reading of the pipe diameter, and 
a micrometer adjustment for possible variation in fittings. This double 
setting device ensures a perfect pipe joint, always. BRIDGES Pipe Dies are 
made from Hiduminium R.R. 53B, the super strength light alloy, and all 
models are ratchet-operated. Receder action through a train of gears is 
provided for cutting thread on pipes of 2” dia. and over. 


B Ri D G a S RATCHET-OPERATED, TANGENTIAL 


PIPE DIE 


Manufactured by: §& N. BRIDGES & CO. LTD., 


Parsons Green Lane, London, S.W.6., England 
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KCS motor is designed for 115/230 
volts, while the Type KCR motor is 
a single voltage, 230 volt design. 

Small and Medium Motor Divi- 
sions, General Electric Corp., Schenec- 
tady, N. Y.—Industrial Distribution, 
February 1950. 





Clutch Coupling 


Coupling Fits Shafts 
From 34” to 134” Diameters 


A clutch coupling which is adjust- 
able on the job for various HP re- 
quirements is designed to accommo- 
date any shaft from 3?” to 13” diam- 
eters with standard keys. 

The coupling consists of two sec- 
tions, a motor half and a driven half. 
The split taper bushing wedges the 
tapered coupling hub tightly to the 
shaft, reportedly insuring a perfect fit 
to the shaft. 

These are complete packaged units 
ready for use with motors from .43 
HP at 580 RPM to 25.7 HP at 1800 
RPM. 

Centric Clutch Company, Cran- 
ford, N. J.—Industrial Distribution, 
February 1950. 


Seat Ring Wrenches 


Steel Wrenches Are Of 
Heat Treated Alloy 


I'wo new steel seat ring wrenches 
for improved valve maintenance are of 
heat treated alloy steel for maximum 
strength and wear. In use, the union 
bonnet ring of the valve acts as a 
guide, bearing against a shoulder on 
the wrench, assuring firm engagement 
with the seat ring being removed or 
put in place. 

One wrench has a threaded collar 
which provides for adjustment on dif- 
ferent depth valves, and is available in 
sizes to fit valves from 3” to 3”. The 
other wrench is designed for plug type 
valves from }” to 2” inclusive. It is 
of one piece construction. 

The Lunkenheimer Company, Cin- 
cinnati, Ohio—Industrial Distribution, 
February 1950. 





PACKING INVENTORY 
PROBLEMS SOLVED... 


By WILLIAM S. LOGAN, Engineering Department, Flexrock Company 





Packing and washer inventories are 
a plague to every maintenance su- 
perintendent in the world. In every 
storeroom you will find box after 
box of different mechanical pack- 
ings and washers, varying in size, 
composition and shape. Dollarwise, 
overstocked storerooms are bad 
enough, but even worse, is the fact 
that no matter how many sizes, 
shapes and types of mechanical 
packings and washers the main- 
tenance superintendent provides for 
his men, he never seems to have the 
specific kind he needs. 

Consider the man hours wasted 
every year trying to make the 
wrong size, wrong type, wrong 
shape of mechanical packing or 
washer do a job for which it was 
never intended, by cutting or ham- 
mering or otherwise altering it to 
something close to the right size 
or shape. 


Universal Size Packing 


The Flexrock Company, after 
years of research, has solved these 
problems with the development of 
“Steam Fitters Special” self-forming 
packing. This packing, produced in 
one size and shape, forms itself into 
a solid, lead-like, self-lubricating 
seal, the exact size and shape of the 
valve or pump packing gland into 
which it is placed. “Steam Fitters 
Special” is a semi-metallic alloy, 
compounded in a rope-like form. 
Another unique feature of this new 
packing is the lubricant which com- 
pletely impregnates the material 
and cannot be driven off by heat or 
friction. It is designed to withstand 
high pressures up to 125 pounds per 
square inch. “Steam Fitters Special” 
was compounded for use against 
steam, hot and cold water, air, gas, 
oils, most acids, alkalis and solvents, 
ammonia, brine and a variety of 
other chemicals. It can be used 
safely on centrifugal and recipro- 
cating pumps, valves and many 
types of compression fittings. 


Thus one inexpensive % pound 
spool of “Steam Fitters Special” 
self-forming packing replaces an in- 
finite variety of sizes, shapes and 
compositions of mechanical pack- 


ing. No maintenance superintendent 
can afford to overlook the economies 
of time and money afforded by this 
all-purpose, universal size packing. 


Scientific Proof by Independent 
Research Group 





Tests conducted by the Research 
and Development Division of Villa- 
nova College proved the _practi- 
cality and usefulness of “Steam 
Fitters Special.” These tests, con- 
ducted over a period of time, show 
that “Steam Fitters Special” with- 
stood a variety of oils and chemi- 
cals. Other tests were made on 
actual pumps and fittings for heat 
resistance, pressure resistance, 
abrasion resistance, etc. Only after 
the successful conclusion of these 
tests was “Steam Fitters Special” re- 
leased for distribution through the 
mill and plumbing supply houses. 


box, which permits 
the proper amount of 


Modern Packaging 
packing to be re- 





“Steam Fitters Spe- 
cial” is packaged in 
an attractive red and 
black, especially de- 
signed, self-dispensing 
moved quickly and 
easily. Package size is convenient 
for carrying in work clothes pockets. 
Twelve boxes are contained in a 
counter display carton to present 


| 
; 
| 


the product at an eye-catching 
angle. 


Sample Demonstrators — Sound Film 


Most mill and plumbing supply 
houses are equipped with light 
weight aluminum demonstrators for 
use in showing the self-forming and 
self-lubricating features of “Steam 
Fitters Special.” Also available to 
bona fide distributors, trade and 
professional associations, is an in- 
teresting and informative sound 
motion picture film. This film de- 
picts the development and appli- 
cations of “Steam Fitters Special” 
self-forming packing. The film is 
entitled “Packing Magic,” and _ is 
loaned, free of charge, to any re- 
sponsible group or company for use 
in 16 mm sound projectors. 


Free Sample 

The Flexrock Company will fur- 
nish free samples and technical data 
upon request. 

If your supplier does not yet stock 
“Steam Fitters Special,” send his 
name and address, together with 
yours, and we will ship and bill you 
through him. 


FLEXROCK COMPANY 


3609 FILBERT STREET, PHILA. 4, PA., DEPT. ID 


Interesting 16 mm sound motion picture film, “Packing Magic”, available free, 
shows applications of mechanical packing in industry, transportation and power. 
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“GOULDS Close-Cupld” 


You can build a volume business on this pump. It is 
efficient and compact. It is designed to solve many 
pumping problems in any plant where they move 
liquid from one place to another. 

It is an easy pump for a plant to buy—because the 
initial cost is low, and they can install it in short 
order with no trouble at all. 

One reason Goulds ‘*Close-Cupld” will be a valu- 
able addition to your line is the number of sizes you 
have available. We make **Close-Cupld” centrifugals 
in 17 sizes with capacities up to 2000 G.P.M., heads 
to 400 ft. There are plenty of small sizes too. 

Write for Bulletin 710.1 today for the complete 


picture on the pump that nearly every plant needs. 


= _ PUMPS INC. 
WD sera 
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Appliance Truck 


Rubber Guide Wheel 
Protect Floor Surfaces 


A new appliance truck is con 
structed of one inch steel tubing 20” 
wide and 60” long. The nose is 24” 
wide. A distinguishing feature is a 
pair of 24” rubber guide wheels on the 
nose of the truck. ‘These guide wheels, 
in addition to protecting floor sur 
faces, greatly facilitate loading and 
moving the truck. 

The main wheels have 10” x 3.50” 
pneumatic tires, four ply with separate 
inner tubes, and roller bearings. Heavy 
web belts, with buckles, are available. 

Hamilton Caster @& Mfg. Co., Ham- 
ilton, Ohio—Industrial Distribution, 
February 1950. 


Brakes 


Box Finger Bar Converts 
Brake to Box and Pan Brake 


Ihe manufacturer’s complete line 
of brakes can now be converted into 
a box and pan brake by using a new 
box finger bar in place of the solid 
top bar supplied with the standard 
brakes. 

Chis box finger bar contains fingers 
graduated in size so that they cover 
the entire box forming range from 
4” to the maximum size of each 
model brake by 4” steps. 

Another new accessory is an open 
end finger with which it is possible to 
form triangular, square and rectangu 
lar tubes. 

O’Neil-Inwin Manufacturing Co., 
Lake Citv, Minn.—Industrial Distri 
bution, February 1950 


Portable Drill Press 


26 Pound Drill Press 

Uses 38” to 12” Drills 

[his portable drill press is designed 
for use with any 2” to 4” electric 


drill. Weighing 26 pounds, this drill 


2 4 





®@ Aloyco Jacketed Valves are made in three 
basic styles: Gate (No. 1105), Globe (No. 1305) 
and Check (No. 1505). Jacketed flanged tees 
and 90° elbows are also available in straight 
sizes. 


ERE are the first completely 

jacketed valves in solid alloy. 
They are recommended for acceler- 
ating the flow of viscous liquids 
where corrosion is a factor. Their 
performance is outstanding with 
phthalic and maleic anhydrides, 
rosin and resins, tars and tar oils, 
molten sulfur, and many other 
fluids difficult to move at room tem- 
perature. 


The sectional views illustrate the 
thoroughness of Aloyco jacketing. 


in 
stainless steel 
and 


corrosion-resistant 
alloys 


Note how it extends to the edges of 
the flanges. Also, observe that the 
bonnets are fully jacketed, as well 
as the bodies. In designing these 
valves, our engineers have retained 
all the Aloyco standard features, 
such as double disc wedges which 
are non-fouling and are pressure- 
tight on both seats. Aloyco Jack- 
eted Valves are the embodiment of 
engineering, pattern-making and 
foundry skills of a high order. 


Send for our new Bulletin No. 3. 


Aloyco Valves are manufactured in compliance with 
the new MSS Stainless Steel Valve Standards $.P.-42. 


ALLOY STEEL PRODUCTS CO., Inc. 


1306 W. ELIZABETH AVE., LINDEN, NEW JERSEY 


ATLANTA — CHICAGO — HOUSTON —LOS ANGELES —NEW YORK — PITTSBURGH — WILMINGTON 
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Yo 


we know 
how 

other 
distributors 
are 


doing it 


Bristol ads 
appearing in 
Mitt & 
Factory, 
MACHINERY, 
ELECTRICAL 
MANUFACTURING, 
Propuct ENGINEERING, 
MAcHINgE Desicn, 
INDUSTRIAL 
EQuIPMENT 
News and Propuct 
Desicn & 
DEVELOPMENT 


Only With Bristol Can 

You Sell the RIGHT 

Socket Screw for 
Every Application 


162 


go You 


MAKE MORE MONEY 
ON SOCKET SCREWS? 


profit. In the first place, Bristol's 
100% distributor policy means full profit 
on all the business to be had. 


volume. Second, there’s more socket 
screw business to be had because Bris- 
tol’s line is complete—choice of hex or 
multiple-spline . . . cap or set . . . sizes 
from No. 4 wire to 1 in. diam. 





























selling. Third, your salesmen get the 
most out of their sales opportunities. A 
‘correspondence course” that’s as pain- 
less as it is effective shows them how to 
create new socket screw business and 
how to turn it into Bristol business. 


Customers. Fourth, your market is 
kindly disposed toward Bristol because 
of Bristol’s advertising in magazines 
and direct mail. Offer of free sample 
brings leads for your salesmen. 


A Bristol representative will tell you more about our 
10C % distributor policy . . . profit structure . . . pro- 
motion plans. Send the coupon to THE BRISTOL 
Company, Mill Supply Division, 126 Bristol Road, 
Waterbury 91, Connecticut. 


Multiple-Spline and Hex Socket Screws . . . Cap and Set 


BRISTOL’S 


SOCKET SCREWS 


Sam Lyons, Sales Manager, Mill Supply Division 
The Bristol Company 
Waterbury 91, Connecticut. 


Yes, we would be interested to talk with you 
about your socket screw franchise. 
NAME TITLE. . 
COMPANY 
ADDRESS 


CITY 
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press may be used as a shop tool, on 
the workbench, or may be dismounted 
to secure drill press action in hard to 
reach spots. 

The electric drill is held in place by 
a patented clamp. Leverage is pro- 
vided by anchoring the steel chain and 
applying pressure on the lever arm. 

Sudenga Iron Works, George, Iowa 
| — Industrial Distribution, February 








| 
| 
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| Reversing Pumps 


Nine Styles and Sizes 
Added by Manufacturer 


Nine styles and sizes of a new vane 
| type automatic reversing pump are 
available as complete pumps or as 
| stripped models. Designed for con- 
| tinuous operation against pressures u 
| to 100 Ibs., the capacities in G.P.M. 
| at 0 lbs. pressure foe the three com- 
plete pumps are from .6 to 2.5, 1.4 to 
| 5.4, and 2.9 to 11.5. 
Similar capacities are available in 
| stripped models with housings and 


| stripped models without housings. 


Brown & Sharpe Mfg. Co., Provi- 
dence, R. I.—Industrial Distribution, 
February 1950. 


Pliers 


Both Jaws Serrated 
For Stronger Grip 


A new locking, toggle action hand 
tool serves as a plier, a clamp, a vise 
or a wrench, according to the manu- 
facturer. To effect the strongest pos- 
sible grip, both jaws are serrated at 
the tip. A lock release that can be 
operated by the tip of the finger re- 
leases the jaws, and a capacity indi- 
cator on the handle shows the extent 
of the jaw spread, so that the plier 
can be pre-set to any desired grip size. 

The tool comes in two sizes, 7” 
and 10”. 

Seymour Smith & Son, Inc., Oak- 
ville, Conn.—Industrial Distribution, 
February 1950. 
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Know the Answers 


to quiz on page 106 





1. Tool holders are used on shapers, 
lathes, slotters, planers and screw 
machines. 


. You’d be smart to suggest the 
boring tool, the straight shank 
turning tool, the threading tool, 
the right hand offset cut-off tool 
and the right hand offset side 
tool, all five of which are con- 
stantly used on ordinary work. 


. The right hand offset turning 
tool holder, oddly enough, is off- 
set to the left. 


. It is so-called because it is used 
when working toward the left or 
head stock end of the lathe. 


now Your Products ; . Boring bars and holders are used 
& for all four purposes. Did you 
check all? 


». That’s true. 


Salesmen know product knowledge is the key to more sales. They 

are constantly in search of this knowledge and their thirst for more 7. The 90-deg. end cap boring bar 

| know-how is responsible for the popularity of the INDUSTRIAL is used for roughing out cored 

| DISTRIBUTION feature: 
é 





holes. 


8. If you’re smart, you would. The 
45-<deg. end cap boring bar is for 
internal facing work. 


. At zero degrees. 


. Drop head tool holders are used 
on lathes having clamp tool rests. 

. The goose neck, spring cutting 
off tool would be his best bet for 
this work. 


2. Tool holder shanks are drop 
forged steel, generally 


3. The side tool holder has a cutter 
designed for facing work on a 
lathe. 





14. That's true, of course. 


15. That’s true, too. 





Scores of requests for reprints of this feature have prompted 4 i t 

INDUSTRIAL DISTRIBUTION to make available in booklet form the Distribution and 
thirty-two question-and-answer pages which were published in Salesmanship 
1948-1949. Here’s your opportunity Mr. Salesmanager, to provide 

your salesmen with an invaluable sales tool —a book of answers. Continued from page 75) 
The cost is small, $1.00 per copy. On orders for less than five 
copies, we would appreciate receiving your check with your order. 





recent years. A high proportion of the 

total sales of food products is now 

made at self-service, cash-and-carry 

a s . s super-markets. The costs of delivery 

Industrial Distribution have been reduced and the customer 
gets the service he wants. 

Similar advances have been made 


330 West 42nd Street ° New York 18, N. Y. in the development of the mail-order 
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Copies of the booklet may be obtained by writing to Dept. E: 





business, highly integrated department 
stores, and self-service clothing stores. 
Retailing is the most highly competi- 
tive segment of our economy, and we 
can be confident that competition 
will continue to result in increasing 
benefits to the consumer. 


What are the future oppor- 
tunities for Salesmanship? 


In the last ten years the opportuni- 
ties for effective salesmanship have 
vastly increased. . . . Producers and 
distributors know that people must 
want the goods and services our sys 
tem makes available. In a_ broader 
sense, salesmanship is the essence of 
democracy. All of us—individuals and 
as members of groups—are engaged in 
presenting our views forthrightly to 
others. We make progress when each 
individual, each group is honestly con- 
vinced it has something good to sell. 

Business has something to sell to 
the American people. Business has 
proved that it can produce and dis- 
tribute the things people need and 
want. Business has demonstrated its 
ability to grow along with the needs 
of the country. The businessmen of 
America must sell the people on the 
performance of our business system. 

As yet you have not closed your 
sale. To close the sale will require a 
day after day effort to convince our 
people that business is for them—not 
against them. It is not enough to re 
peat such familiar phrases as “free 
enterprise’. It is not enough to talk 
in general terms about the blessings 

eated by American business. You 
must point out specifically the ways 
in which business is raising our stand 
ard of living. You must explain in de 


tail the way profits are invested in 
| 


growth to create more goods and more 


ind better jobs. You must tell the 
people what business is doing to make 


the worker’s life more secure and more 
rewarding. Above all, you must be 


sure that your sales talk on these and 
other points is based on the facts. 


Chamber of Commerce 
Issues Business Guide 


“What's the Answer?” a brief guidc 
to the sources of business statistics 
that might prove particularly useful 


to the small research staff, recently 


was issued in booklet form by the 


U.S. Chamber of Commerce as an aid 
to businessmen 

Ihe 12-page booklet lists just about 
every official public and private source 
of statistics available in the country, 


explains where and whom to contact, 


and suggests how the statistics may be 
used, i. e. for background material, for 
direct mail and similar campaigns 


Latest Edition, recently delivered, 
shown at left; 10 other Editions 
produced for Noland since 1922. 


DONNELLEY-BUILT 
EDITIONS 


Down to Date for This Organization 
Operating Through Seven Industrial 
Supply and Fifteen Other Branches in 
Nine Southern States ... 


Here is a distribution and catalog operation that makes 
most others look comparatively simple. 

The 22 branches of the Noland Company serve a variety 
of markets and a wide diversity of needs. Here is a com- 
pany that would seem to be justified in saying —“Our 
problems are different.” 

Yet, Donnelley catalog compilation methods have pro- 
vided the solution in this case, as in countless others. 


Donnelley welcomes catalog problems, even though they are highly 
complicated and “special.”” Why not try us on yours? Consulting us 


neither commits nor obliges you in any way. Please drop us a line. 


R. R. DONNELLEY & SONS COMPANY 


CATALOG COMPILING DEPARTMENT 


350 East Twenty-second Street, Chicago 16 


PRINTERS * BINDERS * ENGRAVERS + LITHOGRAPHERS 
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DEPENDABLE 


POWERFUL 


DURABLE 


ECONOMICAL 


VERSATILE 


EFFICIENT 


COMPACT 


EASY 
OPERATING 


FACTORY 
TESTED 











y ANY Rule 


THE BEST BUY IN 
HYDRAULIC JACKS 





HEIN-WERNER 


Hydraulic Jacks for 
Industrial Use 


Your customers can save manpower...time...and 
money at 1,001 maintenance and production jobs 
in their plants with dependable, easy-operat- 
ing Hein-Werner Hydraulic Jacks. They’re made 
better to give better, more economical service 

. and feature the exclusive Heinite Piston, 
proven to outwear ordinary cups and packings 
10 times over. By any rule of performance, 
economy or efficiency, Hein-Werner Hydraulic 
Jacks are outstanding. Write for complete details 
and catalog today. 


Made in models of 
1%, 3, 5, 8, 12, 20, 
30, 50 and 100 


a Wemer tons capacity. Also 

= 
manufacturers of 
Cone Ay H-W Double-Acting 
GAC Push or Pull 
poRAULIL JALK: Hydraulic Utility 
Units. 


HEIN-WERNER CORP., WAUKESHA, WIS. 
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“‘Write the Order 
Right’’ 


(Continued from page 69) 





Ducommun’s 
Standardized Abbreviations 
For Order Writing 


Adjustable 

American Standard, 
light 

American Standard, 
regular 

American Standard, 
heavy ... 

Annealed 

Ball Pein .. 

Bastard Cut 

Binding Head 

Black .... 

Bright 


Cadmium Plated .......... 
Cement Coated 

Centerless Ground . 

Chrome 

Chrome Moly 

Cast Iron 

Cold Finished . ie 
Combination ... Comb. 
RNY ack thc esta ee Com. 
Commercial Com. 
Commercial Ground .....Com. Grd. 
Corrugated .... Corr. 
Cold Punched .... me. © 3 
Cold Rolled ...... CR. 
Countersink .. ae Ctsk. 


Diameter . 4 . Dia. 
Double a a“ . Dbl. 
Delivery ... . Del. 
Dozen . cesta See oe 
Electric . Elec. 
Each ... uk Tee 
Engineers eee 
Escutcheon Pie boc .. Ese. 
Expansion . Exp. 


Flat Head eT é F.H. 
Fillister Head . . . Fill. Hd. 
Finished . eae 
Foot or Feet... Ft. 
Freight .. as ci . Frt. 


Gage or Gauge ‘ at 2 
Gallon .. os ... Gal. 
Galvanized Galv. 
Gross . Bg Gr. 


Half-hard . H.H. 
Hardwarc ; Hdwe. 
Half-Round Hf. Rd. 
Hexagon Hex. 
Heat Treated . ; Ee. T. 
Heavy . , Hvy. 
High Speed H. 3. 
Hot Punched > ore 
Hot Rolled on . WR. 





IF you WANT QUALITy 
SERVICE, COOPERATION. 
PROFITS, WRITE TODAY roe 
FULL DETAILS ON THE MAUREy 
FHP V-DRIVE FRANCHISE 








v ; ars.) 
er satistactio Distributor for 15 ¥® 


(A Maurey 


NIA 


perative’ ‘ 





M A U @ E Y THE MAUREY 100% DISTRIBUTOR POLICY 


Maurey V-Drives are sold only through authorized 


MANUFACTURING CORPORATION 
2915 SOUTH WABASH AVENUE © CHICAGO 16, ILLINOIS distributors on a SELECTIVE DISTRIBUTOR POLICY 
that assures permanent, friendly and profitable dis- 


World's Largest Manufacturer of Pressed Steel and : 2 
tributor-manufacturer relations. 
Serving Industry Since 1917 


Cast lron FHP V-Pulleys 
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Hot Rolled 

Annealed & Pickled 
Hundred 
Hundred Weight 
Hundred Feet : 
Hundred Square Feet ... 


Inside Diameter .. . 
Inside Frost 

Inch or Inches 
Iron Pipe Size .... 
Large Pattern 
Length .... 

Lineal Foot 

Little Giant 

Left Hand 


Long Handle 


Machine or 

Machinists .... Mach. 
Malleable Tere: Mall. 
Mechanical Mech. 
Molybdenum .... Moly. 
Morse Taper ... M.T. 
Mild Steel ..... MLS. 
Nickel Plated . N.P. 
Outside Diameter ..... «« 
Oval Head ...... Oval Hd. 
Oil Tempered .. ot. 
Parcel Post 
Par... 
Phosphor . . 
Peany . <.. 
Polished .. 
Pound 
Precision Ground 


Plain End . 


Random Lengths 
Regular .... 
Rectangular 
Round 

Round Head 


S Round Point . . 
Right Hand .. 
Railroad ....... 
it’ S Railway Express . 


Semi-finished . 
Second cut ... 2nd Cut 
All-Metal Thermometers, Seamless. Sms. 
a. eee 
Where the going is tough, WESTON thermometers get first Small Pattern . . 
‘ ; Standard Pipe Sizes S. P ry 
call. Their rugged construction —all-metal throughout —en- a ; 
ables them to stand up on pumps, compressors and mobile Soest re Foot 
units. And the big, bold dials are easy to read—quickly and Square .... 
accurately! There are many types, stem lengths and scale Square Point 
ranges from which to choose. Ask your jobber or local ae dened 
WESTON representative, or write for Thermometer Bulletin. St te. " | evel 
WESTON Electrical Instrument Corporation, 617 Freling- 


I hread 
huysen Avenue, Newark 5, New Jersey. Thre. ak &C oupled 


CONTACT-MAKING models for alarm or control purposes. MAX-MIN (Thread One End. 
models to indicate highest or lowest temperature reached. Thread Both Ends. 
l'urned, Ground & 
Polished 
Taper Shank 


Victaulic . 
Desamends Weight .... 

Will-Call . 

Wrought 
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DISTRIBUTORS, NOTE: 


This ad in leading trade 
papers builds sales for 
you-—-if you stock A-L 
DRILL ROD. A-L warehouses 
(located north, south, 
east, west), plus the 
master stocks at Dunkirk, 
N.Y., assure quick ship= 
ments. Line is complete. 
Quality is tops; e.g., 
smaller sizes of high= 
speed Drill Rod are hot 





See e\. 


6, 


® 
‘ an %> » 


drawn for superior per= 
formance. Our informa= 
tional service, such as 
pocket-size price list, 
helps you sell. Write us 
today about handling A-L 
DRILL ROD. 





/mprove your products ... Cut costs 
with A-L DRILL ROD 


in high -speed, alloy, or carban rads 








FREE BOOKLET 


gives useful 
information 


The eight pages of this 
illustrated booklet, “‘A-L 
Drill Rod and Cold Drawn 
Products,”’ are a valuable 
contribution to your file 
on how to save needless 
operations in making 
your product and how to 
enhance customer satis- 
faction. 


Get Your Copy— 
Write for it Today 
ADDRESS DEPT. ip-2 


Standard sizes are promptly available 
from stock in Commercial, Pompton, 
Alloy Tool Steel, and High-Speed 








grades for making: 


Arbors 
Armature Shafts 


Ball Bearings & 
Races 


Broaches 
Cams 
Chasers 
Chuck Jaws 
Collets 
Cut-off Tools 


Dental Burrs & 
Tools 

Dies— 
cold header, 
nail, 
threading 

Dowel Pins 


Drift Pins 

Drills 

Engravers’ and 
Jewelers’ Tools 

Firing Pins 

Instrument Parts 

Flue-expander 
Rollers 

Gauges 

Gears & Pinions 

Keys 

Knock-out Pins 

Machine Parts 

Mandrels 

Nail Sets 

Pipe Grips 

Scale Pivots 

Nut Punches 


Perforating 
Punches 
Push Rods 


Reamers 


Inserted Ream- 


er Blades 
Screw Drivers 
Set Screws 
Shafts 
Spindles 
Stamps 
Vise Jaws 
Wood-cutting 
Tools 
Watch Parts 
Tops 
Tong Bits 
Etc. 


If you want better quality, accuracy, 
and finish on your products—with 
economy,—-call A-L. No obligation. 


LLEGHENY 
UDLUM 


STEEL CORPORATION 
Pittsburgh, Pa. 


TOOL STEEL DIVISION: DUNKIRK, N. Y. 


fer lool Sites 
Ounce (854 
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AN te 


BEST SELLERS 
FOR 70 YEARS 


K &M pressure regulating 
and reducing VALVES 


Easy to sell... and profitable! 





THEY PAY. Dependable service to indus- 
try since 1879 —that's the record of 
Kieley & Mueller's line of pressure regulat- 
ing and reducing valves. K & M quality 
is well known... K & M valves are easy 
to sell. Discounts are liberal; they're pro- 
fitable to sell. And K & M valves are good 
customer-keepers because they provide 
lasting satisfaction. 


ca K & M WEIGHT LOADED For dependable regulation of 
reduced pressures in steam, air, gas, water or oil 
installations. Type 102 double seated. Sizes % to 12 
inches. Type 104 single seated for dead end service. Sizes 
Ya to 6 inches. Engineered and constructed to provide 
closest possible regulation. 


4 K & M SPECIAL K & M SIMPLEX 
“1900" Type 461 


These are just a few 


Pressure reducing for 
steam, air, gas or 
water. Type 449 sin- 
gle seated, Type 450 
semi-balanced, Type 
451 water and air. 
Sizes % to 2 inches. 
Simple, compact and 
ruggedly constructed 
for long, dependable 
service. 


For water, air, gas or 
oil. For simple pres- 
sure reduction service. 
Used where initial 
pressures are fairly 
constant as for pro- 
tection to industrial 
plumbing or for in- 
dustrial air pressure 
distribution. 


Wherever regulating and reducing valves 


are used, the K & M line has a type and size to suit. K & M design 
and construction are outstanding for their high quality. It is the 
line you can make money with. Send today for information about 
K & Mand generous distributor discounts. 


2033 — 43rd STREET 
NORTH BERGEN, N. J. 


REDUCING & REGULATING VALVES 


PUMP GOVERNORS 


VALVES © EXHAUST.HEADS 


Established 1879 


LEVEL CONTROLS 
AND RELIEF VALVES 
STOP AND CHECK VALVES 
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NEW LINES 
taken on by 
DISTRIBUTORS 





The T. S. Cowger Co. of Helena, 
Mont., has been appointed an ac- 
credited distributor of Republic 
Rubber Division, Lee Rubber & 
Tire Corp., and will carry a repre- 
sentative stock of Republic’s me- 
chanical rubber goods. 


Tidewater Supply Co. has been named 
distributors in Asheville, N. C., 
Columbia, S$. C., Johnson City, 
Tenn. and Knoxville, Tenn. of Yar- 
way traps manufactured by Yarnall- 
Waring Co. 


Industrial Equipment Corp., Spring- 
field, Mo., recently were appointed 
distributors for the Keller power 
hack saw line manufactured by the 
Sales Service Machine Tool Co. 


Recent new appointments of distribu- 
tors for the sale of Yarway steam traps 
and strainers manufactured by Yarnall- 
Waring Co. included the following: 


e Aird-Don Co. 
Troy, N. Y. 


e B. J. W. Berghorst 
Zeeland, Mich. 


e E. S. Bottomly Co 
San Francisco, Calif. 


e Central Pipe & Supply Co 
Denver, Colo. 


e Endicott Supply Co 
Vineland, N. J 


e Industrial-Marine Supply Co., Inc. 
Pensacola, Fla. 


e@ Madsen & Howell, Inc. 
Perth Amboy, N. J. 


eW. L. Smith Co. 
Newburgh, N. ¥ 


| The following firms were reported by 

the Sales Service Machine Tool Co. as 
| appointed distributors for the Jeffer- 
| son “601” power hacksaw line: 


e The Canadian Fairbanks-Morse 
Co., Ltd. 
Montreal, Canada 


e Chase Parker & Co., Inc. 
Boston, Mass 





how AMERICAN 
REDUCTION DRIVES 
give you Exclusive 
SALES ADVANTAGES! 


Hare is a completely standard reduction drive that transforms your 


customers’ special, slow-speed problems into simple, efficient high-speed 
installations . . . using standard motors, standard V-Belts, standard sheaves! 
No special engineering knowledge is needed to sell this drive. Every part is 
a standard, stock item. Your inventory is lower. Installation problems are 
simplified. Six sizes of Reduction Units provide any speed below 154 rpm for 
drives up to 25 hp. The secret is this: American Reduction Drives put the 
gears where they belong—right on 

the shaft of the driven machine! M a 

Over 50,000 are already in use in the 


plants of satisfied customers. 
GIVE ME.-- of your exclusive 


Cas Oe 
“The Umerican /iley Company anne ' rush my free COPY 


4218 Wissahickon Ave., Phila. 29, Pa. 1. ‘ales advantage” prives Data Book. 


of The America 
TITLE 
h NAME a 


COMPANY 
ee a 
: ADDRESS 
= STATE 
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Contractor saves penalty of $500 
= by investing $3.84 in Air Express 
' ye ae 








ay ME 
Time clause in housing project paving contract stood good chance of being invoked 
when equipment broke down at 5 p.m. So 10-lb. carton of replacement parts was 
Air Expressed from 1200 miles away. Delivered in just 8 hours. The Air Express 
charge was only $3.84—and contractor completed job on time. 


$3.84 is small indeed, since it covers Air Express goes by Scheduled Airlines; 
door-to-door service. Anytime delivery, extra dependability, experienced han- 
7 days a week. Makes the world’s fastest dling. Shipments keep moving. Regular 
shipping service the most convenient. use keeps any business moving. 


Only Air Express gives you all these advantages 
World's fastest shipping service. 

Special door-to-door service at no extra cost. 

One-carrier responsibility all the way. 

1150 cities served direct by air; air-rail to 22,000 off-airline offices. 
Experienced Air Express has handled over 25 million shipments. 


Because of these advantages, regular use of Air Express pays. It’s your best air 
shipping buy. For fastest shipping action, phone Air Express Division, Railway 
Express Agency. (Many low commodity rates in effect. Investigate. 


; ES Rates include pick-up and delivery door 
to door in all principal towns and cities 
GETS THERE FIRST 


. 





A service of 
Railway Express Agency and the 


SCHEDULED AIRLINES of the U.S. 


air 
EXPRESS 
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¢ Colonial Supply Co. 
Pittsburgh, Pa. 


¢ Columbia Supply Co 
Columbia, S. C. 


e The Dakota Iron Store, Inc. 
Sioux Falls, $. Dak. 


eW. D. Deckert Co 
Dubuque, lowa 


e Ellfeldt Machinery & Supply Co. 
Kansas City 


e Empire Supply Co. 
Fargo, N. Dak. 


e Factory Equipment Co. 
Detroit, Mich. 


e M. cs Foss, Inc. 
Denver, Colo. 


e@ ‘The C. H. Gosiger Machinery Co. 
Dayton, Ohio 


e@ Albert Gunther, Inc. 
Baltimore, Md. 


@ Hallidic Machinery Co 
Seattle, Wash. 


@ Harris Supply Co. 
Wellsville, N. Y. 


e The Hub City Supply Co 
Dothan, Ala. 


e Indianapolis Belting & Supply Co 
Indianapolis, Ind. 


@ Iowa Machinery & Supply Co. 
Des Moines, Iowa 


e James Supply Co. 
Quincy, Ill. 


@ Janney, Semple Hill & Co. 
Minneapolis, Minn 


@ Johnson Electric Co 
Staunton, Va. 


@ Keith-Simmons Co., In 
Nashville, Tenn 


e@ Harrv Lee & Sons 
Chicago, Il] 


eLuzerne & Lackawanna Supply 
Wilkes-Barre. Pa 


e Machinery Sales & Supply Co 
Dallas. Tex. 


e Mill Supply & Hardware Co 
Trenton, N. J 


@ Joseph Monahan Co 
Grand Rapids, Mich. 





MUSIC WIRE Sales 


with gust 4 worps! 


Step U 








REPLACE END! 











Sales Tips 


by Oeming 














Almost every plant has one or more uses 
for Deming "MOTOR-MOUNT" Centri- 
fugal Pumps. Their compact design sim- 
plifies installation wherever space is 
limited. They can be mounted in a vertical 
or horizontal position. Their performance 
ratings are high in relation to size, 


Dispenser 
carton 


“pa” Deming'*MOTOR-MOUNT" 
Pumps are made in 63 
standard sizes from 5 to 
650 gallons per minute 
against heads from 10 to 

~ 230 feet. 


Let this ingenious dispenser carton give you a “new look” 
on Music Wire sales! See how easily it can help you put music 


i les in the profit making class by eliminating fuss and 
wire soles in ep ' ' 9g y imi ing tus 004 an 180 Diameter. 


muss, by stepping up unit of sale. Immediate delivery! 


The carton—exclusive with Precision—has center opening; 
wire is drawn as needed from inside of coil; natural tension 
holds coil neatly in box. It’s convenience that makes it just 
as easy to sell the carton as a few feet. You'll save time; get 
more in profits! 


Casing is volute type, suitable for 100 
Ibs. working pressure. Casing may be 
turned to permit various positions of 
discharge nozzle. Impeller is three-vane, 
semi-enclosed type, adjustable for 
capacity, head, clearance and wear. 


THE DEMING COMPANY 
511 BROADWAY * SALEM, OHIO 


Write for BULLETIN 
4303 printed in 3 
colors with large 
illustrations show- 
ing all details of 
construction, se- 
lection charts, 
etc., for Deming 
"MOTO R- 
MOUNT" 


TOP QUALITY SHIM STOCK 


Carefully selected brass or steel packaged to save your time 
on sales and handling — those are the big advantages you 
get with Precision Brand Shim Stock. Dispenser cartons, Four- 
In-One Assortment or Packaged Flat Shim. All plainly morked. 


COMPLETE LINE OF GROUND FLAT STOCK 


A practical product for the practical machinist — now available in both 
oil and water hardening types with many new sizes odded. Made of first 
quolity electric furnace tool steel, precision ground to within .001”. Reody 
for scribing, shaping, tempering and drawing. Each standard size oiled, 
wax wrapped in protective envelope, marked with size and heat treatment 


You'll sell more and sell it faster, whatever Precision Brand product you 
choose. You'll get top quality, with highest accuracy and uniformity plus 
extra packaging features that step up sales. Why not check with Precision 
today — see how much more Precision can give you in over-the-counter 
soles od ges! Also lete stocks of Drill Rod and Thickness Gauge 
or Feeler Stock. 





PRECISION STEEL WAREHOUSE, ine. 





MANUFACTURING DIVISION 
4409-25 WEST KINZIE STREET © CHICAGO 24, ILLINOIS 


SHIM STEEL @ BRASS SHIM @ MUSIC WIRE 


DRILL ROD @ THICKNESS GAUGE STOCK @ GROUND FLAT STOCK 
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RAWHIDE gives you more in soft hammers and mallets. And 


Chicago Rawhide gives you exceptional power and maximum protection. 
C/R hammers and mallets absorb shock, deliver powerful blows, protect 
finished surfaces and stand up under tough use. For hammers and mallets 
that never split, crumble or mushroom, always ask for Chicago Rawhide. 


C/R Hammers have 
malleable iron heads 
with replaceable 
coiled rawhide faces. 


CH aco awhide MFG.CO. 


1205 ELSTON AVENUE CHICAGO 22, ILLINOIS 


Other C/R maintenance products are: round, flat, twist belting; belt pins and lacings; geors, pinions, 
geor blanks; aprons, hand leathers; hydraulic packings. 
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@ Moore Bros. Machinery Co., Ltd. 
Montreal, Canada 


e The Ohio Belting & Transmission 
Co. 
Toledo, Ohio 


e The Queen City Supply Co. 
Cincinnati, Ohio 


e Reilly Bros. & Raub 
Lancaster, Pa. 


e@ The Rockel Co. 
Zanesville, Ohio 


@ Rohrbach Hdwe. & Supply Co. 
Scranton, Pa. 


e Saginaw Hardware Co. 
Saginaw, Mich. 


ej. J. Stangel Hardware Co 
Manitowoc, Wis. 


eC. A. Turmer, Inc. 
Pittsburgh, Pa. 


Spurgeon & Smith Co., San Fran- 
cisco, has added to its lines the 
safety valves and pressure gages of 
Crosby Steam Gage & Valve Co., 
Boston. 

Chicago Precision Supply Corp., Chi- 
cago, recently was appointed distri- 
butors for products manufactured 
by the Nicholson File Co., and 
Fayette R. Plumb Inc. 

The Dills Suply Co. of Dayton, Ohio, 
has been appointed distributor for 
the chain and transmission, Bald- 
win-Duckworth and process equip- 
ment divisions of the Chain Belt 
Co. of Milwaukee, Wis. 

Standard Industrial Supply Co., Inc., 
Springfield, Mass., has been ap- 
pointed distributor of the products 
manufactured by Standard Pressed 
Steel Co. 





FROM THE 


= FILES = 





25 YEARS AGO 


Manufacturers who used the mill 
supply house only for smaller accounts, 
and then sold direct, got a “going 
over” from C. E. Davis, general man 
ager of The Ross-Willoughby Co., 
Columbus, Ohio. It is true, Mr. Davis 
said, for jobbers to take some action. 

Something new and unusual was 
reported from ‘Texas, where four San 





we le’ 
For a Real ‘Sy 
“Beauty Treatment 


both in IN oy 
_ | 


ft. | 
Manufacturing and | Te OY 
in Merchandising aD YD 
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3 > a= 


/ 


™ 
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top equipment-makers use AMERICAN PHILLIPS SCREWS 


BEAUTIFY costs! Assembly costs never look so good as when they're 
slimmed aown to 50% ) used to be.- _simply by equipping all assem- 
bly department i id- - «in Phillipsscrews. Tete 
why leading maker : nt use this modern fastening 
that saves half the time i sed by slotted screws: 
BEAUTIFY SALES! bbe ‘can Phillips crossed re- 
cess is a buy-Sig® that the pv with confidence on 


everything from 4 ‘adustry has long 
o machine 


rough. 


rool 
Yes, Ame 
cutters. Get uct. W rite an 


prove that“ American s always cost least to use.’ 


AMERICAN SCREW COMPANY, Providence 1,R. 1. 
Plants at Willimantic, Conn., and Norristow™, Po. 
Warehouses ot: 589 & Winols St., Chicage 1! $02 Stephensor 


Bross, Bronte 

jess Steel, Aluminum, 
Monel, Everdur (sill- 
con bronze) 
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Antonio supply houses co-operated in 
advertising the opening of the new 
business home of the Heusinger Hard- 
ware Co. 

Manufacturers of hand tools, other 
than edge tools, files and saws, in 1923 
reported products valued at $123,160,- 
303, according to Census Bureau sta- 
tistics. 

\ southern mill supply distributor, 
who got 90% of his local orders over 
the telephone, asked, editorially, what 
was the best way to compensate city 
salesmen. 

“A salesman, like an editor,” Frank 
Farrington advised in his ‘talk’ on 
Successful Salesmanship, “needs to 
know all about his own work and 
something about the work of every- 
one else with whom he comes into 
business contact.” And it’s still true, 
and equally necessary to success. 

Ihe Young & Vann Supply Co. of 
Birmingham, Ala., held an exhibition 
of machine tools at its showrooms in 
that city. A 24-page booklet was used 
to announce the event and _ invited 
“interested persons” to attend. 

I. I’. Madsen, president of the Perth 
Amboy Hardware Co., Perth Amboy, 
N. J. was elected a vice-president of 


The Will and Effort to go places, rs North Jersey Hardware & Supply 
ssociation. 
is what makes American Busi- 
10 YEARS AGO 
ness forge ahead. It is Procras- “Niissiomentes ot Welk” teas pub 


lished in Mill Supplies under the spon- 


tination which retards growth sorship of the Research and Sales Sur- 
vey Committee, a joint activity of the 

and development. — National and Southern As 
A 1939 “best seller” was the new 

sees catalog issued by Somers, Fitler & 

YOUR decision to have a new lodd, Pittsburgh distributor. One 
customer sent in a $170 valve order 


Catalog in 1950 will be a major with the notation: “Yours was the 


only distributor’s catalog that showed 


step toward making this year valve and size wanted—that’s why you 


gct the order!” 
In the heart of growing industrial 
a BIG 1950. Southern California, the Ducommun 
Co. opened its new warehouse at Ver- 
non, an 1 l-acre tract with a 228,000 
ieee CATALOG sq. ft. working area. 


PRINTING DEPARTMENT George Mathewson, salesman of 
: | Squier, Schilling & Skiff, Newark, wa 


. 
" ” a “wrote up” for his unusual sales tool 
1 VO] 977] a camera which he used to “shoot” 
® a a pictures of his installations of motor- 
ized tools to show prospects how the 


Saute ina CU E J, equipment he sold worked on other 
Pel { ? p ] jobs. 

RESS WC. Harold Holden and Gilbert Silliter 
were comfortable in their new offices 
at 89 Woodbine St. Hartford. (Won- 

230 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN der how long they'll stay there?) 
CHICAGO @ PHILADELPHIA @ NEW YORK @ SAN FRANCISCO J. EF. Dilworth, president of J. E. 
Dilworth Co., Memphis, Tenn., 
KOKOMO, INDIANA “stepped down” from office in favor 
of FE. C. Blackstone, former vice- 
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Aa 


camp Most Anyth;, " 


ew-Seal’ 


( THE UNIVERSAL 

ee WORM-DRIVE CLAMP 
7 “No holds barred” with Aero-Seal. Clamp odd-shaped 
connections, join multiple pipes or ducts together firmly, 
permanently, with these durable steel clamps that con- 
form easily to any shape. Worm drive prevents distortion 

at point of clamping; use again and again. 
Vibration will not loosen. Integral construction — no 
parts to lose. Corrosion resistant — cadmium plated or 
stainless steel. Available for screw driver or thumb grip. 


ANOTHER | BREEZE} propuct 


WRITE TODAY FOR FREE SAMPLE! 
Karty Qe ~ Ss ” HOSE 
SA Re) C20 - cat.ciames 
- 
BREEZE CORPORATIONS, INC. 


33 South Sixth Street, Newark 7, N. J. 


ww 


i He 


er 
Worm Drive 
Never Works Loose 











Originators 
of the 
packaged vise 


YOUR COLUMBIAN 
DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


COIVMBIAN VISES 


THE COLUMBIAN VISE & MFG. CO. 
9025 Bessemer Ave. ° Cleveland 4, Ohio 


the Worlds Largest Mahers of Vises 


STRENGTH + ACCURACY + WORKMANSHIP + DEPENDABILITY 
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For those who 
profit by selling 


TOP QUALITY! 
STRANDFLEX { 


4-SPEED GEAR DRIVE 
FLEXIBLE SHAFT 


In the long run nothing 

beats quality, for it pro- 

vides customer satisfac- 

tion and the good will 

that results in repeat business. 
That’s why distributors are push- 
ing the sale of the new “STRAND- 
FLEX” 4-Speed Gear Drive Flexible 
Shaft Machine. 

4 different RPM are provided, as 
shown above, by an easy and quick 
shift method. Users get depend- 
able long-lived service . . . find the 
“STRANDFLEX” flexible shaft 
machine versatile and adaptable to 
a wide range of uses. 

Acquaint yourself with all features 
by sending for a descriptive folder. 
Be sure to display “STRAND- 
FLEX” on your sales floor ... it 
will help to sell itself. 


STRAND 


Flexible Shafts and Flexitle Shaft Machines 


wm Gale 
Corporation 


N. A. STRAND & CO. DIVISION 


. 








USEFUL HOIST DATA 


This new Chester Hoist Catalog gives you complete 


information for selecting t 
For example: 


Capacities available 
(Spur-geared and Differential) 
® List prices 
® Regular lift in feet 


® Minimum distance between hooks 


Spur-geared 
% to 25 tons 





Differential 
% to 1% tons 





he right hoist for the job. 


® Reach in feet and inches 
Chain pull to lift full load 


© Feet of chain overhauled 


for 1-ft. lift 


Test load in pounds 


Send today for a copy of the 
new Chester Hoist Catalog— 
giving the above data, plus 
much other valuable informa- 
tion—on Spur-geared and 
Differential Hoists, Trolleys, 
Parts and Accessories. Chester 
Hoists are sold by leading 
hardware and _ industrial 
distributors. 


THE NATIONAL SCREW & MFG. CO. 


Chester Hoist Div. 


e Lisbon, Ohio 





INDUSTRIAL DISTRIBUTION © FEBRUARY, 1950 


president. 

Killed in an auto accident, with his 
family, was Robert Hereford, Murray- 
Brooks Hardware Co., Lake Charles, 


a. 

John Wells, in the warehouse and 
shipping department of Hunter & 
Havens, Inc., Hartford, Conn., for the 
past five years, was promoted to the 
inside sales force. 





D-A-T-E-§ 
TO REMEMBER 





Feb. 6-7—Rocky Mountain Associa- 
tion of Distributors, 3rd Annual 
Broadmoor Conference, Broadmoor 
Hotel, Colorado Springs, Colorado. 

Feb. 19-23—National Association of 
Home Builders, Congress and Ste- 
vens Hotels, Chicago. 

Mar. 28-31—National Plastics Exposi- 
tion, Navy Pier, Chicago 

Apr. 4-7—National Association of 
Corrosion Engineers Conference 
and Exhibition, St. Louis, Mo. 

Apr. 5-7—Midwest Power Conference, 
Sherman Hotel, Chicago. 

Apr. 10-14—Cost-Cutting Equipment 
& Methods Exposition of American 
Society of Tool Engineers, Conven- 
tion Hall, Philadelphia, Pa. 

May 8-12—Convention, Exhibition of 
the American Foundrymen’s Soci- 
ety, Public Auditorium, Cleveland. 

May 8-12—American Textile Machin- 
ery Exhibition, Atlantic City. 

May 22-24—Triple Industrial Supply 
Convention, Atlantic City. 

June 12-14—International Conven- 
tion and “Inform-a-Show’’, Nation«l 
Association of Purchasing Agents, 
Cleveland, Ohio. 

June 12-16—National Oil and Gas 
Power Division Conference and Ex- 
hibit, Lord Baltimore Hotel, Balti- 
more. 

Aug. 14-18—National Power Show of 
National Association of Power En- 
gineers, St. Louis, Mo 

Aug. 28-31—Metal Mining Conven- 
tion and Exposition, Salt Lake City, 
Utah. 

Sept. 5-9—National Chemical Exposi- 
tion, Coliseum, Chicago. 

Sept. 18-21—National Builders Hard- 
ware Exposition, St. Louis, Mo. 
Sept. 18-22—Fifth National Instru- 
ment Conference & Exhibit, Me- 

morial Auditorium, Buffalo. 

Sept. 26-29—Industrial Packaging & 
Materials Handling Exposition, 
Philadelphia. 





























..- MAKING IT EASIER 


FOR YOU TO SELL 


Consistent business paper advertising, effective sales 





promotion, complete plant facilities and prompt, courteous 
service to you and your customers—all these make it 
easier for you to sell the famous UNBRAKO- and 
HALLOWELL lines. 


UNBRAKO Socket Screw Products and HALLOWELL 
Steel Collars are preferred by manufacturers everywhere 
because of their uniformly high quality. These products 
make friends for you . . . assure steady, dependable, 
repeat business . . . provide good profits. 


STANDARD PRESSED STEEL CO. 
JENKINTOWN 13, PENNSYLVANIA 


"Serving Industry continuously since 1903 through Industrial Distributors'* 
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We Are Proud 


To Be The Publishers 
Of A Catalog 


For Another Leading Distributor 


THE McJUNKIN SUPPLY CO. 
Charleston, W. Va. 


This 780 page catalog for the McJunkin 
Supply Co. is considered to be the largest 
ALL PARTS industrial and supply catalog ever to be 
YOU NEED issued in the Charleston area. It is printed 


; on 70 lb. enamel paper and attractively 
LOCK WASHERS 7 ination whi 


bound in a combination white and red 
High carbon steel, substantial cloth cover. 
bronze, aluminum, stain- 


lens steal, mone, woste Like all other catalogs, published by Weinberg & McKee, it con- 
€ oF: spring lock washers - - - 


SOURCE FOR 





finished or pleted with tains such modern features as: Prices of Tools made of High 

’ Speed Steel are printed in RED; Nationally advertised lines are 
tied-in with manufacturer's advertising by use of their trade 
marks; Action illustrations demonstrate the use of many products; 


Every catalog is printed from new plates on modern high speed 
photo-ofiset presses. 





The Swing In Catalogs Today—Is To Our Modern Photo-Offset Way 


t 
oie, specifications 


eee ME WEINBERG & MCKEE, Inc. 


nickel, brass, chrome ..- 


nichel, Ws parkerized. | 600 W. JACKSON BLVD. 





CHICAGO 6, ILL. 


CALDER ... the Dresser Line 
for Bigger Profits ... Easier Sales 


> Ss eee ¥.:% \ i * .% 
tive stampings CAS KN Se eS Se 
oe ty television chassis... a % NN AA b \\ \\ \ 


Garrett con eheeper \\\ BUILT RIGHT—Best materials throughout 
them er | f 


From @ small part for 
electronic instruments, 





tool 
‘ steel cutters . . . Right and Left hand Threaded Bushings 
for Automatic aaron. IN 


= sigeations- 


Fiat and coiled springs 
to meet every require- 
ment. EveryGarrett spring 
has controlled tension 
built into it to assure 
satisfactory performance 
under all conditions All 
types of fiat springs 
coll springs — compres 
sion, extension . . made 
of round, square of rec- 


AN \ EASY'TO HOLD— Extra 
tangular wire CNN \ : a \ 
uiieractosss ov : %) AAS . \\ \ Weight well distributed 
GEORGE K. GARRETT CO., INC. 


: ‘ . \ for oho aner handling. 
PHILADELPHIA 34, PA ’ aN 


\ 2 he ‘= ta" eX p,* ~ 
Diamond ne Tools 
ANAAN) SWANN AA% 
\S SOLD ONLY THROUGH DISTRIB TORS , 
is te EN Na de ON . a. eA NOK ig te he NAN 


OF SMALL PARTS CALDER MANUFACTURING Co. 


2049 North Prince Street ° Lancaster, Pennsylvania 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1950 





Sept. 26-29—Iron & Steel Exposition, 
Public Auditorium, Cleveland. 
Oct. 3-5—National Lubricating Grease 
Institute, 17th Meeting, Roosevelt 

Hotel, New Orleans, La. 

Oct. 8-11—National Institute of Gov- 
ernmental Purchasing, 5th Annual 
Conference and Products Exhibit, 
Milwaukee, Wis. 

Oct. 16-20—National Safety Congress 
& Exposition, Chicago. 

Oct. 23-27-1950 Convention of Na- 
tional Metal Congress & Exposi- 
tion, Chicago. 


The Buyer Looks 
at Business 


Composite Opinion of Purchasing 
Agents Who Comprise the N. A. P. A. 
Business Survey Committee. 
Purchasing Agents find business con- 
ditions reflect a general feeling of 
optimism. Recovery from the major 
strike setbacks is progressing more 
rapidly than originally estimated and 
production, usually off at this season, 
is holding up well. Order books are 
firm and of slightly longer range than 
a month ago. A strong trend toward 
price stabilization (steel excepted) is 
reported. Inventories are down, but 
there is some indication of an increase. 
Employment is good, for this season 
of the year. Buying policy is still 
cautious. 

The consensus of industrial Purchas- 
ing Executives shows an expectation of 
good business through the first quarter 
of 1950. A few extend this estimate 
to cover the first six months, with 
reservations for the possible effects of 
new domestic legislation and world 
politics. 








Prices 


Except for the advance in steel 
prices late in the month, the December 
price trend was dominated by a tend- 
ency to level off and stabilize. 80% 
reported no movement in their princi- 
pal purchased commodities. hile 
Purchasing Agents realize the steel 
increase will spread into the cost of 
many fabricated items, competition is 
expected to hold the over-all effect to 
a minimum. The action in steel is not 
expected to become a starting point 
for an inflationary price spiral. 


Inventories 


Industrial inventories generally con- 





MORE COMPLETE SERVICE HELPS SELL 


Industrial Distributors can trace many extra sales 
to the service they can render by providing their 
customers with a complete line of standards and 
a dependable source on special tools. This is the 
service Arrow can give to you—Arrow has a 
complete line of 2, 3 and 4 flute—single and 
double End Mills plus a fast and economical 


service on “Specials”. 


Write today for details— 


some territories are available. 


ARROW TOOL & REAMER 


b 


ARROW END MILLS PAY 


WITH ORE, PRODUCTION! 


CO. + Established 1916 


Fascut 


END 
MILLS 


OFF 


—_— 


Because .. . 

34 years Experience 

and the skill of Arrow 

Tool Engineers combine to make 
Arrow Tool & Reamer Company 
a major supplier of metal cutting 
tools with a complete — more effi- 
cient line of End Mills. 











ARROW LIVE CENTER 


@ Adjustable for wear 
@ Tapered, interchangeable inserts 


Rugged, te and durabl Se Saoe 
live center has been shop tested and 
equipped with Timken precision caer 
bearings. 








SPECIALS—CARBIDES 


Special cutting tools, furnished accord- 
ing to specifications represent a large 
part of Arrow production. Skilled work- 
men and modern machinery, plus 34 
years rh are why Ar-; 
row is a preferred source on special 
tools. 





ARROW TOOL & REAMER CO. 


418-422 LIVERNOIS AVE 
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¢ DETROIT 9, MICH 








. CONTROLLED BLADE PRESSURE 








FOR ANY MATERIAL, SHAPE OR THICKNESS 


THIN WALL TUBING 


OTHER KELLER 
POWER HACK SAW 
MODELS 


Tt 


. |-HB Bench ao 
* Capacity 5” x 


i 


No. 3-C Wet ~. 
Saw Capacity 6° 


fon 


No. | Bench Model 
Capacity 4” x 4” 


CHANNELS 


PRESSURES FROM O TO 125 LBS 


KELLER 


Power 


HACK SAWS 


SPEEDS CUTTING of all material from thin wall 
stock to heavy bar stock 64” x 6%” by applying the 
right amount of blade pressure. 

CUTS COSTS by reducing cutting time per piece 
—lowers power consumption and eliminates costly 
blade replacements. 

INVESTIGATE all outstanding fea- 

tures of the entire KELLER line... 

you'll find a model to fit your cus- 

tomer’s requirements. 


WRITE FOR THIS NEW 
ILLUSTRATED BULLETIN TODAY! 


= Sales Service Machine hol Co. 


2363 UNIVERSITY AVENUE 
ST PAUL 4 MINNESOTA 











BELT FASTENERS 
FOR HEAVY CONVEYOR AnD RIP PLATES 
AND ELEVATOR BELTS OF 
ANY WIDTH 


FLEXCO Fasteners make a tight, butt joint of great strength and 
durability . . . distribute the strain uniformly. Operate smoothly over 
flat, crowned or take-up pulleys. Made of steel, Monel, Everdur and 
Promal. 

FLEXCO Rip Plates are for repairing and patching damaged belts. 


Ask for Bulletin F-100 
FLEXIBLE STEEL LACING COMPANY © 4633 Lexington St., Chicago 44, Illinois 











Strong, Smooth, Readily Troughing 
Order From Your Supply House 








LS OD LE O_O > O- 


No. 3L 


| "Qne-Time” Customers? 


Never! 
if you recommend the 


GASOLINE BLOW TORCH 
Heavy steel tanks with copper- 
brazed joints. Closing valve 
forces cleaning needle through 
orifice without enlarging orifice. 


WRITE TODAY for FREE BOOKLET 


giving full information on 
Unique’s complete line of 


GASOLINE and KEROSENE 
FURNACES and BLOWTORCHES 


UNIQUE MFG. CO., INC., Est. 1921 
223 W. Walton St., Chicago 10, Ill. 














SHOP MEN LIKE 


' EAGLE 


4 IMPROVED 
6 HYDRAULIC 


PUMP OILERS 


§ because— 


@ Easy to operate 
Easy to clean 
No soldered connec- 
tions 
No pump leathers 
Will pump any oil 
that will flow 
All pump parts re- 
newable 
Pump delivers a 
drop or a stream of 
oil at thumb pres- 
sure 


Order from your distributor 


Help to make the world run smoother— 
Oil with an Eagle Oiler 


EAGLE MANUFACTURING ( 
COMPANY 6 


Dept. ID 25 Wellsburg, West Virginia 
Serving the trade since 1894 6 


I ee 
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tinue to decline. Steel shipments have 
permitted increased deliveries of asso- 
ciated goods and some inventories have 
been increased moderately. Turnovers 
are reported satisfactory. Few items, 
except steel, are really hard to get. In- 
ventories are steadily coming back into 
balance following strike-caused mal- 
adjustments. Stocks are being held to 
production schedule requirements. 


Buying Policy 


The general pattern remains within 
a “hand-to-mouth to 90-day” range. A 
movement from the lower side of the 
bracket into the 90-day column is 
noticeable. With inventories low, pro- 
duction schedules holding up, order 
books firm, and prices showing more 
stability, buyers are looking at future 
commitment schedules with more con- 
fidence. 


Employment 


Normally, industrial employment 
slacks off during December. The sur- 
vey reports reveal 23% are adding to 
pay rolls, with 52% maintaining late 
November labor forces. Many of those 
laid off in October and November have 
been recalled, indicating that, as steel 
moves into easier supply, employment 
will pick up. Reemployment, how- 
ever, is generally reported on a more 
selective basis. 


Commodity Changes 


Markets continue the show of 
strength reported in November. Ex- 
cept for steel prices, however, they 
show no marked up or down trend. 

On the up side: Cornstarch, dex- 
trine, grains, eggs, dried fruit, beef, 
coffee, fuel oil, leather, high grade 
lumber, mica, rubber, steel, textiles. 

Down were: Alcohol, paper bags, 
gray iron, castings, cellulose acetate 
molding powders, enamel, poultry, 
= paint, wastepaper, salt cake, tal- 
ow, tin, copper wire. 

In tight supply: Aluminum, coal, 
copper scrap, steel, wax, zinc oxide. 


Canada 


Reports from Canada indicate a con- 
tinuing high level of business in De- 
cember, about the same as in the 
United States. The Dominion has had 
more price increases. Inventories are 
down. Employment trend is much 
lower than in the States. Buying policy 
is the same as in the United dates. 
Canadian industrialists are troubled 
over the decline of exports and the in- 
creased competition from devalued 
currency countries. Power shortages 
are holding back some production. 


TRE TY 


x 


aE. 
= Spin 


= 


Se Ty 
tt ¥ 


Ee 
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Flame Soldering with Kester “Nosput” flux-core 
solder. One of Kester’s specialized industrial solders 
that does this job better than any other solder. 


To Waste 


“Nosput” flux-core solder is only one member of 
Kester’s famous group of flux-core solders. In all 
there are over 100,000 different types and sizes, 


Cpiciont 


Kester can supply the right solder for the job, virtu- 
ally eliminating waste and rejects. Have a Kester 
expert analyze your customers soldering operations. 


Kester Solder Company 


4201 Wrightwood Ave. + Chicago 39, Illinois 


Nework, New Jersey * Brantford, Canada 


Send for free manual : 
"SOLDER and Soldering 


Technique” 


KESTER © 
SOLDER je 


~ Standard for Industry since 1899 
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PE TFET 








A complete line from a single 
source... easier to sell...greater 
dependability...enables you to 
give better and quicker service 
to your customer. Three reasons 
that add up to more profit for 
you. Medart's outstanding ad- 
vertising campaign in leading 
trade journals means a greater 
Medart market for you! 


V-belts and 
V-sheaves 


No. 46-G 
Gears and 
Sprockets 


All Other Power 
Transmission 
Equipment 


Not just catalogs... but informa- 
tive, helpful power transmission 
equipment guides. Minimize 
complicated engineering compu- 
tations... excellent for your refer- 
ence files. Write for yours today! 


a EDART 


A Better 
Welded 
CHAIN 


for every industrial pur- 
pose, for every essential 
industry—wherever chains 
are needed, you'll find 
Wesco Chains doing a 
better job because they 
are better welded chains. 


Proof Coil Chain 
BBB Coil Chain 
Sling Chains and 
Log Chains. . 
Railroad Chain 


Write for the Wesco 
Industrial Chain Catalog 


WESTERN CHAIN COMPANY 


| 1819 BELMONT AVE 


24 Home Street 
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CHICAGO 13, ILL. 


LUBRICATOR CO., INC. 


Elmira, N.Y. 








OBITUARIES NEW GIANT ALLOY 


fg adjustable 


wrenches 


REPLACE 29 SIZES 





THINNER « LIGHTER 


Charles J. Heale 


Charles J. Heale, 
Hardware Age Publisher 


Charles J. Heale, 49, president, gen- 
eral manager and publisher of Hard- 
ware Age, died on Thursday morning, 
Dec. 1. Mr. Heale also was vice-presi- 
dent of the Chilton Co., Inc., Phila- 
delphia, Pa. publishers of Hardware 
Age. 

Born May 20, 1900 in Brooklyn, 
N. Y., Mr. Heale joined the magazine 
as an office boy in 1916. He advanced 
through that publication’s advertising 
department to a position on its edi- 
torial staff. In 1919 he became asso- 
ciate editor and in 1923, Cleveland 
editor. In 1932 he was appointed 
editor-in-chief and then, two years 
later, a vice-president. Since 1946 he 
has been the magazine’s president and 
general manager. 

Mr. Heale was a director of the 
Chilton Co, and of the Unexcelled 
Chemical Co., New York City; a mem- 
ber of The Hardware Boosters; the 
Nutmeggers of Connecticut; the Key- 
stoners of Pennsylvania; and the Engi- 
neers Club, N. Y. C. 

Surviving are his widow, his parents, 
and a brother. 


Harry J. Merrick, 
Cutting Tool Makers Group 


Harry J. Merrick, executive secre- 
tary of the Cutting Tool Manufac- 
turers’ Association, Detroit, died sud- 
denly on December 12. 

Mr. Merrick was born in Scranton, 
Pa., April 5th, 1903, received his B. 
A. from the University of Michigan 
in 1926 and Bachelor of Law from 
Fordham University in 1930. 


Now for the first time quality, light-weight, alloy 
steel adjustable wrenches drop-forged to stand 
up under heavy duty jobs. The OTC Slim Twins 
make tough jobs easy —~ save tool and time 
costs -- result in faster, more productive work in 


your shop or on emergency calls. The OTC Slim 


Twin Wrenches replace 29 standard size wrenches. 


OA-24 is 24” long, 7/8" thick and weighs only 
10 Ibs. Adjusts to 13 standard sizes from 1-3/8" 
to 2-7/8". OA-36 is 35” long, 1-1/8" thick and 
weighs only 22 Ibs. Adjusts to 16 standard sizes 
from 2-15/16" te 4-3/4". 


























EXCLUSIVE DESIGN 
GIVES ADDED 
STRENGTH IN PROPERLY 
LOCATED LEVERAGE POINTS 
FOR LONG SERVICE 


PATENT 
APPLIED 
FOR 


| OWATONNA 
| TOOL COMPANY 


373 CEDAR STREET 


OWATONNA, MINN. 
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VIKING Aczazy PUMPS 





Range 


FROM: 2 GPM 





TO: 1050 GPM 


= 





liver a clean liquid in any 
capacity from '% to 1050 
gpm, check the complete 
line of Viking rotary pumps. 
“ay A 

All are self-priming, non- ae = 
pulsating and capable of delivering against pressures to 100 psi (200 psi in heavy- 
duty styles—500 psi on hydraulic oils). 

The complete capacity range is available in either 

standard or special construction to meet your 

requirements. 








If your problem is to de- : rs f 


Pumps are built to handle any liquid ranging in 
viscosity from L-P gas to grease. Check your 
requirements in bulletin 50S MM. Send for your 
free copy today. 


Pump Company 


Cedar Falls, lowa 











EVEN WITH PIPE 


WITHsT. NOT IN 
AN 
HiGuep — PERFECT 


T 
PRESSUpE< ALIGNMEN 


L | T y PERFECT SEAL 


AND SELL 


CATAWISSA ends 
guesswork in union require- 
ments—at a price to compete 
with better grade malleable iron 
unions! SELL CATAWISSA HOT FORGED 
STEEL UNIONS and you sell cost-cutting satis- 
faction—sure-fire dependability that means 
profitable repeat business for you! 
WRITE FOR BULLETIN & COMPLETE ENGINEERING DATA 
. standord and double extra heavy, male and female, orifice and spe- 
cials—screwed or socket weld, there's a CATAWISSA type for every usel 


ATAWISSA 
“300 MILL ST. 


ITTINGS CO. 
CATAWISSA, PENNSYLVANIA 
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Cast iron pulleys — by 
Sprout-Waldron have long 
been an assurance of com- 
plete customer satisfac- 
tion. This is why Indus- 
trial Distributors every- 
where look to S-W today 
as their Pulley Head- 
quarters. 


Whether it’s a rough 
materials handling job 
which demands the ulti- 
mate in belt-saving fea- 
tures ... or a simple task 
of power transmission — 
there is a wide selection of 
“Blue Face” Pulley types 
and sizes to meet the 
application. 


Write for Bulletin P- 
848 today! Sprout, Wal- 
dron & Co., 3 Waldron St., 
Muncy, Pa. 


prout-Wauoron 


Mamugacturing Engineers 


MUNCY + PENNSYLVANIA 





From 1930 to 1943 he operated a 
general legal practice in Detroit, also 
serving as public administrator for 
Wayne County from 1935 to 1937. 
He was appointed to the National 
War Labor Board in 1943, serving as 
public pane] member and arbitrator. 
He also was assistant director of dis- 
putes and regional attorney for the 
W. L. B. 

He left the War Labor Board in 
1944 to become executive secretary 
of the CTMA, when that association 
was formed. 

Mr. Merrick is survived by his wife, 
two daughters, and a sister. 


Fred D. Green, 
Thor Service Engineer 


Fred D. Green, 41, Thor service en- 
gineer in the San Francisco branch of 
the company, died suddenly on 
Nov. 3. 

A native of Arkansas, Mr. Green 
formerly was with the Pacific Gas & 
Electric Co., Pacific Bridge Co., Coca- 
Cola, and the Alameda branch of 
Commercial bank before joining Thor 
in April, 1945. 

He was the San Francisco branch’s 
leading electric tool service engineer, 
and was widely popular among both 
industrial and automotive jobbers 
throughout the area. 

Surviving are his widow, a daughter, 
his father and a brother. 


Mark Weidman, 
Victor Balata & Textile 


Mark Weidman, vice-president and 
sales manager of Victor Balata & Tex- 
tile Belting Co., New York City, died 
on Dec. 11, 1949, in Brooklyn. Mr. 
Weidman was 55. 

He was born and reared in Portland, 
Pa., and after graduating from Normal 
School he taught for a short while. 
His only position in the commercial 
world, however, was with the Victor 
Balata & Textile Belting Co. and at 
the time of his death he had been 


Mark Weidman 


BETTER MEASURE 


NEVER BEFORE A TAPE LIKE THE “LEADER”... 
EXCLUSIVE LUFKIN CHROME-CLAD FINISH 
ENABLES CUSTOMERS TO 

SEE RIGHT—BE RIGHT! 


It’s a big, fast-selling 
Lufkin feature ... the 
Chrome-Clad satin fin- 
ish that banishes dis 
turbing glare — assures 
accurate measuring 
under all light condi- 
tions. Black markings 
stand out razor-sharp 
against chrome - white 
background . . . it’s 
always easy to See Right 
Be Right! 


EASY TO READ MARKINGS 
THAT ARE DURABLE 


LUFKIN “LEADER” FEATURES... 

e Special Lufkin Chrome-Clad non-glare finish. 

e Rust and corrosion resistant . . . will not crack, chip, or peel. 

e Prominent black markings—‘‘instantaneous” readings 

e Markings bonded to steel, sunk below tape surface for protection, 

e Extra-strong steel tape line is kink and wear resistant. 

e Improved sturdy steel case liner. 

e Covered in handsome, hard-wearing imitation leather. 

e Conveniently marked in feet, inches and eighths. 

e Sturdy winding handle folds compactly into case. 

e In 25, 50, 75, and 100 ft. lengths, standard or hook ring. 

IMPORTANT NOTE: Tiec-in and profit with the big, new, nationwide Lufkin 
advertising campaign. More than 14,000,000 newspaper and publication ads 
every month help sell the Lufkin line to your customers. Add to this the 


complete Lufkin trade paper advertising campaign that pre-sells the Lufkin 
line for you to the industrial, engineering and school fields 


if you stock it... you'll sell it . . . the Lufkin Chrome-Clad “Leader”. 
Your customers know they'll get ‘Better Measure With Lufkin”. 
TAPES + RULES 


Sell GFK. PRECISION TOOLS 


THE LUFKIN RULE CO. 
SAGINAW, MICHIGAN + NEW YORK CITY « BARRIE, ONTARIO 
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PUT A MERCURY CLUTCH ON THE JOB 


Wherever you find 
an electric motor at work 


Fo Fe TE AO" 
a OE Ge ous & 


Installed on an electric motor, a 


oS ox Om om 
* 2 _e Y wad 


Mercury Automatic Clutch cuts start- 
ing current demand one-half to 
two-thirds, provides full protection 
against burned-out windings, blown 
J fuses, and fire hazards. Available 
Find the mon who nq ck-breaking , for % HP to 15 HP motors plus a 

bs choice of demountable pulleys. 
Wherever you find an electric motor 
at work in the Replacement, Main- 


manual lifting to de. o spot lifting 
jobs with pid -fashiofed Jchain blocks 
and you aye well of) [Fane way toa 
sale. ih a 


tenance, or Service markets there 
is an opportunity to sell a Mercury 

Automatic Clutch. 
The job rT” be in * mi » factory. 


na goraper pair shop; — a The Mercury line is a profitable one for distributors . . . rea- 
1 — | sonably priced...easy fo install... generous discounts. 
boat, lumber or metal yard; loading Write for Catalog 269-J ond Distributor Discount Schedule. 


plaiform of dock; schools; hospitals; 


stores; w beusse pipers and monvu- | Cie Vinay 'QEEA PD resin 


ment wo —there are literally 
Py] AUTOMATIC STEEL PRODUCTS INC. * CANTON 6:OHIO 


it may be 


thousands ‘pf plages where hand- 
operated hn Chain Blocks can be 
bly by! the owners and 





used pro 


safely ond satisfactorily by the 


workers. ‘¥ 
8 


So the siege salesmanship is 


discovering ‘the 
follow. " 4 

Remember “ihe man carries the 
‘Budgit’ Chain Block. One man lifts 


up to two tons. And there is no other 


d. Sales will surely 
5 





manual lifting device that lifts so 


easy and so fast. 


Keep your eyes and minds open 
for places where a ‘Budgit’ Chain 
Block is a natural sale for you. For years, machinists and mechanics 
have specified De-Sta-Co Shim Stock, 
by name. You can profit from this 
Pre ee ‘ ‘ ready acceptance of a fine product 
aan i ae Oe ons ae by carrying a good stock of these 
running short, write for mere. convenient packages. Twelve sheets, 
assorted thicknesses from .001 to .015, 
each identified, or the handy 10 foot 
roll with thickness indicated every ac <= 
—< ) ‘BUDGIT’ 6”. Rolled to precision limits in steel ‘ 
or brass. Write for price sheet and _ Sturdy packages are popular in shop and 


supply house. Prevent waste and damage 


i 
Ml | stocking distri ‘s di ily mai 
g distributor's discount plan. to stock, easily mailed. 
' Chain Blocks 
MANNING, MAXWELL& MOORE,INC. | 
MUSKEGON, MICHIGAN | DETROIT STAMPING COMPANY 


Builders of ‘Shaw-Box’ Cranes, "Budgit’ and ‘Load i o -. 
Lifter’ Hoists and other lifting specialties. Makers 332 Midland Avenue Detroit a Mich. 
of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 

idated’ Safety and Relief Valves. ‘American’ 

Industrial and ‘Microsen’ Electrical Instruments. 
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associated with the firm for 35 years. 
He began as a shipping clerk at the 
company factory at Easton, Pa. Upon 
his return from service in the first 
World War he made his headquarters 
at the New York office, rising rapidly 
to become sales manager and later vice- 
president in charge of sales. 

Mr. Weidman was active for many 
years in the Power ‘Transmission 
Council and the Sales Executives 
Club, and also was prominent in fra- 
ternal and church circles. 

Surviving are his widow, three 
daughters, two sons, five brothers and 
one sister. 


Cc. O. Drayton, 
American Screw Executive 


Charles Osgood Drayton, 58, vice 
president in charge of sales for the 
American Screw Co., died on Dec. 19. 

Formerly he was associated with the 
Graton & Knight Co. of Worcester 
for 23 years. He joined the American 
Screw Co. twelve years ago as sales 
manager. He was named vice-presi 
dent in charge of sales in 1944. 

Mr. Drayton was a member of the 
Marketing Executive Society and a 
past president of the U. S$. Wood 
Screw Bureau. He had also served as 
secretary-treasurer of the Export Screw 
Association and as chairman of the Re 
search and Cost Survey Committee 
of the American Supply & Machinery 
Manufacturers’ Association, Inc. 

He was born in Westboro, Mass., a 
son of Walter G. Drayton and the 
late Marion Grieves Drayton. He at- 
tended the Massachusetts Institute 
of Technology and Worcester Poly- 
technic Institute. 


SALES HELPS 
from 


MANUFACTURERS 


THERMOMETERS—Complete data 
on liquid in glass industrial thermom- 
eters is presented in an easy to use 
tabular and sectionalized form in the 
new Bulletin “E” published by the 
manufacturer. Graphic pages  illus- 
trate all basic models, sizes, forms and 
attachments with simplified applica- 
tion data to enable the user to select 
the proper thermometer for any in- 
dustrial installation. Bulletin “E” 
has been designed as an all in one 
complete reference guide incorporating 
ill necessary information for both 


The COMPLETE line... 


Blue Devil Socket Screw Products 


Socket Cap Screws Flat Head Socket Cap Screws 
Socket Set Screws Socket Stripper Bolts 
Socket Pipe Plugs Socket Screw Keys 


Precision made by specialists in socket screw manufacture 
in a plant devoted exclusively to the manufacture of 
Blue Devil Socket Screw Products. 


Sold through authorized 
Industrial Supply Distributors 


SAFETY SOCKET SCREW COMPANY 


4448 N. KNOX AVENUE «+ CHICAGO 30, ILLINOIS 
New York Office —11 Park Place West Coast Warehouse—2022 E. 7th St., Los Angeles 
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ty 
Zl FAULTLESS IN ANY WEATHER 


The bright clear light of a DIETZ HIGH- 
WAY TORCH actually waves the warning: 
“DANGER-BEWARE.” 

DIETZ HIGHWAY TORCHES are nation- 
ally accepted as the standard, due to their abil- 


ANY 


ity to stand up. They are leak proof, rain proof, 
and wind proof. No. 87 with weighted bottom 
(illustrated) will burn about 30 hours without 
refilling and is popularly priced. 


BY THE MAKERS OF 


Hs ESTABLISHED (840 


OUTPUT SOLD EXCLUSIVELY THROUGH THE REGULAR JOBBING TRADE ONLY 





R. E. DIETZ COMPANY, NEW YORK 





When Purchasing Rope— 


LET THE 
BLUE 

f < & 

| Meee YELLOW 
| Sam MARKER 

BE YOUR 
GUIDE 


REG. TRADEMARK 
NO. 245091 


‘ MaRS A 
RU Qg RNRAARAAS ; 
UA a 

tty WAS < 


Established 1804 
PHILADELPHIA, PA. 
Manufacturers Of Quality Rope Since 1804 
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A gauge for every © 


ach he He 


Youre always a 
jump ahead with 
the MARSH line 


When you sell the Marsh line, you sell 
the most acceptable line. Marsh 
gauges, dial thermometers, traps, heat- 
ing and refrigeration control special- 
ties have behind them more than three- 
quarters of a century of leadership. 
They are produced in the world’s finest 
instrument plant containing every 
available facility to give your cus- 
tomers more for their dollars. They 
have proven first choice of the most 
discriminative users in every phase 
of industry. 

The story of Marsh leadership is 
being told to your customers each 
month in a larger list of publications 
reaching every field where Marsh 
equipment is used. Push the Marsh 
line . . . it pays! 


MARSH INSTRUMENT CO. 
Sales Affiliate of Jas. P. Marsh Corporation 
Dept. C Skokie, Ill. 


the gauge 
with the m 


quickest <. 
+ has 
The Marsh finishing 
best — * 
nocked © 
owes mem 


GAUGES * VALVES © TRAPS 
DIAL THERMOMETERS 
HEATING SPECIALTIES 





engineering and purchasing depart- 
ments.—Precision Thermometer and 
Instrument Co., Philadelphia. 


PUMPS-—A new bulletin describes in 
detail the manufacturer’s line of stain- 
less steel centrifugal pumps, which 
have been designed to handle corro- 
sive liquids. The bulletin lists all re- 
placement parts for the pumps, out- 
standing features of design, and in 
graphic form demonstrates the per- 
formance curves of the various pumps. 

Goulds Pumps, Inc., Seneca Falls, 
N. Y. 


‘American Brand” Twines 
oe | | meaar ® 
—— | ma 

Ra = WRAL 
Meise & BEES & 
a Sides > 
a SS Be 


SAMPLE CONTAINER—New sam- 
ple containers designed expressly for 
the twine salesman are being supplied 
by the manufacturer. The kits are 
standard file size folders of durable 
stock, finished with a plastic coating 
which resists soiling. Each kit con- 
tains 12 samples of either jute or sisal 
twine. The samples consist of sev- 
eral strengths of twine plainly identi- 
fied with individual labels —American 
Manufacturing Co., Brooklyn, N. Y. 


MOVIE-—-The engineer’s contribution 
toward the creation of better living 
conditions and a more enjoyable life 
is shown in a new 16-mm sound film 
in color, ““The Hidden World.” The 
movie is the story of an engineering 
student who becomes di:,couraged with 
his choice of profession because he 
feels it is too theoretic. <A _ visit 
through a plant engaged in producing 
hundreds of varieties of capital goods 
awakens the individual to the realiza- 
tion that engineering is basic. 
Running time of “The Hidden 
World is 26 minutes. Prints are avail- 
able for engineering groups upon re- 
quest from the manufacturer.—Allis- 
Chalmers Mfg. Co., Milwaukee, Wis- 


consin. 


DISCS—A folder describes the cutting 
properties of a fibre backed disc. In 
the folder are listed the abrasive used 
in the production of the disc, the 
quality of the heat resistant bond, and 





Taytor Mape— 


Taylor Chain manufactures many grades and sizes 
of chain and chain attachments—each for a defi- 
nite pulling, binding or lifting job. Only false 
economy — needless chain wear and costly acci- 
dents—can result when incorrect chain is used for 
a variety of jobs. A few of the popular grades of 
chain are described below. For specifications on 
the complete line see the Taylor Chain Catalog! 


PROOF COIL 


Manufactured from C-1008 steel having an approximate 
tensile strength of 5,000 P.S.1. Formed and butt welded 
into short links. . 


BBB COIL 


Manufactured from the same analysis steel as Proof Coil 
Chain. Formed and butt welded into shorter links for flex- 
ibility and greater distribution of load among more links. 


HI-TEST 


Manufactured from C-1017 steel heving an approximate 
tensile strength of 85,000 P. S. |. Formed, butt welded and 
heat-treated. It is tougher and has greater resistance to 
wear than BBB or Proof Coil Chain. 


STEEL LOADING 


Manufactured from the same analysis steel as Hi-Test Chain. 
After welding it is heat-treated to produce a chain which 
will stretch at lower loads than Hi-Test Chain. High qual- 
ity chain with a visible factor of safety. 


S. G. TAYLOR CHAIN CO. 


76 141st Street, Hammond, Indiana 


Send for free copy of new catalog! Con- 
tains data on all types of Chain. 


A GREAT NAME 


@e 
SINCE 1873 
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PLATEGRIP 


PLATE FASTENERS FOR CONVEYOR BELTS 








Also 
Repair Plates 
For Mending Belts 


Make strong dust-tight 

joints in belts of any width. 
Special design spreads tension 
across belt, allow natural 
smooth 


ake-up 


ARMSTRONG BRAY &@ CO. 
5356 Northwest Highway, CHICAGO 30.U.S.A 





Your Customers Know 
and Want KEY-TITE 


Your Customers Year ‘round 
Makes Sales for You 


Distributors: Write for evailable 


territories and liberal free sample. 


ee 


Ei 


v, 
wan 


You don’t have to explain Key-Tite to your 
customers. Continuous Key-Tite advertise- 
ments tell them about this fine leak-proof 
sealing compound. Lack of time probably 
keeps you from frequent calls on each cus- 
tomer, but Key-Tite advertising does the 
job in your absence. Stock sufficient sup- 
plies of this excellent sealer. Key-Tite’s 


pre-selling makes sales and profits for you. 


KEY COMPANY 


2621 McCasland Ave., East St. Louis, Ill. 








a 


IMMEDIATE 
DELIVERY! 





NOW... 


At New Low Price! 
WIRE ROPE CUTTER 


Advertised Extensively in Trade Magazines 


Write for information on our 
Profitable Distributor Proposition 


MONTGOMERY & C0, Ine. 


by Park Place 


New York 7, N. Y. 


| 








No More Rummaging 
Through Stacks of Drills 
Sell it to industrial plants, hard- 
ware stores, stock rooms. The en- 
tire stock of drills can be seen ata 
glance. Compartments with rounded 
bottoms hold dozens of drills 
Huot’s built-in inventory system 
does away with cost sheets—speeds 
up sales. 1414” long, 7144" high, 
7%" deep. Hammerlin baked 
enamel finish over rugged steel 
Dispenser for fractional drills 
(1/16 to 44") $15 list Num- 
ber drills (1 to 60) $18 letter 

drills (A to Z) $15. 
Write for catalogue pages 


By the 
makers of 
HUOT 
DRILL 


HUOT MANUFACTURING CO. ET*fsT3" 


551 No. Wheeler St 
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the flexible fibre backing. Outstand- 
ing features described are faster cutting 
qualities, loading resistance, safety, 
cooler cutting, flexible strength, mois- 
ture resistance, and economy.—Behr- 
Manning, Troy, N. Y. j 


DISPLAY—A display made of tough 
thermo-plastic, deeply embossed, and 
finished in white and red for attention 
value exhibits the manufacturer’s line 
of padlocks. Measuring 134” wide 
and 104” high, it provides a maximum 
of display value in a minimum of 
space. It is equipped with a combina- 
tion easel, making it suitable for coun- 
ter use or wall hanging.—Chicago 
Lock Co., Chicago. 


PLUMBING TOOLS—A complete 
new line of colorful counter displays, 
wall charts, catalogue pages, envelope 
stuffers and instruction booklets is 
now available to those who handle 
the manufacturer’s line of blow 
torches, firepots and plumbing tools. 
Ihe display material includes a two 
color counter display built to hold the 
blow torch; a two color lithographed 
wall chart of plumbing tools, blow 
torches and firepots; two color catalog 
pages; and two color envelope stuffers. 
\ mailing piece has been prepared to 
inform the consumer public how to 
safely operate a blow torch.—Otto 
Bernz Company, Rochester, N. Y. 


PACKAGING — The manufacturer’s 
set of bit stock drills is now being 
placed on the market in new type 
plastic cases. The bottom part of the 
case is bright red, and the hinged top 

transparent. The name of the manu- 
facturer, size of the drill set, and the 
individual sizes of the bits are clearly 
marked on the top of the case, which 
is constructed for easy display.—W hit 
man ¢¥ Barnes, Plymouth, Michigan. 


GATE VALVES—A full and inform 
ative description of the Figure 27 and 
Figure 30 line of standard bronze gate 
valves is available in the new Circular 
102 Design features of the two 


YRAMID » SALE 


wih Fairbanks’ 3 lines! 


Capitalize on the profitable combination of Fairbanks’ three 
lines—Trucks, Casters and Valves. Many of your customers may 
be unaware of the fact that all three lines are made by the same 
Fairbanks Company. Yet a number of users of hand and plat- 
form trucks, for instance, also buy casters and wheels —and 
bronze and iron bodied valves —turning elsewhere for sales that 


should be yours. 


So make three calls in one — pyramid your profits by selling 
all of these famous Fairbanks products to every customer. 


393 LAFAYET 


YORK 3° 


Branches NEW 


PITTSBURGH 22 ° © 


TD | 


VALVES 


Full Line of Bronze and Iron 
Body Valves in all types — 
Gate — Globe — Angle — Check 
—"Sphero” Ball Valves —Sol- 
der Joint—Brazed Joint. Sizes 
Ve" to 24”. 


TRUCKS 


Hand and Platform Trucks in 
over 200 standard styles and 
sizes. Dollies, Carts, Skids,also 
specially designed equipment. 


CASTERS and WHEELS 


Swivel and Rigid Casters in 
both Pressed Steel and Semi- 
Steel in sizes 2” to 8”. Wheels 
for casters and trucks in 2” to 
18” diameters. Rubber Tired, 
Semi-Steel, Solid Rubber and 
Pneumatic types with Plain or 
Anti-Friction Bearings. 


OVER 21/, MILLION ADVER- 
TISEMENTS IN 1950 ARE 
HELPING YOU SEL! FAIR- 
BANKS PRODUCTS. 


| DART & PIC UNIONS - VALVES - TRUCKS - CASTERS 
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| .. for NEW PROFITS 
GARDINER ag » STOCK 

ete NU-PROCESS 

B-RIGHT-ON 

SOCKET SCREWS 


so.okR I 


AcID-CORE 


Customers demand the solder that pcg et 
iner brand solder. 
TIGHTER. ..Federated Gard —— 
ively colored packages, 
"I sell it. Comes in attract ; 
am compositions. Acid Core, Solid Wire, Rosin Core 


Step up your profiis on a profitable item 
—Brighton Socket Screw Products. 
Brighton Screws are now NuProcess 
formed . . . they're even better than 


before. They're solid sales builders 
| L$ 4 0 LY F l l Ue ied BRAY | that help you keep satisfied customers. 





We give you full cooperation, all the 


3 . A 8) SE \ S 3 sales aids you can use, and an excel- 


lent profit margin. 


R: ME 
: | Our line is complete, including socket 
E y LY T 0 Sey | head cap screws, set screws, stripper 


bolts and pipe plugs. 


Here's the easiest to use, highest quality shim stock line 

on the market. The kind of product that brings in those 

automatic repeat orders. And we're doing everything 
we can to make our line just as perfect as possible from ia t ] 

the distributor's viewpoint as well as the customer's. + 

FREE ADVERTISING FOR YOU Your firm 

name is imprinted on each rack when they're ordered , : 

in quantities of 25 or more. It gets your name into the Ppt el 
shop on an every-day basis—helps your other lines, too. 
FLEXIBILITY OF ASSORTMENTS — You fill 3 

the rack with any four gauges of brass or steel—the 





customer gets exactly what he wants. Eleven gauges, 
from .001" to .010", are available, each packed in ¥ : Write on your letterhead for 
sturdy, metal-edged carton. V4 


copy of our new catalog, just 
off the press. 

LARGER PROFITS—torger units of sale for you. . CP sj oo 

You sell the rack and four cartons of shim stock at one time. fr © esi ed /, 4 


Bo aaa BRIGHTON 
LAMINATED SHIM COMPANY Screw & Mfg. Co. 


1827 Reading Rd. 
GLENBR see Lia . a eth a, vx Cincinnati 2, Ohio 
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valves are explained in detail, with a 


! 
large sectional drawing of a valve pro- | 
viding easy visual reference. Service | red we 00}: 
ratings and a comprehensive table of 


sizes and dimensions are included.— 
Kennedy Valve Mfg. Co., Elmira, d 
New York. 0 many j 
PACKAGING-—A new pull-out type 
of box of heavy weight cardboard, de- | 
signed for improved ruggedness and 
easy identification has been announced 
by the manufacturer of grinding wheel 
dressers. This pé ickaging program is 
in accord with recommendations made 
by the National Distributor Associ- 
ations Three sizes of boxes will 
be used to accommodate the various 
sizes of dressers. Large type printed 
on yellow boxes with half circle in 
which the size number of the dresser 
appears will provide for quicker prod- 
uct identification on distributors’ or 
users’ stock shelves. Labels of different 
colors will be used to distinguish dif- 
ferent types of dressers. Desmond- 


Stephan Mfg. Co., Urbana, Ohio. 


COLLET CHUCKS—A two color 
booklet illustrates and describes the 
manufacturer’s line of collet chucks. 
All material presented is designed to 
show how the features of the chuck 
can furnish operators with important 
cost savings. Besides attachments and | 
accessories for different machines, the | 
new catalogue portrays a number of 
operating ideas and hints.—Sutton 
Tool Company, Sturgis, Michigan. 





try them on your tough ones 


The phone rang the other day, and who was it but old Cheerful Charlie 
who always starts off by saying, “The trouble is .. . 


We listened to his imagined troubles for a while, and then because 
it was almost noon and we were getting hungry, we barked back at 
him. Was there anything wrong with the quality of Threadwell Tools, 
we asked. 


“Certainly noi,” Charlie shot back, “but the trouble is. . .” 


How about our advertising, merchandising, and general backing up 
of our dealers, we said. 


“First rate," Charlie admitted. ‘I like that 100% Distributor Sales 
Policy, but the trouble is .. .” 
Was Charlie meeting any resistance selling Threadwell? 
PACKAGING—A combination fold- * ; S : 
; No, no, don't get me wrong,” Charlie said, 
ing carton corrugated box for heavy “but P 
parts is used by the manufacturer to aah : 
gain the maximum exterior beauty and We finished for him . . . but the trouble is 
5 : that Charlie is too busy complaining to util- 
ize the selling weapons at his disposal. But 
even at that Charlie’s doing all right. 


display value of a folding carton and 
still secure the strong, protective qual- 
ities of a corrugated box. Bearings 
weighing in excess of forty pounds are How ahout you? Have you seen the Thread- 
packaged in the new box. The carton well story? 

is made of natural color Kraft, being 

printed with an over-all background of 

brown with red lettering. ‘Link-Belt mC RREADWELL 

Company, Indianapolis, Ind. eer 
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Here at York, we do not think of chain-making 


f 
i 
r 
’ 
4 
’ 
i] 
; 
' 

’ 
' 
; 


as merely a matter of producing tonnage. 


To offer a line of products as complete as 


~ 


the AMERICAN CuHalIn line requires an intimate 


knowledge of chain design, the best use of 
alloys, proper heat-treating, galvanizing— 
plus the necessary machinery and equipment to 


take full advantage of that knowledge. 


AMERICAN makes chain in sizes from that of a 
ship's anchor chain to that of a fish stringer. 
But size is only part of the story. A wide 


selection of patterns, material analyses and 





finishes —as well as a complete range of fittings 





and attachments—makes AMERICAN truly the 


“COMPLETE CHAIN LINE” 


York, Pa., Chicago, Denver, Detroit, Los Angeles, 
New York, Philadelphia, Pittsburgh, 
co Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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NEWS 


North Jersey Association 
Elects Auerbacher President 





Paul C. Auerbacher was elected presi- 
dent of the North Jersey Industrial 
Supply Association at its final meeting 
of the season held recently in Newark. 

Ray Blanck, of Hand Hardware 
Co., was named vice-president of the 
association, and Fred Seither of 
Seither & Willis, Inc., was elected 
secretary treasurer. 


Cutting Tool Makers 
Re-elect Gairing President 


Emil Gairing, president, Gairing 
Tool Co., Detroit, was re-elected presi- 
dent of the Cutting Tool Manufac- 
turers Association at the recently held 
sixth annual membership meeting of 
the association. 

Also re-elected as vice-president was 
Norman Lawton, works manager, Star 
Cutter Co., Detroit, while R. S. 
Spencer, president, Detroit Boring Bar 
Co. was re-elected as treasurer. Harry 
J. Merrick continues as executive sec- 
retary of the association, with offices 
in the Penobscot Building, Detroit. 

Re-elected directors for a three year 
term were Emil Gairing; E. A. 
Goddard, president, Goddard & 
Goddard Co., Detroit; D. E. Van 
Deusen, president and general man- 
ager, Kelly Reamer Co., Cleveland. 
Melvin L. Weinberg, sales manager, 
Putnam Tool Co., Detroit, also was 
elected to the board for a three-year 
term. 


W. D. STARR, purchasing agent for 
the H. N. Crowder, Jr., Co., Allen- 
town, Pa., makes a periodical spot 
check of inventory. 





CHOW LINE participant, Andy Ab- 
bott, (Cleveland Twist Drill) managed 
to make it across Chicago Precision’s 
crowded dance floor without losing a 
morsel of food 


BARTENDERS-—Larrv Sundin, Frank 
Derman and Phil Dellman, shipping 
department donned _ bar 
tender’s aprons for the Chicago Preci 
sion holiday party 


personnel, 


Chicago Precision 
Holds A Party 


Employers of Chicago Precision 
Supply Corp., Chicago all pitched in 
recently to decorate the firm’s office 
and warchouse on the occasion of its 
annual party staged for its customers 
and friends. The party ran two con 
secutive evenings with guest attend 
ance numbering about 1,000 


BARBER-SHOPPERS-—A. C. Herman- 
son, C. J. Stermer and C. W. Con- 
stanzer, (Crane Co.) get support from 
Chicago Precision hosts Chuck Spark 
and Art Thiele, (standing 2nd and 4th 
from left). Leading the songsters is 
organist Eddie Osborn 





Do You Sell 
Conveyor 


BELTING? 


This Free Folder 
will help 
Increase Sales 


It answers your customers’ most frequently 
asked questions: 


7 . 
“ad What belts are available? 


oF 


What is the best type for 
this job? 


Write for your copy, or 
copies, today! 


Buffalo Weaving & Belting Co. 
209 Chandler St., Buffalo, N. Y. 


Send me a copy of your new folder “What Conveyor 
Belts Are Available.” 


Name 





Company 


Address 











a 
ea Sah en ates ‘nk ao 


f.2<--48 BUFFALO WEAVING & BELTING CO. 


209 Chandler St. Buffalo 7, N. Y. 


Water titans 


the position of the distributor | 


by remaining a belt source 
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LPHYR 
lhe 
PORTABLE 
ELECTRIC DRILLS 


ZEPHYR 500 SERIES 
Ya-inch Electric Drills 
No. 500.........$29.65 
(With Jacobs Hex Chuck) 


(With Jacobs Gear Chuck) | 


ZEPHYR 1950 SERIES 
Va-Inch Electric Drills 
No. 1950-G. TT 
(With Jacobs Gear Chuck) 
.. $17.95 
(With Jacobs Hand-Tite Chuck) 


EVERY WAY... 
IN A CLASS BY THEMSELVES 


These drills are the latest in proved, stream- 
line design. In its capacity range, each 
represents a big advancement in the com- 
bination of high power, quality and refine- 
ment in construction, and long-life perform- 
ance. Due to the shape, size, and light 
weight, each offers a new handling ease 
and convenience that readily appeal to 
the user. They are your best bet for main- 
tenance, production, and utility drilling 
operations. 

Backed by a consistent adver- 


tising program in leading indus- 
trial and publicati 





Write for new Booklet on Port- 
able Power Tools and ask for 
Portable’s Complete Sales Plan 
and Discounts. 


Fractional HP Motors « Electric Drills « Polishers 


Saws + Sanders + Spin-A-Brush * Spraymaster 


325 West 83rd Street, Chicege 20, Iilineis 


198 





2. Rotary double shaft seals. 
3. Double jet method of priming. 


These improvements combined with ad- 
vanced centrifugal design guarantee fas- 
ter self-priming and greater capacities. 


The extra air handling ability of CMC 
DUAL we ~ 3 Centrifugal Pumps permits 
en a dab] = 
when the ordinary centrifugal pump 

loses prime and becomes air bound. 





Available in 3 basic assemblies, close 
coupled, flexible coupled and_é skid 
mounted pump only, CMC DUAL PRIME 
PUMPS range in sizes from 1/2" to 10°— 
up to 240,009 G.P.H. 





GIVE RECORD BREAKING 
PERFORMANCE 


Three basic CMC innovations are responsible for the 
inherent superiority of CMC DUAL PRIME PUMPS. 


1. Improved open thrash type impeller. 


Write today for latest Bulletin No. E1P1248. 


f  ONSTRUCTION Meee 
WATERLOO, 1OWA, U.S.A. 





FEATURE and SELL 


Rubyfluid 


Liquid and Paste 
Soldering Flux 


prefer Rubyfluid 
because it’s fast acting, eco- 
nomical and so easy to use. 
Rubyfluid thoroughly conditions 
metal for a smooth, strong 
union—produces no harmful or 
objectionable odors. 

Sell this “tested by use” 
soldering flux for customer sat- 
isfaction and more profits to 
you. 

For stainless steel — Sell 
Ruby’s Stainless Steel Flux — 
perfected for that metal. 

FOR INFORMATION 
WRITE 

RUBY CHEMICAL CO. 

76 McDowell St., Columbus, Ohio 


Customers 














\ Rubyfluid/ 
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Stainless Steel 
BOLTS 

SCREWS 
NUTS 

WASHERS 4q 


A Complete Line , 
Available from Stock | ee 9 
STAINLESS STEEL 
BOLTS SCREWS NUTS 


Machine ine { x 
Carriage i > r 
Lag 
WASHERS 
All Types 


1 


RIVETS 
All Types FITTINGS © 
All Types 


=) 


Stainless 


SCREW & BOLT CORP. 


135 Church S?#., New York 7, N.Y 
CO 7-0675 











Eugene C. O’Connell 


Independent Pneumatic Tool 
Appoints Western Managers 


Independent Pneumatic Tool Com- 
pany, Aurora, Illinois, manufacturer of 
[hor portable power tools, recently 
innounced the appointment of new 
managers at its and service 
branches in Denver and San Francisco. 

E. C. O'Connell, formerly service 
engineer in the Los Angeles branch, 
is the new manager at San Francisco. 
C. H. Gabriel, formerly service engi- 
neer in the company’s Salt Lake City 
branch, is the new manager at Denver. 

Mr. O'Connell, who begin his serv 
ice record with Thor as a tool repair 
man in Los Angeles, has seven years of 
sales experience with the company. 
He serviced both pneumatic and elec- 
tric tool accounts throughout the 
southern California area. 

Mr. Gabriel, former chief metal- 
lurgist for the American Foundry and 
Machine Co. at Salt Lake, was in two 
divisions of the company’s sales depart 
ment before being transferred to Den- 
ver. He serviced both pneumatic tool 
and electrical tool accounts in the 
Boise, Idaho, area, and during the past 
two years has specialized in electric 
tools in the entire Salt Lake area. 


sales 


Clarence H. Gabriel 


...10 Be Sure ZLde 





Casters E- Wheels 


SAVE EQUIPMENT 
SAVE FLOORS 
SAVE MONEY 
and TIME 





These durable, precision-built Casters 

assure the easy handling of heavy 

loads. Savings in floor and equipment 
wear soon pay for their cost. 


DARNELL CORP. LTD 


LONG BEACH 4. CALIFORNIA 


60 WALKER ST NEW YORK 13 NY 


36 N CLINTON CHICAGO 6 ILL 
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Profitable for Industrial 
Distributors 


because: 
1. They are widely and continuously advertised. 


2. Your local SHELDON sales engineer is 
always available to help you close sales. 





Prospects’ inquiries from advertising are sent 
to the local Distributor. PRODUCT LITERATURE is _ the 
topic of conversation between J. R 
Siegel and S. E. Shaw, president and 
sales manager respectively of Standard 
Industrial Supply Co., Inc. of Spring- 
field, Mass., to the greater benefit of 
the customer in the middle 


Catalog is easy to read— illustrations, descrip- 
tions and specifications with available vari- 
ations are all on facing pages. 


Price lists illustrate and give “professional 
quotations” as well as prices for each model. 





Textile Mill Supply Co. 
To Expand Facilities 
The Textile Mill Supply Co., Char- 


66 variations of 5 basic tools meet every need. 
All SHELDON machine tools come crated 





fully assembled ready for use. 


Most widely used capacities in profitable 
“package sale” units. 


Meet or surpass N.M.T.B.A. Specifications. 


. Fit into your power tool department—sell 
like portable tools, drill presses, ete. 


Give complete satisfaction and build repeat 
business. 


SHELDON MACHINE CO. Inc. 


Manufacturers of Sheldon Precision Lathes * Milling Machines * Shapere 
4232N. KNOX AVENUE ¢ CHICAGO 41, ILLINOIS, UWS. 4 


Ne 3000 P 56 B 
Milling Machine nae og 


%” Ho 
thru Spindle 
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lotte, N. C., plans to expand its facili- 
ties and organize additional depart- 
ments for new lines. 

The move is occasioned by the re- 
moval of its sister concern, Charlotte 
Mfg. Co., manufacturers of card 
clothing, itno the General Electric 
building recently purchased in an 
$100,000 expansion program 


Bishop Joins Staff 
At Baker & Hamilton 


Walter J. Bishop has been added to 
the steel sales staff of Baker & Hamil- 
ton, San Francisco 

Mr. Bishop, who has been in the 
steel sales field for a number of years, 
will serve customers in the San Fran- 
cisco Bay Area. 





A NEW SPEED SAW is inspected 
before a customer demonstration at 
Battey Machinery Co., Rome, Ga. 
James E. Davis and Harold Womack 
make sure everything’s okay 





GRIFFIN 





Raymond L. Round 


Round Chain Organization 
Marks 80th Anniversary 


I'he Round Chain organization re 
cently marked the 80th anniversary of 
its founding with appropriate cere 
monies in plants of five associate 
companies. 

Established in 1869 by the late 
David Round, the organization has 
been continuously managed by mem 
bers of the Round family. David 
Round was succeeded by his son, 
Louis D. Round. Upon the latter’s 
death in 1938, his son Raymond L. 
Round became president. He holds 
that position today and also serves as 
chairman of the board of all Round 
associate Companies. 

Ihe latter include The Cleveland 
( hain & M[fg Co.. Cleveland, Ohio; 
Ihe Bridgeport Chain & Mfg. Co., 
Bridgeport, Conn.; Round California 
Chain Co., So. San Francisco and Los 
Angeles, Calif.; Seattle Chain & Mfg. 
Co., Seattle, Wash., and Woodhouse 
Chain Works, Trenton, N. J 

lo commemorate its 80th Anni 
versary, the organization has issued a 
small folder which contains a_ brief 
history of the company’s growth. ‘The 
80th birthday also was featured in 
company advertising in trade publica 
tions 

Birthday ceremonies at various 
plants were under the direction of 
Mr. Round and James W. Dickey, 
vice-president and_ treasurer. Other \ : é x ear : z 
company officials who participated G A\Y GRIF |: | NX < () 
were David J. Gemmell, vice-president | 7 * : ? “ 
ind director of sales, The Cleveland | Franklin. New Hampshire 
Chain & Mfg. Co.; E. T. Davis, comp- 
troller and assistant secretary, The 
Cleveland Chain & Mfg. Co.; John 








Genero! Sales Agent—JOHN H. GRAHAM & CO., INC. * 105 Duane $t., New York 8, M. Y. 
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C 


GREATER PROFITS 
CLIPPER 


‘Constant Consumer Demand 
No Factory Sales to Users 
Nationally Advertised 

Firm Resale Price Policy 


Sold ONLY 


Through Authorized Distributors 





AMERICAN \\% 


MARKERS 
have what it Takes... 
r 


to mark cherry-hot metal 
or shimmering nylon! 


Specify and stock Old Faithful Mark- 
ers for every kind of surface and 
identification problem. Send for FREE 
Industrial Crayon Guide. Your Mark- 
ing Guide to do the job right—Per- 
manent, Semi-permanent, or Tempo- 
rary marks. 16 big, illustrated Pages. 
Send today! Dept. ML-48. 


the /!\meRICAN fot 7 \ fo) || company 
andiutley, Ohio 


“aw vor San Francisco ee 
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Ansink, general manager, Chicago 
office and warehouse, The Cleveland 
Chain & Mfg. Co.; Frank A. Diel, 
vice-president, The Bridgeport Chain 
& Mfg. Co.; E. S. Washburn, general 
manager, Woodhouse Chain Works; 
W. J. McElroy, vice-president, Seattle 
Chain & Mfg. Co.; A. H. Luchs, gen- 
eral manager; and J. D. Cavan, district 
manager, Round California Chain Co. 


Dudley K. Bailey 
Joins Beedle Sales Staff 


Dudley K. Bailey, until recently a 
member of the sales engineering staff 
of the Weston Electrical Instrument 
Corp., Newark, has joined the sales 
staff of the Beedle Equipment Co., 
Cincinnati. The latter company is 
the Cincinnati district representative 
for Weston products. 

Mr. Bailey had been with the Wes 
ton organization since 1937 in a pro 
duction and sales .capacity. During 
the war he was a member of the U. S. 
government’s foreign instrument proj- 
ect, supervising electrical instrument 
repair and maintenance in both the 
African and Far Eastern theaters for 
more than three years. He rejoined 
Weston when he returned to America 


in 1946. 


| Robert S. Mars, Jr. 


Named Firm Secretary 


Robert S. Mars, Jr. has been made 
secretary of the W. P. & R. S. Mars 
Co., Duluth, Minn. 

Mr. Mars was an ensign in the Navy 
during the war. He attended Yale Uni- 
versity and graduated from Carlton 
College in 1948. Subsequently, he 
took a year of post-graduate work in 
business administration at Babson In- 
stitute in Boston, Mass. He has been 
associated with the company since his 
graduation last June. 


Robert S. Mars, Jr. 





“LISTEN TO THIS ONE”, John Wil- 
liams, left of Mau Sherwood tells O. A 
Reynolds, Thompson Products and 
John Rosko of Mau-Sherwood Supply 
Co 


Mau-Sherwood Supply 
Entertains With Party 


lhe management of Mau-Sherwood 
Supply Co. recently played host to 
more than 300 purchasing agents, 
salesmen and suppliers at its plant in 
Cleveland, Ohio. The sales staff con 
ducted a tour through the plant for 
the guests. 

George Hirth, secretary and direc 
tor of purchases for the company, John 
D. Williams, vice-president in charge 
of sales, Potter Shaw, sales manager 
and Donald R. Whyte, comptroller, 
were in charge of the revels. 

Service pins were awarded to four 
employees for their long tenure with 
the firm. 

John Boutton was awarded the 40 
year service pin. He joined the com 
pany one year after it was organized. 
Others receiving pins were A. E. Kopf- 
stein, 35 years, Charles Shively, 30 
vears, and Paul Harris, five years of 
continuous service. 


“HAVE ANOTHER OLIVE”, Jack 
Tiedt of Mau Sherwood coaxes Mariella 
Geisman of Thompson Products 





You can make more sales—if you 
make more calls. 








the AIR-REFINED, 
MALLEABLE IRON PIPE UNION 
with the Exclusive RECESSED 
BRASS SEAT 


Your Customers’ needs can 
be COMPLETELY satisfied 


Because there are a lot of spots where pipe 

unions can be used to advantage . . . in simplify- 

ing piping installations, and in saving time and 

material .. . Jefferson makes oll types of unions. .. straight through unions 
. union tees ... union ells . . . flange unions. Each has a specific 

purpose and a definite advantage. Therefore by having a complete line 

in all types and sizes, Jefferson provides the distributor with the means 

of rendering not only a complete service but in providing the greatest 

possible number of advantages to pipe and fitting users. 


Ask for full details. 


JEFFERSON UNION CO. 
671 W. 26th St., New York 1, N. Y 


9 Green St., Lockport, N.Y 
49 Fletcher Ave., Lexington 73, Mass 
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© 
HARGRAVE 
CLAMPS 


Hamoayt / 
SUPERCLAMP No44 4 


(einai ee 7 
SE mC 
) 


INDIVIDUALLY TESTED to assure 
lasting service even under the most 
severe conditions. Shown (from top 
to bottom): the Spring Clamp and 
the popular Hargrave Super 
Clamps, Nos. 44, 40 and No. 43 
which are designed especially for 
welding. Frames are especially 
forged from a tough alloy steel and 
heat treated. Screw is steel hard- 
ened for extra toughness and to 
prevent battering of the thread. 


WRITE FOR CATALOG 


Showng the complete line of Hargrave Clamps 
—from 34 in. to 10 ft. openings, from '2 in 


to 16 in. deep 


) 
HARGRAVE 


 Tetid Tools 


THE CINCINNATI 
TOOL COMPANY 


ee ne Ea 


4032 
Montgomery 
Road 


Cincinnoti 12 
Ohio 








AT THE 


16TH ANNUAL SALES CONFERENCE of the Parker-Kalon Corp., 


held recently in New York City salesmen and executives who attended the sessions 


included (reading left, front row): W. A. 


Toepel; Milton Rones; J. Schwartz; H. 


Goldburg, treasurer; S. S. Kahn, sales manager; M. Slifka, secretary; C. J. Geis, sales 
promotion manager. Second row: W. H. Stenger, H. Elfenbein, advertising manager; 


S. Harzfeld; John Harper; J. Kursman; E. 
Norman Schlee; F 


Dickson; T. J. Murphy. Third row 


Kirschner; A 
McCann; E. 


Ogulnick, controller; H. 
Owens; | 


Stegemeyer; H. G. Stewart; G. Mitchell and Fred Schell 





Morse Management 
Sees Good Business Ahead 


During a recent week-long meeting 
of the entire sales force of Morse Twist 
Drill & Machine Co., held at the 
home office in New Bedford, Mass., 
the management of the company Ie 
peatedly emphasized its belief that 
1950 will maintained 
demand throughout industry for its 
drills, taps, dies, reamers and other 
cutting tools. 

James Y. Scott, president of Van 
Norman Co. of Springfield, Mass., pat 
ent company of Morse ‘lwist Drill, 
stated that in his opinion there has 
been no time in recent years when 
distributors’ stocks and users’ inven- 
tories have been at such low levels as 
now, and that an upcurve in orders, 
therefore, seems inevitable 

Announcement was made at the 
meeting that Morse has contracted 
exclusive righ‘s (for every type of tool 
made by the firm) to the “‘electroliz 
ing” process of fortifying cutting edges 
with a new hard, yet ductile alloy that 
is said to impart sharply increased 


wear-resistancc 


sce a steadily 


Metal & Thermit Corp. 
Makes Personnel Changes 


Bernard W. Webber has been ap 
pointed manager of Metal & ‘Thermit 
Corp.’s de-tinning and electrode manu 
facturing plant at East Chicago, Ind.; 
W. S. Leinhardt is now at the Metal 
& Thermit executive offices in New 
York as technical assistant to the vice 
president of production; William C. 
Cuntz has been made district manager 
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at Chicago; Orville T. Barnett has 
been appointed district manager at 
Pittsburgh; and Robert ‘T. Brown has 
been made district manager at Newark, 


Mr. Weber, formerly, was manager 
of the Seattle plant of the American 
Can Co., with whom he started as a 
laborer in 1934, progressing through 
the jobs of mechanical, inspector, re- 
search worker, manufacturing general 
foreman, and plant general foreman. 

Mr. Leinhardt, formerly, was gen- 
eral superintendent of the East Chi- 
cago plant. Mr. Cuntz, formerly 
manager of the company’s sales office 
and warehouse in Pittsburgh, joined 
M & T in 1935 as sales engineer in 
the ‘Thermit department. 

Mr. Barnett, formerly manager of 
the Newark, N. J. office, joined M & T 
in 1940 as engineer of tests in the 
electrode department. Mr. Brown for- 
merly headed technical service on both 
electrodes and Thermit. 


Fitler Holds Open House 
For Employees and Friends 


I'he Edwin H. Fitler Co., Philadel- 
phia, recently celebrated its 145th year 
of rope manufacture by holding an 
open house for employees’ families, 
retired employees and their friends in 
the main factory in Frankford, Phila- 
delphia. 

Guests were escorted through all 
phases of plant operation, and from 
pictures and other data compared the 
former slow method of rope-walk man- 
ufacturing to present day modern ma 
chine efficiency. Over 300 guests saw 
displays of manila and sisal products. 





G. K. Eggleston 


Eggleston & Gregory 
To Serve New Corporation 
Non-Ferrous Perma Mold, Inc., a 


new corporation manufacturing perma- 
nent-mold castings and jointly owned 
by the Barnes Mfg. Co. of Mansfield, 
Ohio, and the Non-Fecrrous Die Cast 
ing Co., Ltd. of London, England, an 
nounces the appointment of G. K. 
Eggleston as vice-president in charg¢ 
of manufacturing and S. E. Gregory as 
general sales manager for the corpo 
ration, 

Previous to his present appointment, 
Mr. Eggleston was vice-president of 
engineering for the Barnes Mfg. Co., 
manufacturers of domestic water sys 
tems, plumbing brass goods, and port 
ible engine driven centrifugal pumps 
Krom 1922 to 1941, Mr. Eggleston 
was with the Detroit Lubricator Co., 
starting as a laboratory assistant and 
advancing to the position of chief 
metallurgist. Leaving that company 
in 1941, he joined Barnes as enginect 
ing vice-president. 

Mr. Gregory, named as gencral sales 
manager, joins Non-Ferrous Perma 
Mold, Inc. directly from London, 
England. He was associated for 12 


S. E. Gregory 





A “SURE-GRIP” 
INTERCHANGEABLE HUB 
Co aw! | 


our 
FROM END TO END 


FOR MAXIMUM GRIP 
ON THE SHAFT 











Wood's ‘‘Sure-Grip"’ Interchangeable Hub with the 
‘cut’ from end-to-end, locks securely with a uniform, 
full-length grip on the shaft. And because it's easier 
and faster to mount (simply slide it on, line it up, and 
tighten), it is a time- «and money-saver. To remove, 
loosen the three bolts and slip it off... . Wood's 
engineers will assist you in the selection of a com- 


plete drive to fit your requirements. 


IN STOCK for immediate delivery o complete range of sizes 


in A, B, C and D section grooves. Write for detailed information 


T. B. WOOD’S SONS COMPANY, 
CHAMBERSBURG, PA. 
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STAINLESS STaaL SCREWS 
IMMEDIATELY | 


SEND FOR CATALOG 49H 





When your cust s need Stainless Fasteners 
—ALLMETAL can be depended upon for imme- 
diate shipment from their large, complete stock 
of Machine, Socket, Hex Head, Self-tapping, 
Wood Screws. 

PROMPT DELIVERY of various types of Phillips 
Recessed Head Screws and Specials, too. 








NESS 
ae x 


a‘™ 


‘cd 
Wren 33 GREENE STREET. NEW YORK 13.N. Y. 


MANUFACTURERS SINCE 1929 


 < 














WHITNEY 


LEVER 


PUNCHES 


No. 1 Punch—cap. 3%” thru 4%" Iron 


No. 6—Skylight, Ventilating, 
and Hank Flange Punch 


Since 1907 WHITNEY Hand Lever Punches, 
because of their powerful capacity yet 
simple construction and line balance, have 
been favorites with ang tan All WHITNEY 
Punches are built for hard service accord- 
ing to rated capacities. We can supply 
repair parts for all of the punches we 
make. These punches give you good sales 
volume. We service orders immediately. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 














STRENGTHEN YOUR SALES 
with the Line that Works Hard... 


Write us regard 
ing a_ distibutor 
ship. It will be 
worth your while 
to get the facts at 
once. Ask for 
Bulletin No. 107. 





<_ 


. It's complete in popular types and sizes 

. CHICAGO quality — the finest possible 

. Once you sell a customer he stays with you 
. Durability that means user economy 

. Proved dependability since 1921 


Facts of importance 


This line is right in there working hard for you 
in building sales because it has the features that 
sell and does the job that gets approval in one 
type of business after the other. 


Look at a CHICAGO SAW from every angle and 
see perfection—a thing your customers find out 
after using one. Precision heat treated—-CHICAGO 
SAWS are tough, evenly balanced, and accu- 
rately fitted. All this with the keen cutting edges 
is a result of our specilization. 


CHICAGO SAW WORKS 


5042 S. Wentworth Ave. Chicago 9, Illinois 


Go ES : 
was: 
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EXCEPTIONALLY POWERFUL 
CONSTRUCTION ........... 


ATLAS 


CAR MOVERS 


The Car Movers that are scientifically correct in 
design—exceptionally powerful in construction. 
The secret of the efficiency of ATLAS Car Movers is 
the famous ‘‘compound leverage’’ construction— 
this makes car moving easier and simpler and 
creates greater power and speed for the user Let 
us discuss our sales plan with you. We siways 
urge users to buy through their local distributor, 


Regular Heavy Duty 
Model No. X 
Streamline Model S-X 
ATLAS Model No. 8 
ATLAS Model No. Vill 


DOUBLE SPURS 
The New ATLAS. Perfect Car 
Mover SPURS are made from 
best steel obtainable and heat 
treated to withstand all possible 
strain. They can be turned reg- 
ularly to make use of all four 
edges, insuring longer wear. 


APPLETON-ATLAS CAR MOVER CORP. 
1421-25 So. 2nd St. 
MILWAUKEE 4 . . . . WISCONSIN 











years with the Non-Ferrous Die Cast- 
ing Co., Ltd., of London and is an 
acknowledged authority on permanent- 
mold casting of all non-ferrous alloys. 


American Wheelabrator 
Names Bunch To Sales Post 


J. Robert Bunch has been appointed 
sales representative to assist J. D. 
Alexander in the Cleveland sales office 
of American wheelabrator & Equip- 
ment Corp., Mishawaka, Ind. 

He received his formal education at 
Indiana University, and joined the 
company in 1936. After spending nine 
years in various production depart- 
ments, he has, for the past four years, 
supervised the erection and servicing 
of Wheelabrator blast cleaning equip- 
ment and Dustube collectors in the 
Cleveland area. 


Maddock & Co., Ine. 
Holds 3-Day Tool Exhibit 


[hirty-eight exhibits, manned by 
manufacturers’ representatives demon- 
strating many of the tools under 
power, featured the recent three-day 
industrial supplies show sponsored by 
Maddock & Co., Inc., distributors of 
Philadelphia, Pa. 

The show was held next door to the 
firm’s building and covered an area 
of 10,000 sq. ft. The committee in 
charge was headed by Wm. F. Hoff 
man, chairman, with assistance from 
Wm. H. Tuppeny, Albert H. Miller 
and R. W. McIntosh. ‘T'wenty-five 
door prizes were awarded during the 
evening among the more than 2,000 
in attendance. 

Maddock salesmen were on hand, 
including telephone salesmen, store 
salesmen and the office help, to handle 
the unusually large registration. 


THE SHOW WAS A SUCCESS, ob 
viously, judging by the smiles of Bill 
Greene L. S. Starrett Co., Percy Mad- 
dock and Bill Hoffman Maddock & Co. 
of Philadelphia, Pa 











all sizes malleable chain 


Peoria Malleable offers a complete range of 
sizes and styles —detachable, H class, 400 and 
700 class and attachments. Most sizes are now 
available for prompt delivery. All Peoria Mal- 
leable chain is precision-built, strength-tested at 
the factory to assure finer performance. Also 
complete line of Elevator Buckets. Wise buyers 


look for the ‘‘Peoria’’ trademark. 


sTINGS CO- 


Te Tek 1S 


ABLE CA 


PE @)34. A 


8 3 
RIA MAL 
Hy ALEXANDER SI 


Ss 

qaisutor® 
ar" fer complete 
facts and catelog: 
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LOWELL *Sx$22!' WRENCHES 
| a | 
~ wad 
E sip 


PROFITABLE, DEPENDABLE 
REPEAT SELLING TOOLS 


IMMEDIATE SHIPMENT 
FROM STOCK IS OUR a 
CONTINUOUS AIM 


Have You Catalog #47? 


LOWELL WRENCH CO. 


WORCESTER 8, MASS. 























BOLTS - NUTS ° RIVETS 
... and SCREWS 


Uniformity of Quality ... 
Accuracy of finish— explains Jp 
why those who want the BEST @@ 
say CLARK. SS 


MILLDALE, 
CONN. 
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A. M. Shaw 


Worthington Promotes 
A. M. Shaw 


A. M. Shaw has been named assist 
ant manager, Pump & Compressor 
Merchandising Division, of the Wor 
thington Pump & Machinery Corp. 

Mr. Shaw will be responsible for 
the development of pump and com 
pressor sales to original equipment 
manufacturers. His activities will 
come under the supervision of J. O 
Glenn, manager of the division. 


Continental Serew Co. 
Changes Sales Personnel 


Leonard A. Ashworth, who formerl\ 
covered the New York metropolitan 
area for Continental Screw Co. of 
New Bedford, Mass., now will rep 
resent the firm in Maine, New Hamp 
shire, Vermont and Connecticut. 

Robert A. McCormick, leaves the 
company’s office staff to take over the 
New York metropolitan area, and 
Paul R. Flemming, a new Continental 
representative, 1s covering the State of 
New York and a portion of Pennsy! 
vania. 





TAKE A LOOK advises Ken MacCal- 
lum (Putnam Tool Co.) as he hands 
sample to Ralph M. Bingham of Bing 
ham Tool & Supply Co., Cincinnati, 
Ohio 





DO MORE 


PAST PRESIDENTS mingled with distributors and buyers at the . . . 


LIGHT-WEIGHT HANDGRINDER 
Annual Keystoners’ Association Party The addition of the new 1/40 HP 


Hobby Tool now gives a Dumore Dis- 
tributor a competitive handgrinder in 
every price and performance bracket. 
Industrial distributors and indus We refused to bring out a light 
trial buyers who are called on by man weight, popularly-priced handgrinder 
fact Ng emer f ange for light industrial use until we could 
uracturers men with headquarters 1 assure you Distributors a tool which 
Philadelphia were guests recently when -S would out-perform, not just match, 
the Kevstoners’ Association held its , ; a competition 
annual party in Philadelphia BEST BUY—HERE’S WHY 
Ihe association is an organization 
made up of manufacturers men who : , Comparative Torque in 
, ; } ounce-inches at 
work out of Philadelphia. The past 15,000 RPM 
presidents pictured above are, front 
row, left to right: M. H. Hayden, 
manufacturers’ agent; Ben Butterfield, 
Greenfield Tap & Die Corp.; Bob 
Brown, Diamond Specialty Co., Phila 
delphia; and Jack McCann, J. H. Wil- stint itlaliese weanlaian sewer 
liams & Co * back TOW, left to right KEYSTONER OFFICERS are, left Most power for continuous duty. 
Lloyd Anderson, Precision Grinding to right, Richard Noyer (manufactur 
Wheel Co.; David Moffett, L. $. Star. €ts” agent), treasurer; Everett Ramsdell Check these Extra Features 
rett Co.; Carl Meister, Atlas Chain & (Spartan Saw Works, onc.), secretary: ¥ 1/40 HP — Handles 1/8" and 3/32" 
Mfg. Co., and Robert Trimble, Sim Robert Case AA sp oes & Seemons \0.), accessories. (Precision ground collet 
seule Meseinun president, and George Moran (Abrasive and insert.) 
MIOndsS TASIV ) dends 5 O Vi “ d t : 
Products ¢ ¢-presiden 28,000 RPM — Lots of zip. 
Quick-Change Chuck — 
No wrenches . . . Push-Lock Turn! 
Handy Thumb Switch — Split-sec- 
ond, one-finger control. 
Simple Design —- Easy to handle... 
Easy to repair. 
Rugged Construction — Moulded 
bakelite housings for maximum rigid- 
ity. No Tie-Rod Distortion. Extra 
large armature, dynamically balanced. 
Self-aligning bearings. 
V Engineered Shape — Fits the hand 
..no fatigue... operators go for it. 


A FEW FRANCHISES OPEN 


Protection of you Distributors is 
POLICY with Dumore. Occasionally, 
a full or limited line franchise is avail- 
able. If you're interested, write and 
we will give you the full story. 


ms THE 
GREETING a buver, Wayne Abel, Armstrong Cork Co., are Everett Ramsdell, RACINE DMO WISCONSIN 
Spartan Saw Works, Edward McGlynn, Corbin Cabinet Lock Division, Amer 


i in¢ in 


Hardware Co., and L. L. Wilson, K. Lester Wilson Co COMPANY 


\ 
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“CAPITAL 


ELECTRICAL CONTRACTORS | INDUSTRIAL 


BRUSHES and BROOMS 
There's always a need for GOOD 


Maintenance Equipment . . . 


Maintenance and cleaning represent quite an 
outlay to every plant manager. You can help 
to hold down this expense by selling CAPITAL 
Industrial Brushes and Brooms. They give ex- 
ceptionally long wear which fact has been 
proven in actual test. Your prospects are every- 
where ... in fact wherever people gather—to 
work or play—there is a prospect. We urge 
users to buy through their local distributor. 


INDIANAPOLIS BRUSH AND BROOM MFG. CO. 


Corner Brush and Broom Streets Indianapolis 7, Indiana 
Est. 1890 


AND INDUSTRY... 




















profit-maker for you... 
GREENLEE PIPE BENDER 


You've prospects galore today for this 


timesaving tool that cuts labor and 
materials costs, speeds conduit installa- 
tions. Quickly, easily makes “‘on the 


Is in pipe and rigid conduit up 





job” ben« 


ALL 
POSITION 


to 4%", thin-wall conduit, tubing, bus- 
bars. The GREENLEE Hydraulic Bender 
iS one-man-operated for fast, accurate, 


uniform bending. Easy to set up and shift 





from job to job. Owners report 

it often pays for itself on first |y ‘ 
few jobs. Talk about the § : 

GREENLEE on every call, see ‘ it ; 

how fast it builds good profit : Vv A L VW EB s Siand preserves belting 
tor you. Write today for free ] ; e ofs belting 


booklet E-201 





a h 
Can be placed in any position. as resin, ae ae veeemenidinass 
Flexible Monel Metal Poppet cannot © keeps belting pliable in all kinds of 


leak. For cold or hot water or steam. atmosphere and under all conditions. 


= _ 
G. i] E N L E. E : wer! oo Noiseless. Ask tathiian, * 


The regular use of CANTOL BELT wae will not 
only insure better traction but will give a new 


lease on the life of the beit itself. CANTOL spells 
Onder from Your obber good business for distributors . . . let us send you 

facts and cash in on them to your advantage. 
We urge users to buy through | their local distributor. 


Other fast sellers in the GREENLEE timesoving line: 

Hand Benders for Tubing * Hydraulic Pipe Pushers C 0 

Knockout Tools * Electricians’ Auger Bits and Drills | } ANT L WAX PRODUCTS C0. 
Joist Borers* RadioChassis Punches *and many others. | BLOOMINGTON «+ INDIANA 
Greenlee Tool Co., 1922 Columbia Ave., Rockford, lil. 
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1950 Business Plans 
For New Plants 
And Equipment 


For several years past McGraw-Hill’s 
Department of Economics (Dexter 
Keezer presiding) has surveyed indus- 
try on its planned purchases, for the 
upcoming year, on new plant and 
equipment. The importance of these 
expenditures by industry should be im- 
mediately evident, for they contribute 
handsomely to the measure of pros- 
perity enjoyed across the country. 

Aware of that fact, and of the di- 
rect relation such industrial expendi- 
tures have on the welfare of distribu- 
tors and their customers, the editors of 
Industrial Distribution have condensed 
the facts featured in the survey and 
present them herewith: 


Industry now is planning to invest 
$12.4 billion in new plants and equip- 
ment in 1950. This is 13% less than 
industry—as represented by manufac- 
turing, mining, transportation, and 
utilities—actually spent in 1949. 

Industry’s 1950 plans, however, may 
well bring investment during the year 
to a point slightly above its current 
level. This survey, plus government 
surveys on capital expenditures in the 
first quarter, suggest that the steady 
decline in capital expenditures from 
their postwar peak at the end of 1948 
is probably over. 


Needs Outrun Investment 


The capital investment program 
planned for 1950, however, will make 
little headway in overcoming indus 
try’s accumulated needs for new plants 
and equipment. 

A summary of the survey of invest 
ment plans of responsible business 
leaders in all industries shows: 

1. Manufacturing companies as a 
whole plan to spend $6.3 billion in 
1950 for new facilities. That is 13% 
less than they spent last year. 

2. Manufacturers as a whole expect 
1950 sales to be about equal 1949's 
volume. Chemical companies look 
forward to a 4% increase in sales. 
Petroleum, food, textile, and automo- 
bile companies expect a smaller in 
crease. Other industries expect sales 
to be the same or slightly lower. 

3. Manufacturing capacity will be 
increased about 3% during the year 
—under present plans. Largest in 
creases planned are in the chemical, 


Now every shop can have the 
advantages of 


No longer does any shop need be 
without the advantages of band saw- 
ing for metal cut-off work. The new 
Wells Model 49A fits the smallest shop's 
budget, yet it does a man-sized job in 
any plant. From its welded steel frame 
to its tubular steel base, the Wells Model 
49A is a rugged shop tool that will give 
long, dependable service. Its portability 
is unequalled. Easy to operate without 
special training, the Model 49A can be 
used by anyone in the shop. Automatic 
shut-off at the end of the cut eliminates 
the need for the operator to stand by. 
The continuous cutting action, utilizing 
every tooth of the band saw blade, 
means more economical cutting too. 
Write for complete details, today. 


DESIGN DETAILS 


Capacity: Rectangular, 3" x 
6%"; Rounds, 3/2"" diameter. 
Blade: Size—!/2" x .025" x 5S’ 
Motor: 1/6 HP, Ball Bearing— 
foot mounting. 

Speeds: Selective (belt change) 
54, 100, 190 f.p.m. 

Drive: “"V” Belt. 

Vise: Quick action. 

Blode Guides: Stationary brack- 
ets with adjustable blade 
guides. 

Wheels: Disc type idler and 
drive wheels, mounted on 
grease-sealed ball bearings. 


Blade Tension: Incorporated in 
frame design. 

Switch: Manual — automatic 
stop. 

Height to top of Bed: 24” 

Bed Area: 61." x 24” 

Floor Space: 161" x 38” 

Net Weight: Approx. 118 Ibs. 


Products by Wells are Practical 


METAL CUTTING 
BAND SAWS 


placement and modernization of ex- WELLS MANUFACTURING CORPORATION 
isting facilities. This continues the | 606 ADAMS ST., THREE RIVERS, MICH. 


textile, and food industries 
4. The bulk of manufacturers’ in- 
vestment funds, 65%, will go for re- 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1950 2u1 








Are You Interested 
In a Line of 


rT - 
not stock the best in am Carbide Tools? 


Cap Screws ° Set Screws 


nme bide tools tipped with 
Milled Studs * Coupling Bolts Carbide tools tipp 


CARBOLOY, VASCOLOY, 
Your customers know ct CARMET, FIRTHITE and other 


* CyirttTy carbides? 
For example: on STANDARD 
Pir TOOLS you get 30% DIS- 
aeeee! COUNT, no quantity or stock- 


has been making the finest for M@eeeee | ing requirements. Sell under 
over half a century. your own trade name. Get 
particulars— 


*WHO is . 
Wn. H. OTTEMILLER Co. 


YORK, PENNA 


Ottemiller standard products are distributed 


CORUNDUM COMPANY, INC. 


1775 East 87th Street, 
Cleveland 6, Ohio 





+—-4+-+-+-4+ 4+-4+-4+-+-++4 


exclusively through Mill Supply Houses —+ 
— oe 
ott tt HHH H+- 


eS See eS eS SS eS Se eee ee ee eae a +++ 4+—+—+ 44-4 4 4 4 4 4) ) 








For Safety's Sake . . . SELL —_ eee 
eat Treatin 
DAYTON SAFETY LADDERS | | _, Hest,Treating & 


Maintenance men everywhere rely on 


Dayton Safety Ladders for maximum 





safety and convenience. Daytons are 
constructed of tested airplane spruce 
and reinforced with rigid steel sup- 


ports to give great strength and light- 





ness of weight. 


Handrails of steel guard the large 
g 





roomy platform for added safety. 
Helf of platform can be raised to 
form an extra step, when needed. 
These famous ladders can be set up 
instantly, are easy to carry and fold 
compactly for storing. Automatic 


locking feature insures safety while “ = 
' . . & Selective Distribution—Generous Discount 
ladder is in use, * Advertised in the 9 your cust s 
read 
American Machinist 


E OR! Tool & Die Journal 
Ag CHOICE TERRITORIES ARE STILL Modern Machine Shop | Manufactured by: 


WRITE TODAY FOR COMPLETE INFORMA. tatermation writen tes 
Sizes 3 feet to 16 feet in TION ON OUR FAMOUS LINE OF LADDERS tafe SS A Works 


height with standard rub “ Inc., nklin Ave., 
ber safety shoes at no AND LADDER SHOES! Hartford, Conn. 


éxtra cost 


DAYTON SAFETY LADDER CO. 


2339 GILBERT AVE CINCINNATI, OHIO 
In Canada—Safety Supply Company—Toronto 
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shift in emphasis away from expansion 
reported last year. 

5. Internal sources—retained earn- 
ings and depreciation reserves—are 
counted on to provide more than nine 
tenths of capital funds in the manu 
facturing industries. 

6. More than half, 56%, of all 
manufacturing firms report that they 
would not reduce their investment 
programs even if general business 
should decline 20% during the year. 
However, two out of three firms re 
view their investment programs 
monthly, and most of the others look 
them over at least once a quarter. 

7. They would not increase their 
1950 investment programs, say more 
than 90% of the manufacturing firms, 
even if they could sell new common 
stock at a price 50% above its No 
vember, 1949 price. 

8. Investment plans in other indus 
tries also show a decline in 1950 from 
1949. ‘This coincidence arises from 
the fact that utility companies will 
spend only slightly less than they did 
in 1949. Railroads, on the other 
hand, will cut their 1950 expenditures 


by 44%. 


Capacity Gains Steadily 


Manufacturing industries as a whole 
plan to use 35% of their capital funds 
to expand capacity next year. The pro 
portion of funds earmarked for expan 
sion, however, varies markedly among 
industries. ‘The chemical companies, 
continuing their seemingly never-end 
ing expansion, will devote 60% of 
their funds to enlarging capacity. But 
manufacturers of transportation equip 
ment will use only 3% of their 
planned expenditures to expand facili 
ties. 

I'he increase in capacity planned for 
the manufacturing industrial as a 
whole—3%-—is much smaller than the 
annual gains in the early postwar per 
iod. Last year the McGraw-Hill sur 
vey showed a 19% increase in capacity 
in the two years ending in 1948. The 
increase planned for 1950, however, is 
less than the average yearly increase 
in manufacturing capacity in the years 
before the war. Postwar expansion 
programs definitely are complete. 


Colley Named To Sales Post 
By B. F. Goodrich Co, 


Russell $. Colley has been named 
manager of the sales of Rivnuts and 
Rivnut tools employed in their appli- 
cation, by the B. F. Goodrich Co. of 
Akron. 

Mr. Colley is a graduate of Went 
worth Institute in Boston and_ has 
been with the company for 21 years 
He became a sales engineer in 1938. 


WHY DO Genuine 
BELMONT FLAX PACKINGS 
Seal Securely and Last Longer? 


1 We possess complete facilities for 
their manufacture. 


2 Belmont controls the purchase of the 
raw flax fibre. It is carefully selected 
for length, strength and softness. 


3. The steps of hackling, spreading and 
drawing of suitable rovings are all ac- 
complished within the Belmont plant. 


4 The braiding of rovings: lubricating 
and finishing of the completed packings 
are under expert supervision. 


And Belmont Consumer Advertising 
stresses the important construction fea- 
tures incorporated in each individual 
type of Belmont Packings—the extra val- 
ues that make Belmont Packings seal 
more securely ... last longer. 


Each advertisement tells the buyer to 
see the Belmont Distributor. It creates 
leads and sells for you, Belmont adver- 
tising works for the Distributor. 
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CAR MOVERS and SPURS 


For safety, ease, and economy BADGER Car Mov- 
ers and ADVANCE Safety Car Wrenches and Spurs 
are the choice of safety men. Shippers and re- 
ceivers of freight should look over present car 
movers and make sure of the —— ¢ be 2 
Spurs—if no spare sets are carried they shou! T AGO) ry oe 
pe the BADGER distributor nearest them right THOMAS CALLOW AY, formerly in 
now. He stocks ADVANCE Safety Slip-proof Spurs the Marwedel transmission department, 
to fit all BADGER Car Movers—Power King, Slip- has been promoted to head the ma- 

proof, and Neverslip— they can also be 

used on other makes of Car Movers. terials handling department. 





Cleveland Twist Drill Co. 
ADVANCE Advances Two Executives 


yy J. C. Stites has been appointed as- 


apvanes casey wees sistant manager of sales and export 
sales manager of the Cleveland Twist 

SPURS are the vital part of every Car Mover. 2 : . 
erly with sharp spurs... ADVANCE Drill Co., taking over the position for- 
vine 8 POWER merly held by H. P. Jenson. Mr. Stites 
a ee Sand 10-1 KING has been with the company for twelve 


pst years and has been promoted from the 
ADVANCE CAR MOVER COMPAN enoneaae field sales division. Formerly he was 
manager of the New York stockroom 


and service representative in Kansas 
City, covering the Southwest. 


DI STR | p U TO R S R. O. Artner, formerly manager of 











The Cleveland Twist Drill Company 


Detroit stockroom was promoted to 
the field sales division. He has been 
with the company for fourteen years 


Machinists’ Tools Ine. 
Formed In Buffalo 


Machinists’ Tools Inc. has been in- 


- corporated in Buffalo, N. Y. with cap- 
TO SOLVE YOUR ital of $50,000. 


CUSTOMERS J , The incorporators are Regis O’Brien, 
SODERING | ee J. Don Reep and John V. Cooke. 
WELDING 

and 


Sc —- 
problems 

a : 
” JLE produces a complete line of 
ur than 55 f ; 5 3 
experience is at your service LOW-COST, highly efficient air cy- 
to help you serve your cus- linders, proved in performance in 
tomers. Our Technical Staff 
will be glad to help on un- countless uses. 
usual or intricate problems. e . : 
Send for free sodering chart Some very important distributor 
Se cae MOOS Calet er territories are still open for those 
who act promptly. 








sodering paste 
ae — When writing advise other lines 
sodering flux handled, number of salesmen, 
sodering liquid actual territories covered, financial 
Seton pi rating and projected potential sales 
stainless steel polish volume per year on air cylinder 


solid sal ammonia line in your territories. 


L. B. ALLEN & CO. Inc. JAMES L. ENTWISTLE CO. ORDERS APPROVED, Lester N. 


6731 BRYN MAWR AVE. 43-1 Church Street, Pawtucket, R. I. Ehart, secretary, Fuller Supply Co., 
CHICAGO 31, ILLINOIS Utica, N. Y., checks through a batch 
which arrived in the morning mail. 
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save in 


MANY WAYS WITH 


THIS NEW LOW COST 


Spur 


ROBERT GREENHOW has been pro- 
moted from selling in the transmission 
department of C. W. Marwedel, San 
Francisco, to head of the department. 





New Firm Established 
Buffalo Pipe ‘lool Service has been 


established at 110 Normal St., Buffalo, 
N. Y. by John G. Mahoney. 


May Named To Sales Post 


By Blackmer Pump Co. 
Stephen C. May ‘has been ap ONLY $ 0Oo 


pointed vice-president and _ general 
sales manager of Blackmer Pump Co., ¥ HEAT-TREATED ALLOY 
Grand Rapids, Mich. 

Mr. May has had extensive contact REEGS SPGS OSA 
with petroleum producing and mar- FOR 1-TON CAPACITY 
keting, chemical processing, general Price Subject to Change Without Notice 
industrial and jobbing applications of er 

| eG iw 
hydraulic equipment. Formerly he COMPACT . . . housing is only 956" in 


served as consulting sales counselor diameter x 712” deep. 
with the Auto Soler C 0., in sales exec LIGHT IN WEIGHT . . . 1 ton hoist weighs ¥ eehaeKiates eeoek 
utive capacities with Pacific Mfg. only 53 pounds. 


Corp. and Iron Fireman Mfg. Co., HIGHLY EFFICIENT . . . has fewer parts and RATCHET PAWL 
ind as vice-president and sales man- 


, << eh ‘ all rotating parts are mounted on pre- 
ager of Darling Valve & Mfg. Co. lubricated, shielded ball bearings. 

EASY TO LIFT LOAD . . . requires only a 56 V vrop-rorceo HEAT- 
pound pull to lift full capacity of 1 ton and 
42 pounds for 12 ton. 

LOW PRICED . . . 1 ton costs only $68.00 
and '2 ton sells for $63.00. Backed by 75 J 

years of hoist manufacturing experience, Sa ha malas! Rae 
the Peerless “Packet” is designed to increase HAS ACCURATELY CUT 
operating efficiency and reduce costs. 


WRITE FOR BULLETIN P-5 


WITH PRECISION CUT 


TREATED STEEL HOOKS 


TEETH 


OTHER HARRINGTON PRODUCTS 
“BEARCAT” ELECTRIC MODEL D I-BEAM CUMALONG LEVER PEERLESS HOIST — 
HOIST — Write for TROLLEY — Write for PULLER — Write for Write for Bulletin P-11 
Bulletin P-53. Bulletin P-65. Bulletin P-39 for V4 to 30 tons and 
P-19 for 40 to 80 tons. 


HOIST MANUFACTURERS SINCE 1876 


tHe HARRINGTON company 


17TH AND CALLOWHILL STREETS 
Sueghen C. Mer PHILADELPHIA 30, PA. 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1950 








Mac.-it *s a we 
Head Set Screws have 


Square 


© grip of more 


than 25 tons, 


REASONS 
FOR HANDLING THE 
COMPLETE MAC-IT LINE! 


1. The complete, well- 
stocked Mac-it line enables 
you to meet a wide variety of 
your customers’ needs. 


2. A definite distributor 
sales policy. 


3. We invite orders for 
specials in alloy steel, made 
to customers’ specifications. 


4. Advertising and mer- 
chandising help to support 
your selling job. 


8. An established quality 
line recognized for depend- 
ability for over 35 years. 


Mac-its are sold through 
leading industrial dis- 
tributors everywhere. Let 
the complete Mac-it line 
help you give better, faster 
service to all your custom- 
ers. Write today for com- 
plete information. 


Marketed Nat y Since 1913 by 


STRONG, CARLISLE & HAMMOND COMPANY 


Cleveland 13, Ohio 


red by MAC-IT PARTS ¢ 


a ae 


Po 


Elmer D. Samson 


New Manufacturers’ Agency 


Established By Samson 


Elmer D. Samson of San Francisco 
has established a new manufacturers’ 
agency. ‘The Samson Sales Co. office 
will be at 420 Market St. in San Fran 
cisco and all of northern California 
will be covered from there. 

For the past four years Mr. Samson 
has been in the industrial sales field 
in San Francisco and prior to that he 
served a four year period in the Army 
artillery. Currently, he is a director of 
the San Francisco Junior Chamber of 
Commerce and vice-president of the 
Princeton Alumni Association — of 
northern California. 


Honeywell Promotes Martenis 
In Engineering Sales 


William W. Martenis has been ap- 
pointed manager of sales engineering 
of the Minneapolis-Honeywell Regu- 
lator Co. In the newly created post, 
Mr. Martenis will assist in planning 
specifications, approve new develop 
ments and coordinate activity between 
the sales and engineering departments 
of the company. 

Mr. Martenis joined the firm in 
1931. After several vears in the engi 
neering test department, he was 
named chief designer and later pro 
moted to chief application enginccr. 
In the latter position, he was in charge 
of the company’s field engineers who 
are assigned to various sections of the 
country to work with the sales force 
on new controls and control applica 
tions. 


Greenville Firm Formed 


Industrial Cotton Mills, Greenville, 
S. C., has been chartered. C. 
Haynsworth, Jr. is president of the new 
firm. 
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iF it’s 


here... 
vs NEWS... 


It’s WORTH 
STOPPING TO SEE! 


Maybe Industry doesn’t maintain 
show windows on Fifth Avenue or 
State Street or Wilshire Boulevard 
like America’s great department 
stores. But your industry has 

a mighty effective show window... 
and this is it ... this magazine. 

In these advertising pages 

alert manufacturers show their 
wares. Here you will find 
up-to-the-minute news about 
products and services designed to 
help you do your job better, 
quicker, and cheaper. 

To be well-informed about the 
latest developments in your 
business, your. industry ... 

and to stay well-informed... 

read all the ads too. 


McGRAW- HILL 
PUBLICATIONS 





GOOD | 
SELLERS) 


NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at 
least one. Saves time 
and money. One man can 
open or close the most 
stubborn freight car 
door quickly . . . safely 
with a Nolan Car Door 
Opener. Thousands have 
been sold and used with 
success at freight load- 
ing and unloading spots. 
Good repeat item. 


NOLAN PULLER JACK AND 
LOAD BINDER 


(formerly Anchor Puller Jack) 


Used in industrial 
plants, construc- 
tion work, quar- 
ries, mines and oil 
fields for moving 


machinery and 
other heavy arti- 
cles. Two types: 


LOAD CHAIN 


TAIL CHAIN 


3 ton(5 ton with sheave block), 15 ft. load 
chain, 3144 ft. tail chain with release block. 
¥% ton, 8 ft. load chain, 3 ft. tail chain. 


NOLAN GEAR PULLER 


(formerly Anchor Gear Puller) 


_ 





A 


vi 
Pays for itself on its first few jobs. Pulls 
gears, wheels and many other articles. Uni- 


versal application eliminates four to ten 
types or sizes of other devices. 


NOLAN RERAILERS 


(formerly 
Anchor Rerailers) 
Highly efficient 
for getting cars 
and locomotives 
back on the track. 
Railroads and in- 


dustries are big PATENT 
users. NO.1488103 


NOLAN TRACK BRACES 


(formerly Anchor Track Braces) 


LOCKING CAM 


Holds railway tracks 
to desired gauge 
where service is 
severe. Can 

be used 

again and 

again for 

quick, 

easy, low 

cost repairs. 


— 


All Nolan products are 

carefully made of the highest grade ma- 
terials. Orders are handled promptly and 
efficiently with your shipping and billing 
instructions carefully followed. Write for 
free catalogs and price sheets. 


THE NOLAN COMPANY 


(Formerly The Mining Safety Device Co.) 
48 PENNSYLVANIA STREET. BOWERSTON, OHIO 


Cc. J. Gerker 


Midway Tool Names Gerker 
Its Sales Manager 

C. J. Gerker has been appointed 
sales manager of The Midway Tool 
Co. Inc., Melvin, Ohio. Ht will sup- 
ervise the sale of Midway products, 
which include a complete line of auger 
bits, electricians’ bits and solid center 
bits. 

Sales offices have been 
in ‘The Arcade Building, Cleveland, 
and sales correspondence and orders 
will be handled from that location. 

Prior to his affiliation with Midway, 
Mr. Gerker associated for 
20 years with The George Worthing 
ton Co., Cleveland. 


established 


Was OVC! 


Dick Made Sales Engineer 
Mathews Dick, Jr., has been ap 
pointed sales engineer, in the Chicago 
area, by the Butterfield Division of 
Union Twist Drill Co., Derby Line, 
Vt. After serving with the U.S. Navy 
from November 1943 to May 1946, 
Mr. Dick joined the International 
Harvester Co. where he first worked 
in the manufacturing research division, 
and later was assigned to the machine 
shop and time study department. 





FREDERICK MULLER has been 
named vice-president and general man- 
iger for Carter, Milchman & Frank 
Inc. of New York City 





Sherman 


AIR 
NOZZLES 





Angle 
Pattern 
Removable 





Straight 
Pattern 
Removable 
Tip 


Also 
furnished 
Hand 
Button 





Solid Tip 
Integral 
Hose Nipple 











Sherman Air Nozzles are heavy 
cast brass, with simple, easy 
operating valve mechanism 
that gives the operator perfect 
control over the air volume. 
Fitted with special, long wear- 
ing composition disc, held 
against valve seat by a spring 
and by the air pressure. Pack- 
ing gland prevents air leakage. 
Ask your wholesaler for these 
popular Sherman Air Nozzles, 
or write for catalog bulletin. 


H. B. Sherman Mfg. Co. 
Battle Creek, Michigan 


herman 


Fittings for Air, Water, Oil, 
Steam and Electricity 
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SELL farn1co Fan 


SATISFACTION 
AND PROFIT! 


3 
5 
a 
4 





ARBOR 

PRESSES 

In 32 stock plain lever, 
simple ratchet, combina- 
tion compound and sim- 
ple ratchet models, bench 
and floor types. Deliver 
up to 15 tons pressure. 





DRILL 

PRESSES 

Best buy in 15” drill 
presses. Complete line of 
single and multiple spin- 
die models, bench and 
floor types. Many exclu- 
sive Famco features. 





FOOT 

PRESSES 

in 10 bench and floor 
type models of sturdy, 
semi - steel construction, 
accurately machined for 
trouble-free operation 
Deliver up to 33%, tons 
pressure. 





POWER 

PRESSES 

Open - back, inclinable, 
bench and floor type. 
Heavy semi-steel, cast 
ron frame and drop- 
forged, one-piece crank- 
shafts Most models; 
highest quality in small 
presses. 





SQUARING 

SHEARS 

In 3 power and 5 foot 
models. Cutting widths 
22” to 52”. Capacity up 
to 18 gauge mild steel. 
Inexpensive, ruggedly 
built, many features. 





METAL CUT-OFF 
BAND SAWS 

High quality machine tool 
made in both dry and 
wet cutting models. Ca- 
up to 6” round 
and 6” x 12” rectangular 
tock. Many exclusive 
Famco features 


pacity 





Every product in the Famco line of cost 
cutting machines incorporates the finest 
workmanship and materials for the price. 
Every distributor in the Famco world-wide 
sales organization is backed by nearly a 
quarter century of manufacturing experi- 
ence and service to the trade. Watch for 
further expansion in the line; meanwhile, 


write for full profit particulars. 


famco (.) machines 


FAMCO MACHINE COMPANY 


Sales Dept., 1321 18th St. _ Racine, Wis. 
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Irving G. Meyer 


Rockwell Mfg. Division 
Names Two Executives 


Irving G. Meyer has been named 
consumer sales manager, and John 
Stolarz has been made manager of 
Multiplex sales for the Rockwell Mfg. 
Co.’s power tool division, Milwaukee, 
Wis. 

Mr. Meyer has been affiliated with 
what is now the power tool division of 
Rockwell since 1942. When the con- 
sumer sales department was organized 
in August 1949, Mr. Meyer was 
brought back from his position as dis- 
trict sales manager in charge of the 
Pacific Northwest territory to Milwau- 
kee, to head up that department. In 
his new capacity he will direct sales of 
Delta Homecraft Power Tools, Delta- 
Milwaukee Tools, and the company’s 
other products as they apply to con 


John Stolarz 
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we 
COFFING 
Safety-Pull Hoist 


LONG ODDS on a sure thing... 
easy 60-Ib, pull on the handle of a 
Coffings ATG Hoist lifts a full 3000 
lb. foad’—~safely. Helps save labor — 
one, manjdoes pulling and lifting 
work of many. Easily carried from 
job to job+~— weighs only 17 lb. Other 
models 43 to 15 tons capacity to 
handgle-any load. 


NO GAMBLE Safety handle pre- 
vents 6verloading damage. Dual 
ratchetivon't slip or drop load, handle 
can‘$ spin. Every hoist tested at 100% 
ove¥ rated capacity —A safe, handy 
hoist op any job! 


COFFING HOIST CO. 
Dept. sP-12, Danville, Ill. 


—— 
Tell me more about Safety-Pull Hoists — and 
other Coffing units checked below 

Quik-Lift Electric Hoists } Hoist-Alls 
Mighty-Midget Pullers © Spur-Geared Hoists 
Differential Chain Hoists Load Binders 


———— - 


Address 





A QUARTER CENTURY OF QUALITY 


ds of in- 


thousan 
” turned 


_. bring i 
quiries, w 
over to 

Coffin 


Cash in on this sales help — 
handle the Coffing line. Some 
distributor franchises open. 


For information, write Dept. A2 


COFFING HOIST CO. 


Danville, Illinois 





sumer markets and outlets. 

Mr, Stolarz will direct sales of Delta 
Multiplex Radial Arm Saws. He joined 
the woodworking machinery business 
with DeWalt, Inc., at Lancaster, Pa. 
beginning work as a sales clerk. He 
rose successively to become sales pro- 
motion manager, later advertising man- 
ager, and finally sales manager in com- 
plete charge of export work, sales pro- 
motion, and advertising, as well as 
sales. He resigned from his position 
at DeWalt to join the Rockwell power 
tool organization in August of this 
year. 


Manning, Maxwell & Moore 
Elects New Directors 


At a special meeting of the stock 
holders of Manning, Maxwell & 
Moore, Inc., Muskegon, Michigan, 
held recently, seven new members 
were appointed to the board of direc- 
tors, bringing the total membership 
to thirteen. Three of the new direc- 
tors represent management, and four 
of the original Moore family were 
named as successors to C. A. Moore, 
chairman of the board until his recent 
demise. 

New members of the board are 
C. A. Moore, III, H. S. Moore, C. M. 
Chester, III, and E. M. Moore repre- 
senting the Moore family, and J. R. 
Kelley, J. E. Minty, and H. Merrill, 


representing management. 


Ziegler Co. Adds Salesmen 


Bart Smith, formerly associated with 
A. M. Castle & Co., and Edward W. 
Fisher, formerly with Ducommun 
Metals & Supply Co., Los Angeles, 
have been added to the staff of sales 
representatives of Ziegler Steel Service 
Co.. Los Angeles. 





CONCENTRATION of sales effort 
in most productive areas is a growing 
trend among distributors in the opinion 
of J. M. Shellhammer, in charge of 
sales at the Louisville Mill Supply Co., 
Louisville, Ky. 








Quality Products 
Since 1876 


Flo us pat 





COAL 
BARROW 











THE QUALITY LINE 
FOR DISTRIBUTORS 


whose customers 
appreciate the best 


There’s no resistance to price when the buyer is 
convinced that he’s getting 100 cents worth for 
every dollar. There’s only repeat business for the 
dealer who's wise enough to sell JACKMANCO- 
the rugged line - where performance matches 
claims and every customer becomes a booster. 
(Available with steel wheels) 








JACKSON MANUFACTURING CO. 


HARRISBURG ¢ PENNSYLVANIA 
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BEARING 














HEAVY-DUTY 

ALLEY GRINDERS 
Accuracy and Performance 
Records already established 


In the more than 30 years that Valley Grinders have 
been used by many of the country’s largest indus- 
trials, they have established fine records where 
accuracy and performance count. These grinders 
are all powered by Valley Motors and every unit is 
built to a single high standard of quality. This 
means complete satisfaction in service which builds 
profitable demand for these efficient, low-cost tools. 


Valley Electric Corp. 


4221 FOREST PARK BLVD. ¢ ST. LOUIS 8, MO. 


ALLI¢ GATO R 











3 LT L LA ac ING 
| Every Tooth 
a Vise* 


For Transmission and Conveyor Belting 

of all kinds. Excellent for Package Con- 

veyors. 

Separable and smooth on both sides. 

12 Sizes: For belts from 1/16” to 5/8” 

thick—and any width. 

Made of Steel, “Monel”, ‘“Everdur”, 
Order From Your Supply House 


FLEXIBLE STEEL LACING COMPANY JUST A HAMMER 
4633 Lexington Street, Chicago 44, Illinois TO APPLY IT 
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William H. Lukens 


Lukens Named Sales Head 
Of R. M. Hollingshead 


William H. Lukens has been ap- 
pointed to the newly-created post of 
general sales manager of the R. M. 
Hollingshead Corp. Formerly, he was 
vice-president in charge of export sales 
for the New Jersey chemical firm. 

As vice-president and general sales 
manager, Mr. Lukens assumes com- 
plete responsibility for the corpo- 
ration’s sales activities through its 
various divisions. He has had wide 
experience in the sales field. He joined 
the company in 1925 as export man- 
ager, having served in sleniies —— 
for the Atw: iter-Kent Mfg. Co. and 
the Miller Lock Co., now a of Yale 
& Towne. For a short time he also 
directed a portion of Hollingshead’s 
domestic sales but later confined his 
activities to their expanding overseas 
sales. He was appointed vice-president 
in charge of export sales in 1948. 


Briefs: 


American housewives used 18.7 
billion tin cans in 1948—about 459 
cans to each household. That ties in 
nicely with the number of bridge pat 
ties held that year, too. 

. The construction and equipment 
of a six-room house (they still making 
them?) can involve as much as 7,000 
Ibs. of steel products. 

. . Five million automobiles, and 
nearly 2 million trucks are used here 
by our farmers alone every year. 

.. . In the decade since the Second 
World War begin, total personal in- 
come in the U. S. has advanced more 
than 150%. 

. The flame from an oxy-acetylene 
welding torch may reach 5500 degrees 
F., half the surface temperature of the 
sun. 

. Wood pulp paper production in 
North America is valued at ipproxi 
matcly $600,000,000 annually. You 
getting your share of that business? 





Otto Doerner 


Cummins Business Machines 
Elects Otto Doerner 


Otto Doerner has been elected vice 
president in charge of manufacturing 
and engineering for the Cummins 
Business Machines Corp., Chicago, 
Ill. In his new capacity, Mr. Doerner 
will be responsible for the production 
and engineering activities of the port 
able tool division as well as those of 
the business machines division. 

Prior to joining Cummins more 
than two years ago as plant manager, 
he was associated with National Cash 
Register, Zenith Radio and Interna 
tional Register. 


New Personnel Manager 
Named By Chain Belt Co. 


Edward M. Danaher has been ap- 
pointed new personnel manager of the 
Chain Belt Co. of Milwaukee. 

Mr. Danaher joined the firm in 
his new position last October. He 
served, during the war, as a commis 


sioned officer in the U. S. Navy. 





\. K. MARCUM of Tidewater Supply 


( “ lenn., gives special 


to city customers 








Selling Advantages of these 
Everlasting 


DUPLEX 


BLOW: OFF 


UNITS 


Sealing Valve 
(at left) has: 


Unimpeded 
blow 


straight - through 


Self-polishing, self-lapping disc 
Lasting, drop-tight seal 
Non-wedge design to prevent 
sticking or jamming 


Blowing Valve 
(at right) has: 


Sturdiness to withstand repeat- 
ed blow-off shocks 

High resistance to erosion and 
abrasion 

No pockets to trap and hold 
solids 


These units combine two types of EVERLAST- 
ING Valves long famous for their tight seal 
and long life. The result is a duplex unit that 
assures remarkably safe and effective blow-off 
service . . . with practically no maintenance 
expense. 


Their performance is something to be talked 
about . . . something that you, the EVERLAST- 
ING Distributor can take advantage of in your 
sales story. 


Show one of these duplex units to your cus- 
tomers . . . let them see its sturdy design and 
construction and tell them about its exclusive 
features. Their interest . . . and your resulting 
sales . . . will quickly show why it’s to your 
advantage to stock and sell them, as other dis- 
tributors all over the country are profitably 
doing. 


Write for descriptive bulletin and prices today. 


EVERLASTING VALVE CO., 49 FISK STREET, JERSEY CITY 5, N. J. 


Everlasting 


Trade Mark 


“EVERLASTING” 
Reg. U.S. Pat. Off. 
EV-320A 


Jor everlasting protection 
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MORGAN 
ue WISES 


that help to hold down operating costs... 


Every vise that leaves our plant carries our unconditional guarantee for c lifetime 
of good service. We know they will insure constant, steady performance because 
of their outstanding strength, rigidity, and precision. They do a good job—for 
the user and for the distributor. We urge users to buy through their local 
distributor. Write for details of our selective distributor plan. 





machinists 
bench 


combination i 
pipe Martin L. Sloan 


sheet metal S] ° A 
workers Sloan Retires 


‘ As G. E. Vice-President 


woodworking | Martin L. Sloan, vice-president of 
. the General Electric Co. with head- 
preger ss | quarters at Nela Park, has retired un- 
| der the company’s pension program 
after nearly 40 years of service. 
a a Mr. Sloan was named G-E vice- 
president and general manager of the 
MORGAN VISE co 108-112 N. Jefferson St company’s Lamp Department five 
_ CHICAGO 6, ILLINOIS, U. S. A. years ago. In preparation for his re- 
tirement, he recently relinquished his 
position as general manager in favor 
of his assistant, Fred F. Haroft 











Whitlam Adds Beaney 
Sydney W. Beaney, 129 Yonge 


Ave., Toronto, Canada, will repre- 


a“ s | sent the J. C. Whitlam Mfg. Co. of 
ANY SIZE , : 4 Ohio, sre he 


», in a sales capacity 


All EXTRAS \< 1 | on their “Tyte-Unyte” pipe-joint ce- 
ment, ““Wadco” cutting and threading 
—, oil and “Vertex” aluminum coating in 
Immediate Delivery From Stock ' iw eastern Canada (all of Canada east of 
Beyond TN ° Fort William). The territory, Fort 
‘ Ai Ye William and west, is handled by A. E 
pelief” rir Hinds & Co., Ltd., out of Winnipeg 
) For Extra P 
| Heavy Duty 
» Service 
HOW IT GRIPS 
b A slope in thels 
§ keyhole joins with 
5 the taper on the 
stud to form the 
tightest and 
strongest of grips. 


o> An exclusive 
PE oN. 5 Equipto design. 
NO 














NO BOLTS - 
NO TOOLS - 
ONLY A STUD 
for Speedy 
Shelf Assembly ° 











Sold only through Dealers—Never Direct 


80 PRAIRIE c | ; HELPING A CUSTOMER choose the 


Phone Aurora 9232 


proper tool at Standard Industrial Sup- 
AURORA, ILLINOIS 


ply Co., Springfield, Mass., are Jerry 
Smith, office manager (left), and Chris 
Paulson, store manager 


PMEinT MPAMY 


BINS DRAWER UNITS TOOL TENDERS CARTS. INSERTS COUNTERS BENCHES 
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Cut Your 


Manufacturing Costs 
with 


Self- Aligning, 
Completely Sealed 


down the . | | R / ty 
industrial 4 
distributor’s ts , ae BALL BEARINGS 


JOHN A. PROVEN has been ap- 
pointed vice-president in charge of sales 
of the Porter-Cable Machine Co., Syra- 
cuse, N. Y 


alley! 





Here’s a new sales-maker—a new 

?, 2 
business-builder that is simply Paul M. Arnall 
‘made-to-order for industrial dis- Joins Lunkenheimer Co. 
tributors. It’s a simplified, easy to 
sell and easy to apply Variable Speed Paul M. Arnall has been named 
Control Unit for all types of light ma- vice-president and general manager of 
chinery. Forms actual driving ele- I'he Lunkenheimer Co., manufac ‘ 
ment between motor and driven ma- turers of vals nd eng ines ] Roberts bearings are ma- 
chine. Provides the right speed for 1 wn phe Pritice : a9 me “or chined, hardened and have 
every operation and every changing ances 1e action results from a deci- unground raceways. coe 
condition. Made by REEVEs—recog- sion of the board of directors and the completely a. ge of 
nized leader in the speed control in- management to divide the functions aligning. Al B me gs w in 
dustry. Opens up an entire new field of president and general manager into —?" “om specially de- 
of prospects in every territory. Y our two separate functions, in order to pened for thousands of “97 
wen sales force can ee provide for a better distribution of the cations within ~ an 
urnish many sales aids, backed up top management administrative _ re- speeds recommended. 
by a comprehensive campaign of 


national advertising. Write for liter- sponsibility. 
ature and complete details of dealer Mr. Arnall _ Was educated at the 
proposition. University of Kansas and has had wide 
experience in the industrial field. 
N \ i With the Graton & Knight Co., 
OW, ROXPORNSive, Worcester, Mass., he rose to assistant 


Variable Speed Control gencral sales manager. He then be- 


came associated with the Ohio In 
REEVES Vari-Speed Jr. is a thoroughly jector Co., Wadsworth, Ohio, as sales 
proven, simplified version of the prin- 
ciple successfully used for half a century manager and for the past several years 
in the famous Reeves Variable Speed has been executive vice pre sident and 
Transmission, Motor Pulley and Moto- d + 


irector 
drive. Accurate and dependable. 
. i Lunkenheimer management organ 


Reeves oo 
oberts bearings are sold in 
vari-speed jr. : Rilow blocks and flange units, 
Send for “2 or by themselves for use in 
our own stampings or eed 
ate ings. Either type 1s excelien 
' for conveyors, farm machinery 
and similar applications. Write 
for catalog, engineering ad- 

vice and prices. 

? | Agents, distributors and 
REEVES PULLEY CO., COLUMBUS, IND. « ts, distributors 
Gentlemen: Please send dealership . 


proposition on REEVES Vari-Speed Jr. 


Name 


Address ie z :" MACHINE WORKS 


1619 Hennepin Avenue 


Minneapolis 3, Minnesota 





Paul M. Arnall 
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REASONS 
WHY 


TO 


means more 
$$$$$ 


10 YOu... 


44° 


These two new Stow portable power 
tools were developed to provide a com- 
pact, versatile machine capable of do- 
ing a wide variety of jobs grinding, 
buffing, routing, brushing, filing . . . 
at a price that brings them within the 
range of every tool-room or workshop 
customer 


Stow Jiffy machines are efficient 
proven, adaptable—and so economical 
of first cost— 
and operation 
—that sales 
potential is 
unlimited! 
Tool Rooms 
. Factories 
; Auto 
Shops 
Hobbyists 
all are your 
market! Best 
of all — each 
sale creates 
more profit 
possibili- 
ties through 
the fine assortment of accessories 
available for the Stow Jiffy Tool 


YOU‘LL BE INTERESTED IN 
STOW’S DISTRIBUTOR PROPOSI 
TION. WRITE TODAY FOR FULL 
INFORMATION ON THE NEW 
STOW JIFFY TOOLS! 


STOW Flexible TOOL SHAFTS 


Seventy-four years of “know-how 
in solving Power-Drive and Re 
mote Control problems are packed 
into the new Stow booklet on 
Flexible Shafting 


Send for your free copy today 


es 


STOW 





MANUFACTURING CO. 


5 Shear St., Binghamton, N. Y. 


| ization consists today of Frank P. 
| Rhame, president; Paul M. Arnall, 
vice-president and general manager; 
Homer E. Lunken, vice-president and 
assistant general manager; Harry A. 
Burdorf, vice-president, sales; Edmund 
P. Lunken, vice-president; Chester C. 
Isekeit, treasurer; and Charles W. 
Burrage, secretary. 





: . J 

| Hewitt-Robins Inc. Names 

Goodyear To Sales Post 
Austin Goodyear has been appointed 

assistant to B. T. Moffatt, vice-presi- 


dent in charge of sales for Hewitt- 
Robins Inc., New York City. 


USE-EM-UP TYPE 


Aina? 


STANDARD TYPE 








Other appointments in the Hewitt- 
Robins sales organization include 
C. A. Thompson as Charleston dis- 
trict sales manager, and C. W. Brooks, 
formerly re presenting the company 1n 
northeastern Pennsylvania, who has 
been transferred to the corporation’s 
Virginia-North Carolina sales territory 
handling both Hewitt Rubber Di- 
vision and Robins Conveyors Division 
products. 


Spang-Chalfant Division 
Names Booth Sales Manager 
Edwin A. Booth has been appointed 


to the — of general manager of 
sales of the Spang-Chalfant Division 


-—S$LEEVES— 


AND 


SOCKETS 


AND A 
complete line of COLLETS 


@ COLLIS Taper Tools are made by men 
skilled in this type of manufacture. Users 
get long satisfactory service from COLLIS 
Equipment and find the answer to all drill- 
ing, reaming, and tapping needs in the 
COLLIS line. We can give prompt service 
on orders for Lathe Centers, Arbors, Drill 
Drifts, and Magic Type Chucks as well as 
on Sleeves and Sockets and Collets. 


THE COLLIS CO. 


CLINTON, IOWA 





of The National Supply Co. He has 
been a member of the National Sup- 
ply organization since 1929. 

He worked for a time in the metal- 
lurgical department of Spang Chal- 
fant, and later was transferred to sales. 
\fter sales department experience in 
Pittsburgh and St. Louis, he was ap- 
pointed manager of the Tulsa district 
in 1942, returning to Pittsburgh four 
vears later in a similar capacity. 


can supply 
floats @ tanks @ 
expansion points @ kettles 
dippers @ 


coils @ bends 


evaporators @ heaters 
coolers @ chemical apparatus 





J 


@ HARRIS Products have been leaders 
with American Industry for more than 


60 years. Present manufacturing de- 
mands sustain a need that is profit- 
able for distributors. Let our engi- 
neering staff give you the benefit of 
their long years of experience on 
problems that need special attention. 


ARTHUR HARRIS COMPANY 
210-218 N. Aberdeen St. Chicago 7, Ill. 





Edwin A. Booth 
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Wm. Baker 


Brown And Baker 
Join Chicago Precision 


“Nate” Brown and Wm. Baker rc 
cently were appointed to the sales staft 
of Chicago Precision Supply Corp., 
Chicago, bringing the roster of out 
side salesmen operating for the firm 
to five. 

Mr. Brown has 25 years experienc¢ 
in the industry, both in management 
and purchasing capaci,ies. For some 
vears he was active in committec 
work for the Central States Industrial 
Distributors’ Association. 

Mr. Baker, who will cover the terri 
tory in southern Chicago and northern 
Indiana, has a 20-year background in 
the industrial supply field in purchas 
ing and sales. 


Yarnall-Waring Co. 
Advances Steer, Ambler 


John A. Steer, formerly district 
manager of Philadelphia territory, has 
been appointed New York district man 
ager, succeeding Harold S. Webster, 
who has retired 

J. B. Ambler has been appointed 
sales representative in the Denver dis 
trict 


‘STOCK...DISPLAY...SELL 


More Easily, Effectively, Profitably 
_ with the New CAMPBELL CHAIN 
CONTAINERS 


Cam Cah 
on 
= 


ee 





(am-CakOP 
~~ 
=> 


A 
MPL CHAIN Com? 


ae rm °« a EF AMPBEL, CHAIN Gay 


CAMPBELL CHAIN “CAM-PAK” 


Made from fibre-board—will withstand 
the roughest handling. No wood to splin- 
ter, no nails to snag hands or clothing. 
Takes less storage room. Type and Work- 
ing Load Limit printed on label. For Proof 
Coil and BBB Coil chain only. 
SIZES: | QUANTITY: SIZES: | QUANTITY: 
3/16” 250 ft. 5/16" 100 ft. 
150 ft. 3/8” 75 ft. 


CAMPBELL CHAIN Fibre Drums 


Replaces wooden barrels formerly used for shipments of 500 to 





700 pounds. Can be re-used, as lever-action metal head is 


easily replaced after opening. No more nails or splinters. 





CAMPBELL CHAIN Gomsany 


(International Chain & Mfg. Co.) 


York, Penna. 
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Talk dollar results 


Profit is the main spring of all in- 
dustry. ‘‘More profit’’ are two words 
that interest every company execu- 
tive. They influence every purchasing 


agent. 


So when you sell ‘Budgit’ Electric 
Hoists, hammer away at the time and 
money they save by increasing pro- 
duction and lowering operating costs. 
Translate the extra comfort, conven- 
ience, and safety to workers in terms 
of more savings from lower compen- 
sation costs. They do much more and 
with much less effort. 

Naturally you will 


bring in the 


mechanical excellencies of the 
‘Budgit,’ the high quality of its de- 
sign, materials, and workmanship. 
Because of them, ‘Budgit’ Hoists are 
able to make big savings by uninter- 
rupted, daily service with minimum 


attention. 


No installation cost — more dollars 


saved. Hang up, plug in, and use! 


Especially in the coming days will 
management's ears be open to anyone 


who talks extra dollars of profit. 


Have 
301? 


you enough copies 
If not, 


of Bulletin 


write to us for more. 


mi BUDGIT 
ma Hoists 


MANNING, MAXWELL& MOORE, INC, 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit' and ‘Load 

Lifter’ Hoists and other lifting specialties. Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol 

idated’ Safety and Relief Valves, ‘American’ 

Industrial and ‘Microsen’ Electrical Instruments. 
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John R. Boyer 


Greene, Tweed Names Boyer 
Sales Representative 


John R. Boyer has been appointed 
sales representative for the Chicago 
and South Bend areas and Wisconsin 
by Greene, Tweed & Co., North 
Wales, Pa., manufacturers of packing 
and special industrial tools. 

Mr. Boyer will locate in Chicago. 
He is a veteran and a graduate of the 
Wharton School, University of Penn- 
svivania. 


Yale & Towne Mfg. Co. 


Elects Franz Treasurer 


Elmer F. Franz of University 
Heights, Ohio, has been elected treas- 
urer of The Yale & Towne Mfg. Co. 
He succeeds Fred Dunning, treasurer 
since 1933, who will devote full time 
to his increased responsibilities as 
executive vice president and secretary. 

Mr. Franz has resigned as comptrol- 
ler of the Weatherhead Co. of Cleve 
land, with which he was associated for 
the past seven years. 





DISCUSSING A SALE just made at 
Andrews Hardware & Metal Co., Los 
Angeles, are T. J. McBride, manager of 
the machinery department, and Charles 


Kaser, an inside salesman 
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can’t 
sell 
this... 


Only one thieg is prevent you sell- 
ing many ‘Te pits, You are not talking 
to the right gren/*For, if any company 
or man dos the kind of work the 
‘Tugit’ is d n@d to do, you have a 
sure buyer!) Other devices become 
obsolete when <dmpared with ‘Tugit.’ 


‘Tugit’ Hiists are lever-operated 
hoists for lifting, pulling and tighten- 
ing jobs. They Neve gearing and an 
automatic load brake instead of the 
ordinary ratchet’ wheel and powl. 


They have fo equal for close-quarter 


jobs. 


Your potential customers are main- 


tenance cfews in mills and factories; 


installers or di tlers of hi y: 





farms; rdlisetid shops; service repair 
places; road gangs; telephone crews; 
public utility workmen who lay water 
mains, cables, or underground con- 


duits. 


Tell them ‘Tugit’ fits in any toolbox. 
It is easy to carry yet lifts, pulls, and 
tightens 2000 and 4000 Ib. loads. 


If you need more copies of 
Bulletin 388, write for them. 
MAXWELL 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box’ Cranes, 'Budgit’ and ‘Load 

Lifter’ Hoists and other lifting specialties. Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 

idated’ Safety and Relief Valves, ‘American’ 

Industrial and ‘Microsen’ Electrical Instruments. 








New CONGRESS | 


Combination 


DISPLAY 


BERNARD J. OOS has been appointed 
advertising manager of the Liquid Car 
bonic Corp., Chicago, moving up from 
his position as assistant adv ertising man 
ager. 


Featuring 
Faster Cutting 


\- B E LTS and Johnson Will Assist | Renna ener Sane 


with 


Shallberg At Borg-Warner 
PU LLEYS Ray P. Johnson has been appointed MEW shatterproof 
This i h 





administrative assistant to G. A. Shall- 

‘ — er a berg, wg e e ae of Borg 
you—and fast. Services over 90% of arner Corp., Chicago, Ill. In addi- blades! 
all small industriel machines, farm tion to his new duties, Mr. Johnson ades 
equipment and home workshops. Aill will retain his post as vice-president of . ati : 
100 popular A and B groove pulleys Morse Chain Co., a Borg-Warner Sales literally multiplying with 
are individually packaged in hand : i es ictor’s New “Molyflex” High 
Scolor boxes, with colors matching the division. He also is a director of Victor's New > Be. th 
sleeves on the V-Belts. Borg-Warner. Speed Hand Hack Saw Blades... ar 

Mr. Johnson first joined the com blades that in a recent test everag 

aenatem a are precision —_ pany in 1929. He served in the 23.8% more metal cut than all the 
from igh-grade zinc-copper alloys, J wes > - 
accurately machined, diamond bored experimental, metallurgical and _serv- leading — — cea! "om 
and individually tested for true run- | ice sales departments of the Warner form, completely shatterproof. 


ning. Congress V-Belts have maximum cae N - hand sizes and pitches available. 
nok. me eet eat @ hae. Gear division, in Muncie, Ind., until 


close-woven cover for long wear. 1931. He was assistant to the sales VICTOR STEELRITE 
manager of Borg-Warner Service ETAL MARKING CRAYONS 
The strong, cadmium plated display ) °C . Pe: 940 — 
nod Parts Co., Chicago, until 1940, and i 
occupies floor space of only 17”x41", manager of the Washington office of Another Victor profit-producer ... 
and insures fast turnover and fast prof- ee ae attractively boxed and available in 
i y ( , 942. ‘ 
its. Shipping weight 100 lbs. ~— oly be « ae = : a variety of sizes, Ideal for marking 
(This display also available without V- . . core sts por M * 7 a Co on hot, cold, damp or grimy metals. 
ive OS ons ( se WM 4 ® ° e e 
Belts). HA A pees alt Mien MS Withstand pickling, yet do not af- 
. 2 ia sae fect enamel application. 
VARIABLE SPEED —_ ToR Don't forget that Victor is con- 
PULLEYS Kesterke lo epresent sistently telling its 
U. S. Rubber Wheels r sales story in leading 
Better stock these, Led ial 
too. The ideal pulley Walter A. Kesterke has been named Par ied] (ocustrial papers to 
for ame Rae a sales representative for industrial twee thang agg geo 
Geatio Mammalian grinding wheels in Wisconsin and dog An tt 
Permits 30% speed southwest Michigan for grinding wheel Victor's famous Wa 
variations. O.D.’s sales for United States Rubber Co. “S Chart went age prs 
noe gl — . He will make his headquarters at the oe > are ot 
orange pec . Milwaukee, Wis., branch of U. § available. Put 
‘ Rubhe these free sales boosters to 


WRITE for CATALOGS Mr. Kesterke is a veteran of 20 years | @0r* for you! 


- : experience in malleable iron and steel 
Complete information on all types 
and sizes of Congress Pulleys, V- foundries, h ving been foundry super 


834 
Belts, Q-D Sheaves, Clutches, etc. intendent of the Edge water plant, V IC 
Auto Specialties Mfg. Co., and foundry ; ay 
aed ies engineer with the Benton Harbor SAW WORKS, INC., Middletown, WY, 
CONGRESS °° DRIVES [ivanaees 


; Industries at Benton Har- Mokers of Mend ond Power Hock Sow. Blade 
3750 E. OUTER DRIVE, DETROIT 34, MICH ko Sd Lsascagg Racer ah vines anager este 
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Present Day 
Practice in 


“to reach | fies 
the men 


with authority” 


H. L. Coats, 
Sales Manager, 
FLEXIBLE STEEL Lacinc Co. 


0 oerywhere 
STEEL LACING COMPANY 
ton St. Chicage 44. tit 


FACTORY MANAGEMENT ond MAINTENANCE 
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Distributors who handle the products of FLEXIBLE STEEL LACING COMPANY 
welcome the real sales help they get from FLEXIBLE 
advertising in FACTORY. 


As Mr. Coats says, “FACTORY’s audience is a carefully chosen group 
that we are greatly interested in.’”’ And distributors recognize 

that it’s a vitally important buying group — 

the Plant Operating Group —largest and most influential 


in the manufacturing industries. 


If you want real sales help for the products 


you sell, investigate FACTORY. We’ll be glad to send you a copy. 








—~ ‘<f 
ee ae _ BELT FASTENERS 
¢ Every Tooth FOR HEAVY CONVEYOR awo RIP PLATES 


a Vise , AND ELEVATOR BELTS OF 
ANY WIDTH 


NDB enane) 5 {FLEXCO 


FLEXCO Fasteners make a tight, butt joint of great strength and 
durability ain unitormly Operate smoothly over 
flat, crowned of take-up leys Made of sweet, Monel. Everdur and 
Promal 
FLEXCO Rip Plates are for repairing and patching damaged beim 
Ach tor Bulletin F-100 


on and Conveyor 


PANY + 4610 Lexington H. Chicage 44, Mlinnle 
tran ; 
cellent for Package Con 


able and smooth on both sides. 
es: For belts from | 16" « 5/8 


Order From Your Supply House 


FLEXIBLE STEEL LACING COMPANY JUST A HAMMER 
460) Lexington Street, Chicoge 44, illinois TO APPLY IT 


























making contacts ;.. arousing interesf . .. creating preference ... 
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neon en 


member, audit bureau of circulations 
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WHAT'S MY NAME? 
“Be careful whom you call SALESMAN, lest you 


flatter him.”’ 

That, to me, is the perfect answer to the question 
posed by Sales Management in its Jan. 1 issue: 
“Does the man we call ‘salesman’ need a better 
name ?”’ 

For my money, there is no better name. The sales- 
man carries a title of which he can be justifiably 
proud. Just because in his travels, a salesman meets 
and mingles with some who seemingly do not pay him 
the respect he feels he’s due, is no reason to throw 
overboard a title which is 100 percent discriptive 
and, by no means easy to come by. 

Dignity and respect, in every field, are accorded 
those deserving of them; if there are those who look 


‘‘salesmen’’, their attitude will 


down their noses at 
be unchanged even if the salesman carries a high- 
falutin’ title. Stuffed shirts are stuffed shirts and 
always will be. It is to the true salesman’s credit 
that he recognizes them for what they are and knows 
how to deal with them. 

Edward A. Connell, author of the Sales Management 
article, points out that in other branches of work 
there are more fanciful titles but that: 

**The salesman is still a salesman.”’ 

And to that, I say “Amen.”’ 

Along the same lines, is the piece from which | 
quoted at the top of the-column. It’s an anonymous 
piece published recently in LaSalle Extension Uni- 
‘sp , 


versity’s “‘Personal Efficiency Magazine’’: 


‘The Salesman’’ 


“It has been said that salesmen are a big problem 
to their bosses, their customers and their wives, to 
conservative credit managers, to hotels, and some- 
times to each other. 

“Individually and collectively they are cussed and 
discussed in sales meetings, conventions, behind 
closed doors, in bathrooms, barrooms, and under 
one’s breath from as many angles and with about the 
same fervor as the daily headlines of the Square 
Deal. 

“*They make more noise and mistakes, create more 
cheer, correct more errors, adjust more differences, 
cause more divorces, spread more gossip, explain 
more discrepancies, hear more grievances, pacify 
more belligerents, and waste more time under high 
pressure without losing their temper, than any class 
we know, including ministers. 

“They live in hotels, cabs and tents, on trains, 
buses and park benches, eat all kinds of food, drink 
all kinds of liquids, good and bad, sleep before, dur- 
ing and after business with no more schedule than 
the weather bureau and little, if any effect on the 
public health. 

“*And yet salesmen are a power to society and in 
the public economy. In many ways they are undoub- 
tedly a tribute unto themselves. They draw and spend 
more money with less effort and with less return than 
any other group in business. They come at the most 
inopportune time, under the slightest pretext, stay 
longer under more opposition, ask more personal 
questions, make more comment, put up with more in- 
conveniences, take more for granted under greater 
resistance, than any group or body including the 
U.S. Army. 

**They introduce more new goods, dispose of more 
old goods, load more freight cars, unload more ships, 
build more factories, start more new business, and 
write more debit and credits in our ledgers than all 
other people in America. 

“Yes, brother, you said it. With all their faults, 
they keep the wheels of commerce turning and the 
currents of human emotions running. More cannot be 
said of any man. Be careful whom you call SALES- 
MAN, lest you flatter him.”’ 


ARCH MORRIS 
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Whoever they are — whatever 


they make —all your customers 


MEASURE YOUR MARKET... 


and prospects use Starrett Tools. 
It pays in added sales and greater 
profit to check their needs for 
Starrett Mechanics’ Hand Meas- 
uring Tools and Precision Instru- 
ments, Dial Indicators and Steel 


Tapes at every opportunity. 


Add greater volume and profit by 
selling Starrett Hacksaws, Band 
Saws and Band Knives. Preci- 
sion made in a new, modern 
plant by the world’s greatest 
makers of precision tools, the 
STARRETT line covers every 


need. 


Top off every sale with an order 
for Starrett Precision Ground 
Flat Stock — a time and money 
saver for your customers —a 
profit builder for you. 


BUY THROUGH YOUR DISTRIBUTOR 
Mechanics’ Hand Measuring Tools and Precision Instruments 
Dial Indicators + Steel Tapes + Precision Ground Flat Stock 
Hecksews, Band Saws and Band Knives 








FOR 
TOUGH THROTTLING 
CONDITIONS 


500 BRINELL DISC AND SEAT 


STEM high tensile rolled bronze. Large diameter 
and long thread contact. 


PACKING NUT and gland follower of heavy 
bronze transmit even pressure onto packing. 
STUFFING BOX large and deep. Packed with 
formed rings of braided asbestos, lubricated and 
graphited. Can be repacked under pressure. 
UNION NUT heavy, rugged. Facilitates removal 
and replacement without danger of distorting 
body or threads. 

BEVELED JOINT permits tighter union between 
body and bonnet. 

DISC LOCK-NUT holds disc securely to end of 
stem. 


FULL-PLUG DISC and SEAT RING 


stainless steel of 500 Brinell—near diamond— 





hardness. 
BODY P & C High Test Bronze. Reinforcing 
ribs give added strength. Heavy end hexes with 
standard, full length threads. 


| 


Fig. 531-P FOR THIS FOLDER 
350 Ibs. Steam *« 1000 Ibs. OWG which contains a 


detailed description of 
this valve. Ask for DH-116 


Reading, Po. + Atlante + Baltimore + Boston + Chicago + Danver + Detroit * Houston 
Wew York + Philadelphia + Pittsburgh + Son Francisco * Bridgeport, Conn. 


R-P & C VALVE DIVISION 
AMERICAN CHAIN & CABLE 





